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ENGINEERING DESIGN 


The most advanced design in A.S.M.E. rated pressure 
relief protection for hot water boilers is the new Double- 
Safe design of Watts Valves. 

These are water pressure relief valves with an emer- 
gency steam rated pressure safety relief feature. They 
will discharge excessive water pressure created by thermal 
expansion and also excessive steam pressure in the event 
of emergency temperature conditions. 


Be on the safe side with 


Ratings, and Application In- 
formation on Watts A.S.M.E. 
Rated Valves, see your whole- 
saler or send for Bulletin 
F-ASME. 


Protection and Control Specialties 








Double-Safe Design — No me- 
chanical guides—not diaphragm 
operated. 


Water Seal — Provides precise 
alignment of seal to disc and 
eliminates need of hazardous 
mechanical guides which can 
stick or freeze a valve shut from 
lime or corrosion. Seal also pro- 
tects spring working parts from 
water or steam during relief. 


Stickage-free Disc-to-Metal Seat- 
ing — heat resisting, stickage- 
proof silicone disc material. 


Pop Action Operation—All Watts 
A.S.M.E. rated relief valves op- 
erate by pressure exerted di- 
rectly against the disc to pop 
the valve wide open for steam 
relief. The full rate of discharge 
is immediately reached at the 
set opening pressure and does 
not depend on further pressure 
accumulation as in some other 
designs. 


N ASME PRESSURE SAFETY RELIEF VALVES ! 


FULL SELECTION OF SIZES 


Watts offers the most complete line of boiler safety relief 
valves with the 174A Series and 74A-740 (expanded 
outlet) Series. Designed to meet the smallest or largest 
requirements for pressure protection from one line of 
valves, Watts A.S.M.E. Rated Relief Valves furnish com- 
plete protection for the great majority of hot water 
heating and supply boilers with a single valve. 

Watts Regulator Company + Lawrence, Massachusetts 


For complete Specifications, 














When water in a plumbing system meets a 
resistance to its flow, audible sounds are often 
created which can be objectionable —especially 
when the water pressure is excessive (in the range 
between 50 and 125 p.s.1.). 

For buildings with water pressure in this range, 
Sloan Royal, Crown or Naval Flush Valves can 
be equipped to operate quietly at only slight 
additional cost. Called Quiet-Flush Valves, they 
have unique engineering features added that 
guide or interrupt high velocity streams at two 
vital points of restriction to quiet the flow. Yes. 


they are whisper quiet and are especially recom- 








mended for hospitals, hotels, motels, homes. 


apartments, private office toilet rooms or any 
installation where quietness is essential. 
Quiet-Flush is another product of Sloan research 
which is constantly employed to help sustain 
Sloan’s outstanding leadership of more than fifty 
years. And, since Sloan Flush Valves today are 
better than ever, why not make sure you get them? 


S LOAN FLUSH VALVES 


db 


SLOAN VALVE COMPANY : 4300 WEST LAKE STREET: CHICAGO 24, ILLINOIS 
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SPECIALIZATION 


We manufacture only bronze valves...available 
to you from warehouse stocks throughout the 


United States at factory prices and freight terms. 


) HAMMOND &SRITE-KOTE: BRONZE VALVES 


DoOMeSTIC ENGINEERING 
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..with NIBCO copper fittin: 


Residents of Denver couldn’t believe their eyes as they watched the 
Alida Rae Apartment building start to go up. The foundations were hardly in 
place before the plumbing lines were installed. 


There was no error. Joe Harris of Harris & Company Plumbing was merely 
using a new technique, worked out with S. W. Haan, the architect /engineer, 
to save space, time and money. 

With NIBCO fittings from Amstan Supply, Harris employees (members 

of Denver Plumbers’ Local #3) prefabricated a copper system for this three- 
story building at the shop, hauled it to location and set it up. With 

no bother, no fuss, they completed the entire plumbing in three trips 

to the site: (1) Laid underground lines; (2) Set the 

prefabricated “‘trees’’; (3) Set the fixtures. 


NIBCO INC., Dept. J-5511 Elkhart, Indiana 


SEND FOR FREE DRAINAGE CATALOG DWV-2 


DomEsSTIC ENGINEERING, NOVEMBER 1959 





iVERYBODY BENEFITS when you bid 


‘rice Pfister 


VASHING MACHINE VALVE FILLERS 





riple Plated 
ough parts concealed 


hrome trim on exposed parts 


center with double 1” 

male outlet I.P. or Copper 
nion Connections No. 350 Solid 
ypper to Copper Connections 


o Unions No. 352 


'CE PFISTER PRODUCTS — 


INSTALL EASIER 
* WORK BETTER 
* LAST LONGER 


nefit from savings in 
ne, labor and plumb- 
zy brass... You benefit, 
, nN good will because 
ur bid includes this 
ice Installation. 











benefits from a more 
saleable home, be- 
cause a Price Pfister 
installation is the 
type of built-in plus 
value a home buyer 
looks for and appre- 
clates. 





benefits: Positive shut- 
off relieves all pressure 


on hoses when not ‘in 
use? Only chrome fit- 
tings show; hoses are 
comcealed ; machine fits 
closer to the wall. 


t another outstanding erample of ways in whicl Price Pfister haz so firmly 


ough the years given the most in value and quality. 


) Price Pfister Washing Machine Valve Fille rs on all plun hing installations 
BUILD more business with more profits! 











Non-Industry Competition Tough, 
but Contractors Hold Their Own 


‘Pro’ service is big weapon, DE survey finds 


Cuicaco—Sears, Roebuck & Co. 
continues to be the plumbing and 
heating contractor’s biggest com- 
petitor for replacement and mod- 
ernization sales. 

But in areas where contractors 
have learned to meet that type of 
competition, the contractors are 
giving the giant mail-order house 
and other non-industry outlets 
such as remodeling “specialists,” 
building supply dealers and dtu’s 


a run for their money. That’s the 
conclusion reached as a result of 
a 48-state survey conducted by 
Domestic ENGINEERING last month. 

More than 78 percent of the con- 
tractors responding to the DE sur- 
vey reported increased efforts on 
the part of non-industry outlets to 
capture. traditional p-h industry 
markets during the first nine 
months of this year. Last year in 
DE’s Big Push issue (October, 


Crane Announces New Heating Products Sales Aids 


PROMOTING HEATING SALES, receptionist Alyce Keller and Gene Allen, man- 
ager of heating products, display a variety of promotional materials for Crane 
Co. heating dealers. Window and wall posters, direct advertising, brochures, 
advertising mats and sales aids for builders are available from Crane outlets. 


10 


1958), contractors reported only a 
54 percent increase in non-industry 
efforts to capture the p-h markets. 

The competition is making its 
strongest bid for water heater sales, 
with bath fixtures, heating plants, 
food waste disposers and dishwash- 
ers following in close order. 

How p-h contractors are meeting 
this competition was also surveyed. 
The answers ranged from an “if 
you ca 't lick ’em, join ’em” atti- 
tude to one of creative merchan- 
dising with strong emphasis on the 
personal interest of the contractor 
in the problems of his customers. 


Takes Cue from Competitors 


Merrion Madsen, secretary of 
Madsen Inc., Upper Darby, Pa., ex- 
pressed the attitude that p-h con- 
tractors—if they are not already 
doing so—had better take a cue 
from the aggressive merchandising 
of some non-industry outlets such 
as Sears. He said that he was using 
a consistent advertising program, 
ranging from multiple telephone 
book listings to a large two-color 
mailing piece that outlines all the 
services the firm has to offer. Mad- 
sen offers the complete job, em- 
phasizing “one-stop remodeling 
and easy time-payments.” 

In the Madsen brochure (facing 
page), the weekly payment is giv- 
en, rather than the full price for 
appliances, kitchen and bathroom 
remodeling. For example, Madsen 
sells “a complete kitchen for as lit- 
tle as $7.00 a week.” 


Gives Full Guarantee 


In addition to time-payments and 
complete service for all remodeling 
jobs, Madsen offers an uncondi- 
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tional one-year guarantee, free 
planning and 24-hour emergency 
service on plumbing and heating. 
All the services are spelled out in 
the brochure. 

While many of the same induce- 
ments are being offered customers 
by the non-industry competitors, 
one p-h contractor (Roy Schleich, 
Clifton, N. J.) was frank enough 
to admit that their selling is a lot 
of “good salesmanship,” but he 
countered by saying that his direct- 
mail advertising campaign helped 
him outsell their “super-salesmen.” 


P-H Contractor's ‘Pro’ 
Status Hard to Beat 


His advertising emphasizes the 
professional quality of the p-h 
contractor in design and installa- 
tion, his ability to back up the 
guarantee with qualified service 
and the “one job, one responsibil- 
ity” theme. 

The majority of the respondents 
said they were selling the one thing 
that the non-industry outlets don’t 
have, namely expert service for 
plumbing and heating, but nearly 
all said that it’s “hard to beat the 
low prices.” 


Admonishes Wholesalers 


Some harsh words were directed 
against wholesalers and manufac- 
turers who were accused of selling 
to non-industry persons, including 
“moonlighters,” handymen and do- 
it-yourselfers. H. S. Travis, Nor- 
wich, N. Y., said: “Our major 
source of competition comes from 
the moonlighters who work eve- 
nings, Saturdays, Sundays and hol- 
idays for little more than labor 
only, and in some cases, not that. 

“Our so-called legitimate supply 
houses are selling to these workers, 
and we have even known of moon- 
lighters who have been able to 
purchase some products directly 
from a manufacturer. 

“We believe that unless some- 
thing is hurriedly done to correct 
this situation, the p-h contractor 
will be out in the cold as far as 

(Please turn to page 60) 
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...Get MADSEN for money-saving 


ONE-STOP REMODELING 


of your home 


Uf you've 
ever had to call Plumber, a carpent 
benter. a my 
™ know how maddening it can bh 
m ofter 
are far from eating 
one Organization you can dene 
yOu WOM and need it, but ¢ ) po 
and acted on 
tt for 
ee mmedians attention Clogged 
Am “ red drmin 
ven leaky faucets are taken car 


2 feet of 18 trucks & reary to ery 
‘8. and whenever it 


© FOU any time af + 
new bathroom « le 


ts Con VEN te mt to rm 
my be a for Toutine « 
Marsen work ip « mplete Hone 

Kitchen or bath withayt chary ~ ye 
tao, tailoring them te 
entire 


«Xperts 
aimee: 
your individual ». « ’ 
job, giving you low months wets. Mailser 

. * bank 


Day ms 
h quality, notice tie 
pa reverse side This evarant’s wa 
» ov . - 
fon of their jobs applies to all tems 


© Gas and electric hot water heaters 


DIRECT-MAIL PIECE sent by Madsen Inc., Upper Darby, Pa., lets prospects know 
the firm can do everything the non-industry competition can, “only better.” 
The 16 by 20-in. piece emphasizes one-stop remodeling service, time payments. 





Housing Holds Up As Steel Walkout 
Causes Drop in Total Construction 


New York City—Construction 
contracts in August declined 11 
percent below the level of the cor- 
responding month of 1958, but the 
total of $3,083,649,000 was the sec- 
ond highest ever reported for any 
August, F. W. Dodge Corp. said. 

According to George Cline Smith, 
Dodge vice president and econo- 
mist, the decline probably stemmed 
in large part from the steel strike. 

“Undoubtedly the steel strike had 
some effect,” Smith said, “although 
it is difficult to measure exactly. 
There is no evidence that any great 
slowing of actual construction work 


occurred in August as the result of 
steel shortages. But the awarding 
of contracts for future jobs may 
well have been held up because of 
uncertainties over steel deliveries. 

“Nearly every category of non- 
residential buildings and heavy en- 
gineering reported a decline in Au- 
gust, and so did apartment build- 
ings. Single family houses, on the 
other hand, gained. This pattern 
cannot be explained by any under- 
lying economic factors, but it is 
consistent with the effects to be ex- 
pected in the current steel situation. 

(Please turn to page 12) 





News... continued from page 


NEW TOP MANAGEMENT TEAM for Briggs Manufacturing Co., Warren, Mich., 
includes (from left, seated) Arnold Kohler, president and general manager; 
A. D. Blackwood, retiring president who remains a director; and J. E. Gibb, 
vice president of finance and secretary. Standing from left are John Lewis, 
vice president of the Abingdon, Ill. plant; Frank Cole Jr., vice president of 
sales; and Kenneth Muir, vice president of manufacturing. Also on the team, 
but not shown, is Arthur Raible, vice president of the firm’s Cincinnati plant. 


Briggs Forms Top-Level Management 
Team on Heels of Crane ‘Grab’ Hint 


Warren, Micu.—Briggs Manufac- 
turing Co. here has announced the 
formation of a top-level manage- 
ment team, headed by newly elected 
president Arnold Kohler. The an- 
nouncement.came on the heels of 
a report that the firm might be 
bought by Thomas Evans and the 
Crane Co. (See DE for October, 
page 11.) 

The the fact that 
Evans and Crane had purchased a 
“sizable” 


report cited 
amount of Briggs stock. 
Informed sources in the industry 
have placed the number of shares 
purchased by Crane at somewhere 
between 50,000 and 100,000. How- 
ever, both Briggs and Crane have 
declined to comment on the story. 


= Briggs’ new management team is 
composed of six officers, including 
Kohler, who succeeds A. D. Black- 
wood, now retired, but still a direc- 
tor; J. E. Gibb, recently elected to 
the newly created post of vice pres- 
ident of finance and secretary of 


the firm; Kenneth Muir, vice presi- 
dent of manufacturing; Frank Cole 
Jr., vice president of sales; Arthur 
Raible, vice president of the Cin- 
cinnati plant; and John Lewis, vice 


Construction Drops, 
but Housing Gains 


(Continued from page 11) 
Single family homes are less de- 
pendent on steel deliveries than 
most other types of construction. 

“The August decline should not 
be viewed too seriously,’ Smith 
said, “since it is largely a matter of 
timing, and could to a considerable 
extent be made up later.” 

Residential building contracts in 
August totalled $1,551,224,000, up 
7 percent from August of last 
year. The contracts covered 116,269 
dwelling units, an increase of 2 per- 
cent over last year. Both the dollar 
volume and number of units in 
apartments declined, but this was 
more than offset by an increase in 
single-family houses. 
wCumulative totals for the first 
eight months of 1959 and the per- 
centage changes from the corre- 
sponding period of last year were 
as follows: Total construction, $25,- 
573,909,000, up 7 percent; non-resi- 
dential building, $7,841,631,000, up 
3 percent; residential building, $12,- 
115,843,000, up 28 percent; and 
heavy engineering, $5,616,435,000, 


down 16 percent. 


president of the Briggs operation in 
Abingdon, III. 

Briggs, now celebrating its 50th 
anniversary, is a leading producer 
of plumbing fixtures and supplies. 


Myers Tanks Now Made of Cold Rolled Steel 














COLD ROLLING PROCESS for the shells of its water conditioning and storage 
tanks is shown in this scene from the production line at The F. E. Myers & 
Bro. Co., Ashland, O. The steel sheets are supplied to the well-known water 
systems manufacturing firm by the Jones & Laughlin Steel Corp., Pittsburgh. 
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TRAVELING CONTROLS DISPLAY: The latest word 


in control devices is now 


touring the nation with display panels and working models. Sales engineers 
from the Fulton Sylphon Division of Robertshaw-Fulton Controls Co., Knoxville, 
Tenn., are on hand to demonstrate the units to wholesalers and contractors. 


Key to Future of Appliance Sales Lies 
with Woman of House, GM Exec Says 


San Dieco, Cautir.—There will be 
a bright future for the appliance 
business in years ahead, provided 
sales 
the 
woman, according to 
Herman Lehman, General Motors 
vice president and its Frigidaire 


manufacturers and 
alike understand 
American 


people 
changing 


Division’s general manager 
the “human-cen- 
tered approach” when he addressed 
the annual conference of the Bu- 
reau of Home Appliances of San 
Diego county here last month. 
Pointing out that women influ- 


eHe spoke on 


ence at least 80 percent of major 
appliance sales, Lehman went on to 
say that major changes are taking 
place in the American scene which 
cause today’s women to think and 
buy differently. 

Lehman emphasized that the hu- 
man-centered approach in manu- 
facturing means gearing product 
design to the prospect’s basic needs 
and desires in a changing America 


s “Applying the human-centered 
approach to selling today,’ Lehman 
said, “we feel it is time to spotlight 
more than the product. The need 
is for a clearer picture of the per- 
son who may be in the market for 
the product. The professional sales- 
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man must be sensitized to the cus- 
tomer and her needs and desires. 
To succeed he must see the cus- 
tomer, not merely as a buyer or 
payment maker, but as the well- 
informed, complex human being 
she is.” 

In analyzing today’s potential 
customer, he stressed that a woman 
wants a product to be a servant to 


her; she rebels against the product 


Robertshaw's Controls 
Hit the Road for Tour 


KNOXVILLE, Tenn.—A mobile dis- 
play of industrial control devices 
is now touring the country for the 
Fulton Sylphon Division of the 
Robertshaw-Fulton Controls Co., 
it was announced recently. 

Packed inside the large, moving- 
van-type coach are display panels 
featuring the firm’s line of temper- 
ature and pressure controls, bel- 
lows, joints, packless 
valves, seals and engine controls. 
Working models of many of the 
items also are on display. 


expansion 


The coach itself is equipped with 
an air compression system for op- 
of displayed 
public address system, a heating 


eration controls, a 
and cooling system and a lounge. 
Factory engineers and sales person- 
nel accompany the mobile unit. 


that may appear to cause her to be 
a servant to it. 

“Thus it behooves the manufac- 
turer to design products that are 
not unduly complicated,” Lehman 
said, that 
simple to operate, but actually are 
simple to operate. And it behooves 
the salesman to stress simplicity, 
freedom, reliability and the avail- 

(Please turn to page 14) 


“and not only appear 


Lennox Exec Boosts Air Conditioning on Radio 


TALKING UP AIR CONDITIONING benefits over radio station KFI, Los Angeles, 
are J. R. Merrill (left), advertising manager of Lennox Industries Inc., Marshall- 
town, la., and Al Poska, star of a popular radio show. Listeners throughout 
the country heard Merrill describe the benefits of central air conditioning 





News . . . continued from page 13 





DIRECT MAIL LEADER: AI Buschel (left), sales manager for Slant/Fin Radiator 
Corp., Richmond Hill, N.Y., accepts an award from Richard Messner of the 
Direct Mail Advertising Assn. for an “outstanding mail advertising campaign.” 


Record Year for Construction in ‘60 | 


Seen — Remodeling 


New York Ciry—wv. S. construc- 
tion expenditures will reach a rec- 
ord total of more than $55 billion 
in 1960, according to a study by 
Architectural Forum. 

“Although this may be only 1.5 
percent above 1959,” according to 
AF’s annual building forecast, “it 
is more impressive than it looks, 
for 1959 will be an exceptionally 
big year for building.” 


a Construction expenditures this 
year will probably reach $54.9 bil- 
lion, the report said, an increase 
of 11.8 percent over 1958. 

The leveling off of total construc- 
tion next year, Forum said, will 
result mainly from the same factors 
which swelled the 1959 volume, but 
in reverse. A decline in housing 
construction during 1960 seems “in- 
evitable,” but there will be off- 
setting gains in the construction of 
non-residential buildings of all 
kinds, according to the forecast. 


aThe outlook for one and two- 
family housing next year is an 11 
percent drop, but apartment build- 
ing construction is expected to rise 
16 percent over 1959. 

Other sources have agreed with 


Also Will Increase 


this outlook and place the blame 
for the anticipated decline of one 
and two-family housing on the in- 
creasing cost of money. That is, 
higher interest rates will tend to 
attract lenders to other types of 
mortgages which do not have “le- 


Women Hold Big Key 
in Appliance Sales 


(Continued from page 13) 
ability of quick product service.” 

Summing up the future appliance 
market, Lehman said: “In the 
years ahead, we will have more 
potential customers with more in- 
come, and we will have a variety 
of products with exciting sales po- 
tential.” 

He pointed out that 94 percent 
of American homes do not yet have 
an electric dishwasher; 92 percent 
do not have food waste disposers; 
85 percent do not have clothes 
dryers and probably fewer than 10 
percent have any summer cooling. 

“About 80 percent of families do 
not yet know the wonders of hav- 
ing a food freezer,” Lehman stated, 
“and 61 percent have yet to buy an 
automatic clothes washer.” 


gal ceilings,’ such as Federal 
Housing Authority and Veterans’ 
Administration loans have. 

The 1960 outlook for commercial 
and industrial construction also re- 
flects a reverse trend. Commercial 
construction will increase 7.6 per- 
cent, Forum said, while industrial 
construction will halt its two-year 

(Please turn to page 16) 


See Big Need for Water Conservation 
by Industry, Officials Tell Meeting 


SPRINGFIELD, Itt.—The plumbing 
contractor’s chief product—water 
—came under close scrutiny here 
last month at the third annual in- 
dustrial water conference, spon- 
sored by the Illinois Chamber of 
Commerce. 

“Water continues to be our most 
wasted natural resource, despite 
the fact that it’s basic to our econo- 
my,” said an official of the US. 
Department of Interior. 

Addressing the 360 persons at the 
conference, Ross Leffler, assistant 
secretary of the department, said 
that of the 18,000 water utilities in 
the U.S., one out of five is deficient 
in supply; two out of five are defi- 
cient in transmission capacity; and 


two out of five are deficient in 
treatment capacity. 

He told the group that “there is 
now a $2.6 billion backlog in need- 
ed waterworks construction.” He 
urged that industries plan ahead 
and “incorporate in their building 
plans water treatment equipment.” 


aAlso speaking at the conference 
was Kenneth Watson, water man- 
agement consultant. 

Watson expressed the fear that 
government agencies would put 
more controls on the use of water 
because water available for use is 
a “relatively fixed amount, while 
requirements are increasing by 
leaps and bounds.” 
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LIGHTWEIGHT COPPER TUBE IS EASY TO INSTALL. Only one fourth the weight of terrous 
materials—one man lifted and connected this long length of 6-inch copper drainage tube. Overhead 
work is easier with Anaconda copper tube—no heavy equipment for threading or caulking. In close 
quarters, copper tube and solder-joint fittings make light work out of tight work. Use this lightweight 
modern drainage tube—Anaconda copper tube—for your next drainage installation. For more in- 
formation on copper tube, write: The American Brass Company, Waterbury 20, Conn. In Canada. 


Anaconda American Brass Ltd., New Toronto, Ont. on 


Ar ® COPPER TUBE AND FITTINGS for soil, waste and vent lines 
iv UJ fos Available through plumbing wholesalers. Products of The American Brass Company 


Longer Lengths—Fewer Joints Preassembly— Saves Time Lightweight Copper—tEasier Installation Compact Connections 
3 SI 8 ip 2 » ~ ss : 
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News ... continued from page 14 


NEW OFFICERS of the Central Supply Assn. are, from left: 
Honorary president Harry Holihan, St. Joseph, Mo.; sec- 
ond vice president H. T. Davisson, Pueblo, Colo.; first vice 


‘Strive for More Realistic Profit 
Margin,’ Banker Tells Wholesalers 


Cuicaco—‘“Plumbing and heating 
wholesalers have a reputation fo 
being price-cutters,” a banker told 
the Central Supply Assn.’s annual 
convention here last month. 

The speaker was C. R. Eichen- 
berger of Chicago’s First National 
Bank. He told the wholesalers that 
they “must strive for more realistic 
markups and make a greater ef- 
fort to maintain prices at a level 
that would cover operating expens- 
es and offer a reasonable profit.” 

He noted that most prices are 
double today what they were in 
1947, pointing out that the “more 
realistic” steel and automobile in- 


Record Construction 
Year Seen for 1960 

(Continued from page 14) 
decline and is expected to jump 17 
percent over 1959. 

The construction outlook for ho- 
tels and motels is a 10 percent in- 
crease over 1959, the report said. 

In addition to its prediction of 
a record year for construction, the 
report that remodeling 
and replacement will account for 
$21 billion. Of that total, some 40 
percent will go for non-farm resi- 
dential buildings, Forum said. 


also said 


dustries had doubled their prices 
during this period to compensate 
for increased costs and overhead. 
Eichenberger 
banker interested in the 
plumbing industry and offered the 
wholesalers a four-point profit plan 
to keep “things from getting worse 
and possibly improving them.” 
He 


keep a reasonable price structure. 


said that as a 


he is 


said wholesalers must first 


president John Robertson, Alliance, O.; treasurer Paul 
Aronhalt, Topeka, Kans.; secretary James Peery, Chicago; 
and president Ralph Cook, Oklahoma City, Okla. 


Second, they must develop and use 
new sales approaches. Third, they 
must help their contractor-custom- 
ers provide quality service. Fourth, 
should establish a 
profit-sharing plan to help make 
their employees “profit-conscious.” 

Backing up Eichenberger’s stand 
on price-cutting, Arthur Motley, 
president and publisher of Parade 
magazine, told the that 


wholesalers 


group 


“there is too much emphasis on 


price in the industry and not 
enough on quality.” He urged man- 
agement to become more imagina- 


(Please turn to page 124) 


Illinois Okays Use of Plastic Pipe 
in ‘Certain Specified’ Applications 


SPRINGFIELD, ILL.—An addition to 
the Illinois Plumbing Code made 
here last month will permit the use 
of plastic pipe in “certain specified” 
applications, the Department of 
Public Health has announced. 

Clarence Klassen, chief sanitary 
engineer for the department, said 
plastic pipe and fittings are now 
acceptable for house or building 
service connections, drainage and 
vent piping within the building and 
in cold water piping systems out- 
side the building walls or founda- 
tion. He pointed out that Illinois 
becomes the fifth state to approve 
the use of plastic pipe in various 


services. The other 
California, Kentucky, 
and Wisconsin, he said. 


water states 


are Maine 

The new Illinois code specifies 
that plastic pipe and fittings, plas- 
tic cement and pipe-thread lubri- 
cants for rigid plastic pipe shall be 
approved by the National Sanita- 
tion Foundation and must carry 
the NSF seal of approval on the 
pipe. The further requires 
that the manufacturer, material 
and trade name be included in the 
“Seal of Approval Listing of Plastic 
Materials, Pipe and Fittings for 
Potable Water Supplies,” compiled 
by NSF. 


code 
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NOW 


Anvil Brand 
METAL FITTINGS < 


dial for 
PLASTIC PIPE 


Anvil Brand’s famous line of fittings for steel 





VENTURI MALE 
ADAPTERS 


VENTURI FEMALE 
piping has been augmented by a new line of ADAPTERS 

steel and brass fittings for plastic pipe, hose, 
FEMALE ADAPTERS ; 
and tubing. They are available for plastic to 


plastic, or plastic to metal connections. 





Carefully manufactured to Anvil Brand 
quality standards, this additional line in- 
cludes full size-ranges of male and female 
adapters, couplings, ells, venturi male and 


. SWAGED NIPPLE 
female adapters, nipples, and screw clamps. ° 


COUPLINGS ae 
Write today for your catalog sheets, and 


price lists. Pittsburgh Pipe and Coupling Co., 
Box 671, Allison Park, Pa. 








as 


CLAMPS 


ANVIL BRAND 


PIPE FITTINGS 


PITTSBURGH 7.0 COUPLING COMPANY 


ALLISON PARK, PA., U.S.A. 
In the reat Pitts burgh DQndustiual District 


e SUBSIDIARY: Anvil Products. Inc. Longview, Tex. AFFILIATE: Canadian Coupling and Fitting 
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Heating Job Malfunctions; 
Is Contractor Responsible? 

A heating contractor gave this 
warranty: “At the completion of 
the heating job, we are respon- 
sible for anything that goes 
wrong within a year from the 
date of completion.” 


«Subsequently, one of the oil 
burners functioned improperly. 
Investigation showed that the 
malfunction was due to the fact 
that the boiler room had an in- 
sufficient supply of air. An air 
duct would have to be installed. 
The heating contractor, how- 
ever, felt this was not his re- 
sponsibility because the instal- 
lation itself was found to be 
satisfactory. Was he right in this 
assumption? 


=» The court recognized that his 
installation adhered to the spe- 
cifications listed in his warranty. 
But it also noted that his “ex- 
press and comprehensive” war- 
ranty made him “responsible for 
anything that went wrong.” In 
this case, the air supply “went 
wrong,” and he had to fix it. 

Citation: Shuster v. Sion, 136 
A. 2d 611. 


Watch Out for the 
Poor Credit Risk 

Be wary of people or corpo- 
rations with low credit ratings 
that attempt to buy plumbing 
and heating installations or ma- 
terials on time. If you’re not 
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_ IT’S THE LAW! 


Legal Decisions of Interest to Contractors : 


careful, you may be out a lot of 
money. 

This point was well-illustrated 
in a case before the courts re- 
cently. The defendant had estab- 


lished a “supply corporation” 
solely to purchase materials on 
credit, which he later sold for 
cash. He was successful in mak- 
ing his purchases despite the fact 
that his credit rating was low. 
When his creditors couldn’t col- 
lect, they took the matter to 
court. The man was arrested, 
convicted of fraud and sentenced 
to five years’ imprisonment. 


s But—and it’s a big “but’”—the 
con man’s imprisonment did not 
recover the money lost by sup- 
pliers who had gambled on an 
unknown corporation with poor 
credit standing. 

Citation: Hoffman v. U. S., 240 
Fed. Rep. (2d) 338. END 





HMI 
Hi 
HI 


/ 


STREAGURER )- 





YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 

City employees called in a plumbing contractor for 
several minor emergency repairs on old buildings—boiler 
breakdowns, clogged toilets, etc. The contractor handled 
them promptly and submitted a bill. The city treasurer 
refused to pay because a state law demands that no bill 
be acknowledged unless there is a written contract for 
the work signed by the proper officials. The contractor 
sued, claiming the emergency nature of the work made 
contracts impractical. Did he win? 


* * * * 


Courts often recognize extenuating circumstances. But 
there must be proof that an immediate hazard existed, 
the court said. No evidence of that nature was proved, 
so the contractor lost his suit. 

(Citation upon request from Domestic Engineering.) 
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EASTMAN 
SPEED-FLEX 


POLISHED CHROME - PLATED STOPS 
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Finest Materials © Precision Machining 
2 Any Combination of Styles and Sizes for 


SSeeeereevces 
+ * 


IMMEDIATE 


DELIVERY 
from one of the 
world's largest stocks 


EASTMAN 


PRODUCTS CORP. 


PLANO, TEXAS 
Factory Branch: Louisville, Kentucky 
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Bord 0S.8Y. U-BOLT <= 


MADE BETTER per i 
HANDWHEEL . HEAVY” SPINDLE 
THAN se 
THREAL 


Costs Less to Use : i Busey 05. a 


YOU PAY NO MORE for the extra 

quality you see in every part of a Jenkins 

Outside Screw & Yoke U-Bolt Gate 

valve. Yet longer life and reduced main- ONE-PIECE 
tenance is bound to result from the extra a ' ‘ PACKING GLAND 
ruggedness, the precision manufacture gpilopies 

and unique design features which BOX 

Jenkins puts into these popular, general 

utility valves 


Choose the Outside Screw & Yoke pat- 
tern for services where spindle threads 
must be kept out of the destructive 
effects of fluids in the line; where spindle 
threads must be cleaned and lubricated L 


Mee 


. BODY-BONNET 
regularly or where a rising spindle is ed OINT 
needed to indicate wedge position. 


Choose JENKINS, whether O.S. & Y. 
or Inside Screw pattern, for valves built 
to save maintenance dollars. 


WIDE RANGE OF JENKINS U-BOLT GATES 


GET FOLDER NO. 207 which describes 
inside Screw and O.S. & Y. patterns... Iron 
Body. with Bronze or Stainless Steel Mount- 
ing ... All-Iron and Ni-Resist with type 316 
Stainless Steel trim. Ask your local Jenkins 
Distributor or write Jenkins Bros., 100 Park 
Avenue, New York 17. 





HEAVY STEEL 
U-BOLT 


EXTRA-WIDE 
REVERSIBLE 
Wane 


JENKINS — 
VALVES 


Sold Through Leading Distributors Everywhere lron Body, Bronze Mounted 
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ONLY the 
HUBERTSHAW UNITROL 400R 


features 


DEMONSIRATION 


to help you sell water heaters! 


T OR REFUND 
SHUNT OF A BETOND op 


"Guaranteed by @ 
\Good Housekeeping 


AS ApveRTistD Sy 


as seen In 


Cc f no 
saturday Evening 
unset, and 


Good Housekeeping 
Magazines 


‘ Ai 
a 
% 
5g 
4 é 
Ee 
fi 
Tih 


cre reeneee rrrere 





nodern design arouse 


Ww 


appearance Catches their eye. 


np 


F nt 
arou > / } 


...and demonstration selis them! Specify the amazing new Robertshaw Unitrol 

400R with the exclusive slip-top cover and the flip-top lid so that your sales people 

can demonstrate your water heater! (In addition, Robertshaw Unitrols with built-in 
pressure regulators increase gas burner ratings and improve ignition performance 


Bbeituhaw % 


CONTROLS COMPANY 


GRAYSON CONTROLS DiVISION 
LONG BEACH, CALIFORNIA 


There is a dependable Robertshaw Unitrol for every water heater you manufacture 








FOR GENERAL USE...SPANG® CW° 


... produced under quality control conditions 
for all types of plumbing, heating, air condi- 
tioning and sprinkler systems. Thoroughly 
tested and inspected before shipping to assure 
fast, easy, time-saving installations. Available 
in black or galvanized, threaded and coupled 
or plain ends, in a full range of sizes. 


FOR SPECIAL USE...SPANGRID 


... especially produced for long life in radiant 
heating, ice rinks, snow melting and refrigera- 
tion systems. Excelient bending and welding 
characteristics. Uniform throughout. Rugged 
construction for trouble-free service. Special 
lengths to meet your requirements. 


FOR STRUCTURAL USE... SPANG CW 
FENCE AND STRUCTURAL PIPE 


. approximately 20% lighter than standard 
CW steel pipe. For fence posts, fence supports, 
railings, playground equipment, farm equip- 
ment, awnings and many other uses. Strong, 
durable, easy to work with. Available in black 
or galvanized, plain ends, sizes 1” to 2”. 


' 


Su Hen Dh son Gen oo Son ete ght TaN THE NATIONAL SUP 


in service, workability and long life. It pays to Subsidiery of Ramen Corporation Wy 


specify steel pipe . . . it pays to specify SPANG! 
TWO GATEWAY CENTER, PITTSBURGH, PA. 
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Between Ourselves 


it's a Joke, Son! 

Have you heard about the 
plumbing contractor who went all 
out to sell bathroom remodeling? 

He sold thousands of bathtubs, 
of course, and became very rich. 
One day a reporter interviewed 
him and asked, “To what do you 
attribute your success?” 

Said the contractor, “Clean liv- 
ing, son, clean living.” 


He Wants to Clean Up 
a Bad Tax Situation 
Attorney J. B. Redmond has pro- 
posed a bill in Tennessee calling 
for a yearly levy of $5 on all bath- 
tubs, showers and half-baths. 
Proceeds from this tax on clean- 
liness would be paid as pensions 
to persons who have lived in Ten- 
nessee for 60 years, taken baths for 
40 years and paid taxes for the pre- 
ceding 20 years. 


wSilly, you say? Well, Redmond 
meant it to be, pointing out it’s no 
more silly than a lot of other mod- 
ern-day taxes, particularly one 
that would extend the retirement 
benefits of judges to their widows, 
which Redmond is opposing. 


“It's Not the Heat...” 

A strange thing happened the 
other day. Somebody had a kind 
word for the weatherman. 

The National Warm Air Heating 
and Air Conditioning Assn. hailed 
the weather bureau for setting up 
its temperature-humidity index 
(formally known as the discomfort 
index). 

“Creating public awareness of 
the relationship between tempera- 
ture and humidity and how it af- 
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fects human comfort is the real 
objective of the weather bureau’s 
index,” says Herbert Gilkey, the 
association’s technical director. 
Gilkey pointed out that heating 
experts have been trying to edu- 
cate the public to the facts of tem- 
perature-humidity for years, and 
now with official daily announce- 
ments about them by the bureau, 
their campaign will really sizzle. 


Love Those Baths! 

Mom and Dad have finally won a 
battle from Junior and Junior Miss 
—for equal representation in the 
bathroom. 

The way parents achieved this 
rare modern triumph, says the Chi- 
cago Daily News, was to install a 
second bath. Figures from the Bell 
Savings and Loan Assn. show that 

(Please turn to page 24) 





water supply. 


mix with his bourbon. 





Let's Get Polluted! 


The water coming from taps in Franklinton, N. C. sud- 
denly became bitter-tasting. But there were only a few 
complaints to plumbing contractors. 

Police, it seems, had raided a moonshine still and for 
some reason dumped the confiscated liquor into the town’s 


That’s about all the news story said about this giant- 
sized setup. But we'll bet those “few complaints” came 
from the inevitable party-goer who insists on a soft-drink 











THEY WANT TO CRACK THE 
REPLACEMENT MARKET 


SPRINGFIELD, Mass.—I haven't 
heard about the full effect of your 
Blushing Betty sales promotion, but 
I do know the immediate reaction 
to the initial publicity was most 
favorably received by members of 
our industry. 

On behalf of the people in our 
group, I want to thank you most 
sincerely for your wonderful co- 
operation in our continued efforts 
to “crack” the replacement and 
remodeling market for toilet seats. 

R. W. Hutron 
Secretary 
Toilet Seat Mfrs. Assn. 


@ See following letters. 


SOUTHERN HOSPITALITY 
FOR BLUSHING BETTY 


CHARLESTON, S.C.—I’ve reviewed 
your Blushing Betty Toilet Seat 
Sales Kit. Please send me 300 ad- 


Plumbing Installations: 


READER TAKES ISSUE WITH 
COMPLAINING BUILDER 


INGLEWoop, Cautir.—In looking 
over the May issue of Domestic 
ENGINEERING, I was amazed to find 
the complaint of a Rockford, III. 
builder about the “high cost of 
plumbing” in his new homes. I was 
not surprised, however, at the reply 
by officials of the Rockford plumb- 
ing contractors association. They 
are right in pointing out that many 
of today’s low-quality installations 
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ditional Blushing Betty folders and 
500 additional jumbo post cards. 
JoHN REYNOLDS 


@ Single copies of the Blushing Betty 
Sales Kit are provided free to sub- 
scribers requesting them. Additional 
copies of material in the Kit are 
available at small cost. The Kit is 
designed to help contractors get their 
journeymen started on_ in-the-home 
selling of toilet seats and other plumb- 
ing and heating products. 

A case history reported in DE’s Sep- 
tember issue tells how one contrac- 
tor sold 20 toilet seats in the first 
two weeks of his Blushing Betty pro- 
motion, mainly through sales effort by 
journeymen while in the home on 
plumbing or heating service calls. 


BLUSHING BETTY’S 
GETTING ON THE JOB 


Ozone Park, N.Y.—Please send 
me 100 copies of your Blushing 
Betty folders and 500 post cards. 

Dave SCHIESSER 
Woodhaven Plumbing & Heating 


Are They Too Costly? 


are the result of price chiseling 
and bid peddling by the general 
contractors and builders. 
Individual unit cost has actually 
been lowered in recent years, and 
this is contrary to the rising trend 
in prices only because the general 
contractor and builder have not 
been interested in upgrading their 
homes. Far too many builders to- 
day are interested only in what 
they can put on the surface to show 
(Please turn to page 26) 


Between Ourselves 


(Continued from page 23) 
in 1950 only 21 percent of Chicago’s 
new homes had more than one bath. 
By 1958, the figure had soared to 
72 percent. 

“There is some _ indication,” 
Myron Fox, president of the asso- 
ciation, says, “that the one bath- 
room home will become a thing of 
the past. The same goes for older 
homes. Many owners are adding 
one-half and full baths to homes 
built 20 years ago.” 

So if Dad and Mom can’t get to 
use the family car or phone, they 
can at least soak off their frustra- 
tion in an uninterrupted bath. 


Keep Cool, McCool 


Naturally it was a tense moment 
among city commissioners of Pitts- 
burg, Kans. The community faced 
an interruption of its water supply, 
and commissioner Lynn McCool 
rose to state: 

“We can go a day without drink- 
ing water, but we can’t go a day 
without fire water!” 


= Several of the commissioners re- 
portedly blanched at the very 
thought, but recovered composure 
when they learned McCool was re- 
ferring to water to fight fires. Nev- 
ertheless, some commissioners al- 
legedly sneaked down to the corner 
for a wee bit of reassurance. END 


Tips from dad... 


NOW, SON! Harry Cook (left) appears 
to be telling his son Ralph to carry on 
the proud tradition of the Central 
Supply Assn. Ralph is the new presi- 
dent of the wholesaler group (see 
page 16), a job his dad held in 1950. 
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CONVECTOR 


No. 40 No. 7OA No. 2A 


RADIATOR STEAM VENTS 


No. 4A No. 16A No. 76 


MAIN STEAM VENTS 


No. 711A 


THERMOSTATIC 
STEAM VALVE 
' , No. 4 


No. 78 No. 790 No. 500 
AIR VALVE 


WATER VENTS é UF 


STEAM UNIT 
HEATER VENT 


VENTING VALVES 


For every steam and hot water heating system—resi- 


° . ° ° : 2 . ° ofF My, 
dential, institutional, industrial—Hoffman Specialty 2 & 


4 
Mfg. Corp. makes the correct Vent Valve for each spe- 
cific requirement. This wide range of Vent Valves is 
another example of the complete quality line of Hoff- 


man Specialties. Wh , d valves. HOFFMAN SPECIALTY 
P ies enever you need valves, pumps, MANUFACTURING CORP. 
traps, strainers, etc., think of Hoffman ... write for 1700 WEST 10th STREET 


° . INDIANAPOLIS 7, INDIANA 
further information. 


VALVES, TRAPS, VACUUM AND CONDENSATION PUMPS, FORCED HOT WATER HEATING SYSTEMS, 
STOCKED AND SOLD BY LEADING WHOLESALERS OF HEATING AND PLUMBING EQUIPMENT. 
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Letters 





(Continued from page 24) 

to prospective home buyers. They 
are not interested in quality of what 
shows, just as long as it will last the 
time necessary to get them out from 
under their year’s warranty. As 
long as they have an attractive 
package to offer, that is fine. They 
do not care what is in that package, 
just so it looks good, has the fea- 
tures the public demands, and 
leaves the builder with a whopping 
profit at the expense of his subcon- 
tractors. 


alin one recent case we did a house 
on time and material because we 
were the only one out of 14 shops 
contacted that tried to “sell” the 
customer on a good plumbing job. 
We didn’t just bid the plans, we 
took his ideas and made them into 
better ones with top quality ma- 


terials throughout. His cost was ex- 
actly $357.00 over the average of 
the 14 plan bids. This is certainly 
not too much to spend for a top 
quality job that will give the home’s 
occupants many years of trouble- 
free pleasure and convenience. 


= The builder has neglected to keep 
up with the times. The customer to- 
day naturally wants a reasonable 
price—but the price must be con- 
sistent with quality. By bid shop- 
ping practices, by insisting on min- 
imum standards, by permitting for- 
eign materials, and by always look- 
ing for an angle to cut a cost so his 
profit is greater, the general con- 
tractor is slowly cutting his own 
throat. One of these days the public 
will wake up—and pow! 
Unfortunately for the plumbing 
industry, the general public blames 


‘What to Do Until the Plumber Comes... 


THEY’LL USE CARTOONS 
TO SELL AN IDEA 


New York Crry—On behalf of 
our client, Chase Brass & Copper 
Co., we'd like to obtain permission 
to use cartoons that have appeared 
in Domestic ENGINEERING in con- 
nection with a consumer project 
we’re planning. 


# This project entails working with 
a number of newspapers and other 
consumer media in publication of 
a short informative article titled 
“What to Do Until the Plumber 
Comes.” This article will be slanted 
in two ways—one aimed at home- 
owners in general, both husband 
and wife, and a second aimed at 
the housewife in particular. 


aThe two cartoons we feel are 
particularly applicable to this ma- 
terial are the ones on page 116 of 
your August 1958 issue and on page 
158 of your August 1959 issue. 

LoutIs KAsDAN 
Asher & Etkes Associates 


@ Permission granted! One of the car- 
toons to which Mr. Kasdan refers is re- 
produced on this page, at the right. 


us for the general contractors’ mis- 
takes. It would be to our advantage 
to have the owner deal direct with 
the plumbing contractor—where we 
could get a chance to sell him a 
trouble-free quality job. 

Our shop is primarily repair and 
remodeling now. Occasionally we 
handle a new addition, but I feel 
there is more money in repair and 
remodeling than in new work, plus 
the fact that while I have to be 
competitive, I can still sell quality 
merchandise. 


# As long as the general contractor 
builds homes insisting on cheap 
brass, second grade fixtures and 
foreign materials, the repair plumb- 
er will not starve to death, for 
when times are tough for the 
builder the repair plumber will be 
busy replacing all the junk he put 
into the home originally. 

Tep CADWALLADER 
Booker Plumbing Co. “END 








Jon Rogers 





“Congratulations, Madam. You've saved 
at least 10 bucks right there!" 

















ADVICE FOR HOUSEWIVES on what to do when plumbing problems arise— 
and when husbands threaten to make them worse—will be given in a series of 
consumer-directed articles in newspapers and magazines by the Chase Brass 
& Copper Co, This cartoon, from DE, will be used to illustrate the articles. 
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3-VALVE 


DIVERTER 


ONE-DERFUL 
WAY TO 
BRING BEAUTY 
TO A BATH! 


... The time's past when just any Diverter 
would do! Mr. and Mrs. Homeowner now 
ask for harmonizing Bath Fittings and 
feel shortchanged unless they match. 
That's why Sterling creates Diverters 
with the freshness and clean-lined 
beauty you see in all Sterling Bath Trim. | 
So for your next project, specify eerie — 
Sterling! Remember — when the job prise package! We call it 
looks good, you look good! _ the “Place-For” Box, and 
re 
































it provides convenient, 
safe storage for all the 
exposed parts you will be 





needing after the wall tile 
— is set. You'll like it! 


el 
* Sterling Faucet 














MORGANTOWN « W. VA. 
THE WORLD'S LARGEST INDEPENDENT PRODUCER OF PLUMBING BRASS GOODS 
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Bridgeport Copper Tube carries the 
charm of a bygone era to homes _ 
all over the country 








Gaslights are 
coming back 
to add a gracious 
touch to 
modern living 


Homeowners, developers and builders are 
bringing back the soft, pleasant glow of 
gay ninety gaslighting for driveways, patios 
and garden walks. 

Architects and local gas companies 
sparked this resurgence, and lamp manu- 
facturers are producing replicas of many 
charming turn-of-the-century gas lamps. 

In Shreveport, La., for example, almost 
8,000 lights, manufactured by Arkla Air 
Conditioning Corp., of Evansville, Ind., 
have been installed since February, 1958 
in restaurants, motels and homes. 

The Eubanks Heating Company, also of 
Shreveport, La., has installed gas carriage 


lights on the grounds of many homes in 


this area. They use 60’ coils of 4” Type L 
Bridgeport Copper Tube, obtained through 
Amstan Supply of Shreveport, for their 
fuel lines. Copper, of course, is the natural 
choice for a job like this. Shallow trenches 
are dug, the easily handled tube is laid 
down, connected up, and then covered. 

Under or above ground, you can’t beat 
Bridgeport copper tube. Light weight, 
easily bent, simple to install (no threading 
required, just simple flaring) Bridgeport 
copper tube is the natural lasting choice 
for gaslights as well as plumbing, heating 
and cooling jobs. For a complete list of 
plumbing products designed with you in 


mind, write Department 6009, 


BRIDGEPORT BRASS COMPANY 


Bridgeport 2, Conn. + Sales Offices in Principal Cities 
Specialists in Metals from Aluminum to Zirconium 
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Bs.G Hydre-Fic HEATING A STAR FEATURE 
IN 3,000 HOME DEVELOPMENT 


B&G 

BOOSTER’ 

The key unit of a B&G Hydro-Flo System 
—a quiet, automatically controlled 


electric pump which circulates hot water 
through the heating system. 





The amazingly compact house heating boiler 
is concealed behind the grille work of this 
counter top cabinet, providing added work 
space in the kitchen. 
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At Schaumburg, Illinois, a Chicago suburb, 
Campanelli Brothers’ Weathersfield devel- 
opment covers a vast acreage. The model 
homes shown here illustrate the price range 
of from $15,500 to $21,000. 


These homes feature the most modern 
equipment for comfort and convenience, 
including hydronic* B&G Hydro-Flo Radiant 
Heating...a forced hot water system with 
copper tube floor panels. 


“In deciding on this type of heating” says 
Mr. Al Campanelli, “we were guided by the 
need in this highly competitive market for 
a feature of outstanding sales power. Radiant 
heating, with its sunlike warmth, can’t be 
equalled for genuine comfort and cleaner, 
quieter operation. Its warm, draftless floors 
guard against usual winter ills.” 


NOVEL DEMONSTRATOR 


In the Campanelli sales office this unit offers 
an understandable demonstration of B&G 
Hydro-Flo Heating. The jacket is removed 
from the boiler, exposing the B&G Booster 
pump and other working parts. The cut- 
away section of floor shows how copper 
coils, embedded in the slab, provide overall, 
radiant warmth. 


“HYDRONIC HOMES” SALES PROMOTION 
FOR BUILDERS 


A comprehensive program of 

ideas and sales helps for utilizing 

the outstanding and exclusive 

advantages of hydronic* heat- 
ing. Every builder 
should see this 
presentation 
there’s no obliga- 
tion in getting the 
facts. Write, phone 
or wire today. 


*Modern hot water heating. 


Hydre-Fia system 


¢C@ MPAHR Y 
Dept. FY-1, Morton Grove, Illinois 
Canadian Licensee: §. A. Armstrong, Lid., 1400 O'Connor Drive, Toronto 16, Ontario 








How to turn a name and 


address at the top of 


a page into a merchandising letterhead 


“WE FEEL our letterhead would 
profit greatly from some major 
up-dating. There’s nothing eye- 
catching about it, and it doesn’t 
give enough information about 
our company. All it carries is 
our name and address. 

“We've been in business for 
40 years and would like to play 
up this fact. We’d also like to 
show that we do all kinds of work 
—residential, industrial and 
commercial. Will you help us 
modernize?”—Carleton Selig, 
Selig & Sons, Appleton, Wis. 

In creating a merchandising 


letterhead for Selig the first step 
was to give prominence to the 
firm name. The surname Selig 
is featured in distinctive type 
against a background of color. 
The rest of the firm name— 
Plumbing and Heating Co.—is 
spelled out in smaller type, in 
color. And it’s tied to “Selig” 
with a light shading of black 
that’s bumped up against the 
solid block behind the Selig 
name. 

The result: Both the Selig 
name and “plumbing and heat- 
ing” get individual prominence. 





Nevertheless, the unity of the 
whole company name is retained. 

Directly below the firm name, 
the fact that the company does 
residential, industrial and com- 
mercial work is spelled out. And 
to the left of that is the impor- 
tant reference to the company’s 
40 years of experience. 

This, coupled with “no job too 
big or too small,” leaves the be- 
holder with the over-all impres- 
sion of a company that offers all 
kinds of service and has been in 
business long enough to be relied 
upon to do a good job. 

Finally, the logo carries the 
address and phone number. It 
all adds up to a quality letter- 
head that bespeaks the firm’s 


quality service. END 





SELIG 


SELIG’S OLD LETTERHEAD simply spelled out the company 
name and address in uninteresting looking type. The 


30 


TELEPHONE REGENT 4-418! 


Plumbing and Heating Co. 


RESIDENTIAL - INDUSTRIAL - COMMERCIAL 
318 E. LINCOLN ST. APPLETON, WIS. 


modernized version gives more 
very appearance engenders confidence in the company. 


information and _ its 
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RHEEM-RICHMOND 


The Fastest Growing Name in Plumbing Fixtures ® 


| How Privazoning works: 
above, usual three 
bedroom arrangement; 
right, The Privazone 
version of same house, 
same space. 


Of course you recognize the tremendous sales potential of 


Privazoning...the new space concept that gives each family 


member a private retreat for relaxing, bathing, dressing. 


Privazoning multiplies your market, literally! 


And Rheem-Richmond fixtures fit in superbly with this mod- 
ern trend that means more comfort for the homeowner, more 
profit for you. Their advanced styling invites the decorator’s 
art. Their range of seven sparkling colors and exclusive 


“Whiter-White” makes possible a different color-key for each 
Privazone-area. And high quality is taken for ““© 
in all Rheem-Richmond’s wide variety of sizes 

and styles. Write for detailed information. @ 


PLUMBING FIXTURES DIVISION 
RHEEM MANUFACTURING COMPANY 
METUCHEN, NEW JERSEY 
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1832, Day-Nite Round 


Thermostat has manual set-back 
for lower economical temperatures 
—night or day—and automatic tem- 
perature pick-up. Cooling can easily 
be controlled with this same ther- 
mostat by using a reversing relay. 


T852, Electric Clock 
Thermostat 


lurnsheatdownataight, upagain 
ithe morning all automatically 
New Peel madel with subhase 
may he substituied an heating 
eaaling labs. tt add-an eaaling 
is anticipated, install Pal aaw 
ad add subhase for ¢ wling 


ao DUMP? DARIN RRHIAG, Navennen baat 





INGS 


SAVINGS for you through easier installations, 


fewer call backs...SAVINGS for your customers 


through greater fuel economy. 


With the T832, a simple turn of the 
center ring sets it to automatically turn 
up the heat at any desired hour— 
day or night. It’s a real fuel saver 
for working couples and for people 
whose bedtime or waking hours vary. 

And there’s the T852 Electric 
Clock Thermostat for people whose 
bedtime and wakeup hours are con- 
sistent. It provides the utmost con- 
venience by automatically turning 
the heat down at night and up again 
in the morning. 

But whichever model you install, 
Honeywell Thermostats are sure to 


keep working properly so you’ re sure 
to keep your installation profit. And 
it’s] only ome of many ways you profit 
by handling all-Honeywell matched 
controls. For when you deal with 
Honeywell, you’re dackea by Honey- 
well... backed 100% by the best serv- 
ice in the industry and a complete 
line of quality products. You get reli- 
ability, easier installation, simplified 
inventories, training school for your 
crew—pius really fast help when you 
need it. Help that’s instantly available 
from 112 Honeywell sales-service 
offices as close as your phone. 


Specify Honeywell the next time you order thermostats, 
heating equipment or air conditioning equipment. 


Honeywell 
Pout oo. Coatal 


THAN bei ly RAR bea, Nebeabben Pan 











“We saved a lot of 
money by using 


REVERE COPPER 








DRAINAGE LINES 


instead of cast iron, 














in this hospital,” 





Says, V. J. KNAEBEL, President 
Vv. J. KNAEBEL COMPANY 
New Albany, Indiana 





The original specification on this job called for cast 
iron drainage lines. When Mr. Knaebel of the V. J. 
Knaebel Company looked over the specifications, 
he told the engineer that he would install Revere 
Type DWV Tube in place of the cast iron at no extra 
charge. For his past experience has proved to him 
that a better job can be done, and that a great deal 
of money could be saved by the use of copper. This 


CLARK COUNTY MEMORIAL HOSPITAL, Jeffersonville, Indiana. A. chitect: 


WALKER, APPLEGATE, OAKES & RITZ, New Albany, Ind. Engineer: SOUTHERN 
ENGINEERING CO., Louisville, Ky. Gen. Cont.: JOHN WILE CONSTRUCTION 
CO., Louisville, Ky. 


ROUGHING IN of typical room showing Revere Copper Drainage Lines, Hot- 
Cold Water and Type "K" Oxygen Lines. 40,000 Ibs. of Revere Copper Water 
Tube were used for drainage lines, oxygen and hot-cold water lines, heating 
and cooling mains, control lines for room air conditioning units, recirculating 
water to the cooling tower and other applications. 


is how Mr. Knaebel put it: 

“When you consider the longer lengths of copper 
drainage lines, how easy it is to solder a joint, the 
lightness in handling and how you can prefabricate 
sections in the shop, it’s only logical that you can 
save money by using copper. And, in drainage and 
waste line use I have yet to hear of any trouble due 
to clogging. 

“Copper water tube is equally efficient and eco- 
nomical when used for hot and cold water lines, air 
conditioning and oxygen lines, radiant panel heat- 
ing and other uses. Nothing takes the place of copper 
water tube for economical, trouble-free performance. 
And, with the leak-proof joints you can get with 
copper, coupled with its non-rusting qualities, you 
seldom, if ever, have to worry about call-backs.” 

Contractor after contractor will tell you the same 
thing, “Copper Water Tube costs less to install than 
rustable materials.”’ For the sake of cost, for the 
sake of your reputation, specify an all-copper job, 
using Revere, the oldest name in copper. Your 
Revere Distributor will fill 2// your needs. 


REVERE COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 
Mills: Rome, N. Y.; Baltimore, Md.; Chicago, Clinton and Joliet, I1l.; Detroit, Mich.; Los Angeles and River- 


side, Calif.; New Bedford, Mass.; Brooklyn, N. Y.; Newport, Ark.; Ft. Calboun, Neb. Sales Offices in Principal 
Cities, Distributors Everywhere. 
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** DAVID or GOLIATH? 


Own the machine that does a good, fast job on the 
majority of your projects—hire the big rigs for the 
unusual! You'll make more profit all the way around. 
Allis-Chalmers utility tractors offer you a com- 
pact unit with stamina and reliability. They’ll handle 
trenching fast and easy . . . and the new SHUTTLE 
clutch speeds backfilling. You do your digging when 
D-10 
D-12 | 31- to 63-engine horsepower 
D-14 | with matched companion equipment 
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the job is ready, and don’t tie up the whole street, 
either. 

In short . . . Allis-Chalmers utility equipment 
offers the features you need to handle earth-moving 
jobs at a profit. See your Allis-Chalmers dealer and 
get the facts on a demonstration. Allis-Chalmers, 


Utility Tractors and Equipment, Milwaukee 1, Wis. 


ALLIS-CHALMERS 


ALLIS-CHALMERS MFG. CO. 
Utility Tractors and Equipment 
Milwaukee 1, Wisconsin 


Mme MOL about the new design Allis- 
Chalmers utility tractors and equipment. 


I'd like Literature A Salesman’s Call 
A Job Demonstration 


Name 
Firm——_ 
Address 


City 














Should you send Christmas cards to customers? 


NosBopy LIKES to be a Scrooge, 
but it must be recognized that 
sending Christmas cards to cus- 
tomers is getting more expensive. 
The price of cards is going up; so 
is the postage. Is sending cards 
worth it? 

If you balance worth against 
expense and effort you'll likely 
find that it is. First, this is an 
ideal time for public relations— 
through the ideal medium of sea- 
son’s greetings. Second, what 
warmer and less expensive way 
can you reach so many people 
and be sure your mailing won’t 
be discarded unread? 

Third, many people keep lists 
of people who send them cards; 
so your name will be on the list. 
And fourth, Christmas cards of- 
ten become part of the season’s 
home decorating scheme—a good 
place to have your name and 
salutation. 


s How do you make sure your 
greeting is remembered as a 
friendly gesture? Let’s look at 
some do’s and don'ts. 

Do use good taste. Gag Christ- 
mas cards have no place in busi- 
ness. They offend as many people 
as they amuse. And there should 
be no advertising. Blatant com- 
mercialism may sour a customer 
on you forever. 

On the don’t side—don’t send 
strictly religious cards. This 


sounds contradictory, but it must 
be remembered that, while ev- 
erybody appreciates the spirit of 
Christmas, there are different 
faiths and beliefs. A simple “Sea- 
son’s Greetings” is best. 


s Now you come to the postage. 
You could save by mailing third 
class, but is it worth it? The re- 
cipient sees only that you didn’t 
think enough of him to spend a 
penny more for mailing his card. 
You may save a penny on each 
card, but you'll detract from its 


| hroudh this door 
ro? the finest 
people ° 


our Customers: 








seasonal good-will theme. 

While you should avoid adver- 
tising on your card, do include 
your company name as well as 
your own. Your name standing 
alone may not be identification 
enough to the card’s recipient. 

If possible, sign the card per- 
sonally. It’s a lot of work but the 
intimate touch suggests friend- 
ship as well as a business ac- 
quaintance. 

When the expense and toil are 
over, you'll probably find that 
an investment in Christmas cards 
has few equals in renewing old 
contacts on a friendly as well as 
husiness basis. END 


SH. we approach 


the threshold of 
another year 
our thought, 
turn grotefully to those 
whore courtes . good will 
and loyalty 
wane helped make our 
progress possible. 
In this spirit 
We extend to you the 


Season's Greetings 


THE SINCERE AND FRIENDLY TONE of the card Robert Lindstrom (Burlingame, 
Calf.) sends to his customers evokes a similar response in them. His cards are 
imprinted with the firm name, but Bob signs each card for a personal touch. 
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NEW, TWO-STAGE MODEL H-7 
FOR 40 GPH FIRING RATE 


Now, you can get Sundstrand dependability and efficiency in 
a fuel unit designed to maintain a 40 gallon per hour firing rate. 
Sundstrand’s new Model H-7 was developed specifically to 
meet the needs of commercial-industrial burners. 

A larger diameter, deeper tooth gearset is the secret of the 


big increase in pumping capacity. Yet even with this increase; 


the design features that make all Sundstrand Model H fuel 
units unquestioned leaders on every type of high-lift installa 
tion, have been carefully retained. 


Installation and maintenance are simplified because the 
Model H-7 is carefully fitted into the identical pump body as 
units with lower capacity 
for production, Sundstrand “proved it out’’ by exhaustive tests 


Before releasing this latest design 


in the laboratory plus a large number of carefully observed field 
installations. It’s available now as the latest addition to the 
complete Sundstrand line and backed by the know-how that 
keeps Sundstrand first in fuel units, guaranteeing performance 
as specified. 


SUNDSTRAND HYDRAULICS 


WUTNEIUN) oc iyision 


2210 Harrison Ave., 


OF SUNDSTRAND 


CORPORAT 


Rockford, Ill.—Eastern Sales Office; 89 Summit Ave., Summit, N. J 


Made in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto; in Sweden by Sundstrand Hydraulic AB 
Stockhoim; in France by R. S. Stockvis, et Fils, S. A., 20-22 Rue Des Petits-Hotels, Paris 
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Complete kitchen sales can start with a 


NEW FRIGIDAIRE DISHWASHER 


that gets dishes sparkle-clean... 


makes any gal feel like a queen! 


S 


Look how many more 


Frigidaire selling features 


are working for you 


“Minute-Man” Installation 
saves time and money 


Greater capacity — 

up to 147 pieces at a time— 
12 place-settings** plus 15 
extra pieces 

Easy front-loading— 
scientifically designed racks 
Exclusive Turbo-Spray Action 
with water-driven washing and 
rinsing 

Spots-Away Rinsing* 

helps glassware gleam 

5 Kitchen Rainbow Colors 


plus white and satin chrome on 
most models 


She'll feel like a queen 
with one or a kitchen-full 
of Frigidaire Built-Ins! 


** NEMA Standards 


Model DW-IUZ *(Spots-Away Rinse on Custom Imperial Models only) 


Sell the way a woman thinks—Profit from her satisfaction... your savings! 


Ask any homemaker which new major appliance she 
wants in her kitchen. Chances are, an automatic dish- 
washer will be at the top of the list. And you can bet 
these will be her requirements: simplified operation; 
hold-everything capacity; child-easy loading; out-of- 
the-way installation; pleasing design and color. Then, 
doesn’t it make sense to bring her up to a Frigidaire 
Under-Counter Dishwasher that holds more, loads easily 
from the front and washes better to assure real built-in 
satisfaction? We think so...and trade surveys show 


that more and more dealers are taking this logical and 


Frigidaire advanced Appliances — designed 
with you in mind 


profitable single-unit approach to complete kitchen 
sales. And they are increasing their profits with 3-Step 
“Minute-Man” Installations ...in factory tests, uncrated 
Frigidaire Under-Counter Dishwashers were installed, 
tested, and manually cycled in as little as 29 minutes. 
See the new Frigidaire Dishwashers: Under-Counter, 
Free-Standing, Sink-Combination and Mobile models, 
as well as the fast, safe, clean-up partners—Frigidaire 
Food-Waste Disposers. Ask your Frigidaire District 
Office or write Frigidaire Division, GMC, Dayton 1, 
Ohio for the new Built-In Appliance Planning Guide. 


"%, 


* ltt. 


@l FRIGIDAIRE €% 3 


| er | Product of General Motors “enw” 


washes more than 12 full place-settings 
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Water system sales are up 13.6 percent over 1958 for 
the first eight months of this year, says Fred Hout, retiring 


president of the National Assn. of Domestic and Farm Pump 
Manufacturers. 





Hout, who made the announcement at the group's annual 

meeting in Chicago last month, indicated a probable total 
WATER SYSTEM of 800,000 units this year compared to a 1958 total of 696, 000. 
SALES TO TOP 


LAST YEAR 





Members also discussed plans for 1960, including a 
dealer-development seminar to be held in Milwaukee next 
fall. H. S. Lauterbach, president of Sta-Rite Products, 
Delavan, Wis., was named president of the association for 
the coming year. 


A detailed report of the meeting will be presented next 
month, 


eR Ae 


STRIKE HURTS, 
BUT IT'S SURE 
TO END 


The plumbing and heating industry last month began to 
feel the pinch of the longest steel strike in the nation's 
history. 





(Please turn to next page) 





Bid depository report coming up in December... 





Last month it was announced that an 
article on bid depositories would appear in 
this month’s issue. However, this special 
report has now been rescheduled for the 
December issue in order to include the re- 
sults of a nationwide survey of bid deposi- 
tories just completed by DE editors. 

It will tell, for the first time, where bid 
depositories are operating in this industry, 
how they operate, who may participate, how 
the plans differ from each other, what the 
results have been in curbing bid-handling 


abuses and give other pertinent information 
—all designed to help p-h contractors learn 
more about this important subject and how 
they can set up such plans in their own areas. 
Included will be a discussion of the new Chi- 
cago bid depository—the first in the plumb- 
ing and heating industry to receive prior “ap- 
proval” from the Department of Justice. 

So watch for this special report in Decem- 
ber—the most comprehensive coverage of 
the bid depository subject ever published 
in this industry. END 
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STRIKE HURTS, 
BUT IT'S SURE 
TO END 


BIG NAMES IN 
WATER HEATERS 
TO JOIN FORCES 


IT'S ‘A 
GOOD MONTH FOR 
NEW PRODUCTS 


A spot check by DE showed that contractors in some 
areas are now faced with a growing shortage of steel pipe, 
boilers, water heaters, compressors and other equipment. 

While the strike merely delays the nation's booming 
economy, it's now clear that it will have an impact on what 
was to have been a record year of production and consumer 
spending for durable goods. 





The Federal Reserve Board points out, however, that it 
anticipates ''a marked rebound in business activity once the 
strike is settled, "' 





And the thing to remember, of course, is that we've 
had steel strikes before and they've always been settled. 
The best bet for all levels of the industry is to keep on 
promoting products and services to remind customers 
you're still in business and that items in short supply soon 
will be flowing again. 








a 


Two of the biggest names in the water heater industry 
last month announced plans to join forces. 

Rheem Manufacturing Co. and Ruud Manufacturing Co. 
have reached an agreement whereby Rheem would acquire 
control of Ruud, according to a joint statement by A. Lightfoot 
Walker, Rheem president, and Milton Hulme, chairman of 
Ruud. 

Walker said Rheem will make an offer to Ruud share- 
holders under which Rheem has the option to use a combi- 
nation of cash and common stock shares to purchase Ruud 











shares. Completion of the transaction is contingent on 
acceptance by holders of 80 percent of Ruud shares and on 
"certain other requirements," 

Walker added that Ruud's line of commercial water 
heaters would put Rheem into strong leadership in a new 
field. ‘'These new products will strengthen our ability to 





serve the market for plumbing, heating and air conditioning, "' 
he said, 


KK 


A washerless faucet that eliminates dripping, a water 
closet tank assembly that does away with handie-jiggling to 








stop water running into the bowl and a push-button plumbing 
system are among the revolutionary new products introduced 
last month, 

The faucet (see page 149) and tank assembly (which will 
be described in next month's issue) were designed by 
American-Standard. 








American Sanitary's Ultraflo system enables home- 
owners to select hot, cold, warm, extra-warm, soft, hard, 
full-flow or soft-flow water merely at the touch of buttons 
conveniently located near the fixtures in kitchen and bathroom. 
See page 104 for complete details. 
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how to be 


6 





Use the baseboard that puts proteins in your 
profits and builds you up, because it never 
lets your customers down. For a big, healthy 
business without a drop of tired blood, 





install Slant/Fin. Grow, man, grow. 


sd 





FOR MEN WHO BUILD BIG THROUGH QUALITY 


Before you're a minute older, send for our literature. 








SLANT/FIN RADIATOR CORPORATION, 130-150 89th Road, Richmond Hill 18, New York 








IF IT’S GOOD...DURO’S GOT IT! 


The Duro Co., 537 E. Monument Ave., Dayton 1, Ohio 


£ 
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2. DEEP WELLS 


we CENTRIFUGAL 
PUMPING 


4. VERTICAL 
MOUNTING 





TUFFY 


is tougher than ever! 





ee 





~GHhaAMP of th. 
\ 


Turey 7% 


MARLEX...ANOTHER BENEKE BENEFIT 


MARLEX can TAKE IT .. . that's why TUFFY took break, rust or mildew. You can forget everything else about 
MARLEX .. . to end hinge problems once and for all... seat hinges if you remember ONE fact... TUFFY 


just as TUFFY ends toilet seat problems. MARLEX is rug- has MARLEX... another important BENEFIT from BENEKE! 
ged, rigid polyethylene plastic that CANNOT corrode, 


Good pumps like 
this are hard 


to find ! 


Dutchman pumps offer these 
important features usually found only in high-priced pumps 


’ - Motor is completely separated from water case. No chance for 
Cc A T J TION . temperature differences to form condensation inside motor. 
- Water seal is in pump, where it belongs; not in motor. Completely 
eliminates chance of water leaks injuring motor. 


AVOID THESE DESIGN 
FEATURES FOUND IN MOST 
LOW-PRICED PUMPS 


1. Non-Standard motor flange. 
2. Steel motor shaft, doubling as pump 
shaft. om 
i ing housing motor bea » | 
7 pump seal, and impeller. - This NEMA motor flange lets you stock any standard jet pump 


motor you wish for replacement sales; makes you independent of 
your suppliers. 


- This is where motor shaft ends and pump shaft begins. Pump and 
motor can be serviced separately; saves on costly service. 


. This solid brass stub shaft resists rust and corrosion. May be sep- 
arated from motor shaft with an Allen wrench; easily removed from 


pump. 


LANCASTER Doesn’t it make good sense to sell Lancaster 


Dutchman pumps? Especially since you buy and sell 
them for almost the same 


price as the lowest priced pumps. WRITE FOR CATALOGS. 


LANCASTER PUMP & MANUFACTURING CO... INC 


LANCASTER, PENNA 
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NEW FROM DODGE FOR I960 


The thriftiest trucks, in the widest tonnage range, Dodge has ever built... 
including totally new cab-forward models with diesel or gasoline engines. 
Name your job. There’s a Dodge truck to do it. For Dodge has never had a line-up as great as this new 1960 
truck platoon. Spirited panels and pick-ups that deliver up to 200 horsepower. Rugged stakes with up to 
19,500 Ibs. G.V.W. Husky 4-wheel-drive models with wheelbases from 108” to 174”. All these and more make 
Dodge your smartest choice for efficient, low-cost hauling. And in the heavyweight class, Dodge introduces a 
completely new line of cab-forward models, trucks engineered to put real muscle into your biggest jobs, trucks 


whose new Servi-Swing fenders open with a 


simple latch and allow you to walk right up to the DEPEND ON 
engine! See your Dodge dealer. He'll be pleased KS 
to give you the full Dodge truck story for 1960. cP DAYS Vos ey 


A PRODUCT OF CHRYSLER CORPORATION 


“JOB-RATED” FROM 4,250 LBS. G.V.W. TO 76,800 LBS. G.C.W. 


SRI Oo) PETRI. 
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FORWARD-CONTROL chassis put famous Dodge VAN and other special bodies are easily accommo- 


SWEPTLINE pick-ups head their class in loeks; 
dated by most 1960 Dodge trucks. 


lead in load space, power. 4-wheel-drive optional. dependability under the body of your choice. 


SS 


TRACTOR models with compact new 89%” BBC STAKE bodies from 744’ to 14’ are built by Dodge TANDEM units provide top hauling strength for 
pull longer trailers, bigger legal payloads. on models to 19,500 Ibs. G.V.W. dump and other extra-rugged operations. 
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CONTRACTOR ASSNS. . . . National 


Jan. 3-5 (1960)—NARDA—Annual 
convention of the National Appliance 
& Radio-TV Dealers Assn.; Conrad 
Hilton Hotel, Chicago. 


Feb. 1-4 (1960)—ASHRAE—Semi- 
annual meeting of the American So- 
ciety of Heating, Refrigeration & Air 
Conditioning Engineers (held in con- 
junction with the Southwest Regional 
Heating & Air Conditioning Exposi- 
tion); Baker Hotel, Dallas. 


Apr. 4-7 (1960)—OHI—Annual con- 
vention of the Oil Heat Institute of 
America (held in conjunction with the 


National Oil Heat & Air Conditioning 
Exposition); Park-Sheraton Hotel, 
New York City. 


May 2-5 (1960)—MCAA—A nnual 
convention of the Mechanical Con- 
tractors Assn. of America; Waldorf- 
Astoria Hotel, New York City. 


June 20-23 (1960)—NAPC—Annua) 
convention of the National Assn. of 
Plumbing Contractors (held in con- 
junction with the annual Plumbing & 
Heating Exposition); Cleveland Public 
Auditorium, Cleveland. 





CONTRACTOR ASSNS. . . . State 


Nov. 6-7—Texas—Fall meeting of 
the Mechanical Contractors Assns. of 
Texas; Hilton Hotel, Ft. Worth. 


Jan, 25-28 (1960)—Illinois—Annual 
convention of the Illinois Assn. of 
Plumbing Contractors; Congress Ho- 
tel, Chicago. 


Feb. 1-3 (1960)—Wisconsin—An- 
nual convention of the Wisconsin 
Assn. of Plumbing Contractors; Shroe- 
der Hotel, Milwaukee. 


Feb. 10-12 (1960)—O hi o—Annual - 


convention of the Ohio State Assn. of 
Plumbing-Heating-Cooling Contrac- 
tors; Commodore Perry Hotel, Toledo. 


Feb. 11-13 (1960)—Minnesota—An- 
nual convention of the Minnesota 
Assn. of Plumbing Contractors; Nicol- 
let Hotel, Minneapolis. 


Feb. 12-13 (1960)—Kansas—Annual 
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convention of the Kansas Plumbing & 
Heating Contractors Assn.; Broadview 
Hotel, Wichita. 


Feb. 29-Mar. 1 (1960)—Nebraska— 
Annual convention of the Nebraska 
Plumbing & Heating Contractors 
Assn.; Cornhusker Hotel, Lincoln. 


Mar. 16-17 (1960)—Maine—Annual 
convention of the Maine State Assn. 
of Plumbing Contractors; Hotel East- 
land, Portland. 


Apr. 3-5 (1960)—Missouri—Annual 
convention of the Missouri State Assn. 
of Master Plumbers; Sheraton-Jeffer- 
son Hotel, St. Louis. 


Apr. 7-9 (1960)—New Jersey—An- 
nual convention of the New Jersey 
Assn. of Plumbing Contractors; Chal- 
fonte-Haddon Hall; Atlantic City. 

(Please turn to page 57) 


WHOLESALER ASSNS. 


Nov. 1-2—ACRW—Annual meeting 
of the Air Conditioning & Refrig- 
eration Wholesalers; Shelburne Hotel, 
Atlantic City, N. J. 


Nov. 8-10—NCSA—Annual meeting 
of the Northern California Suppliers 
Assn.; Del Monte Lodge, Pebble 
Beach, Calif. 


Nov. 29-Dec. 2—NHAW—Fall meet- 
ing of the Northamerican Heating & 
Air Conditioning Wholesalers; Chase- 
Park Plaza Hotel, St. Louis. 


Jan. 18-19 (1960)—PHWNE—Annual 
convention of the Plumbing & Heating 
Wholesalers of New England; Statler- 
Hilton Hotel, Boston. 


Feb. 15-16 (1960)—WDA—Annual 
convention of the Wholesale Distribu- 
tors Assn.; Statler-Hilton Hotel, 
Dallas. 


Apr. 3-5 (1960)—MAWA—Annual 
convention of the Middle Atlantic 
Wholesalers Assn.; Chalfonte-Haddon 
Hall, Atlantic City, N. J. 


Apr. 10-12 (1960)—SWA—Annual 
convention of the Southern Whole- 
salers Assn.; Palm Beach Biltmore 
Hotel, Palm Beach, Fla. 


Apr. 20-22 (1960)—CSA—Spring 
meeting of the Central Supply Assn.; 
Palmer House, Chicago. 


MANUFACTURER ASSNS. 


Nov. 2-5—ARI—Annual exposition 
of the Air Conditioning & Refrigera- 
tion Institute; The Auditorium, At- 
lantic City, N. J. 


Nov. 5-8—SBI—Fall meeting of the 
Steel Boiler Institute; Greenbrier 
Hotel, White Sulphur Springs, W. Va. 


Nov. 9-12—NEMA—Annual meeting 
of the National Electrical Manufac- 
turers Assn.; Traymore Hotel, Atlan- 
tic City, N. J. 


Nov. 10-12—IBR—Semi-annual 
meeting of the Institute of Boiler & 
Radiator Manufacturers; Seaview 
Country Club, Absecon, N.J. 


Nov. 17-19—BRI—Fall conference of 
the Building Research Institute; 
Shoreham Hotel, Washington, D. C. 


Dec. 3-4—NWAHACA—Annual 
convention of the National Warm Air 
Heating & Air Conditioning Assn.; 
Chase-Park Plaza Hotel, St. Louis. 


Dec. 8-10—BHC—Annual meeting 
of the Better Heating-Cooling Coun- 
cil; Sheraton-East Hotel, New York 
City. 

(Please turn to page 57) 
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BLACK 


U-COTE 





BRAND 


A feature that is exclu 


sively yours when you 
specify or use Union 
Malleable’s Black U 
Cote fittings—the coat 
ing that makes the 
difference 

U-Cote is a dense, 
long-lasting, moisture 
proof film that protects 
the fitting against 

Rust ¢ Corrosion 

Fumes 


Acids « Alkalies 


J 
) 
Abrasions 
Electrolysis * Steam 





Sun « Heat 


SHIPPING DEPOTS U-Brand for ALL 


For Fast Service: your fitting needs: 


Albany Galvanized and Black U-Cote 


sae The Union Malleable Rtas 


Drainage and Screwed Fittings; 


Chicago 


S 1 Ni I dc li 4 
mee Manufacturing Company Se ae ae ee 


Nylon, Brass, Steel and the ex- 
clusive Poly-Plus Blue Insert 
Fittings for flexible plastic pipe 
applications. 


stood Ashland, Ohio «+ Vernon, Calif. 


Los Angeles 





EW MILLION 
for Bridgeport 


Straight line production systems speed processing, 
cut time on materials handling. Here racks are being 
loaded in preparation for the triple plating process. 


Bridgeport’s plumbing brass goods are designed to 
meet the highest standards of sanitation and conform 
with all code regulations. Traps, Sink strainers ana 
Traxrod shower curtain rod are all part of the com- 
plete line produced in our new plant. 


J 


co 


Bridgeport 2, Connecticut 
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DOLLAR PLANT 
Plumbing Brass Goods 


Moultrie, Ga. One of the world’s most modern plumbing 

brass goods plants is now in operation. Designed to make 

efficient use of the latest automation techniques and 

equipment, the plant at Moultrie, Ga. will produce 

Bridgeport’s full line of plumbing brass goods 

to the finest quality obtainable. 

Customer service will be better-than-ever. The new plant 

will be self-sufficient. All stages from receipt of orders, 

through manufacturing and shipping, to final invoicing will 

be handled under one roof. The latest IBM equipment will 

keep paperwork flowing smoothly. 

For the finest quality line of plumbing brass goods 

backed by the finest service in the business . . . remember / 
to specify Bridgeport. And when you’re installing them This machine automatically processes 
on the job, install them with Bridgeport Copper precut lengths of straight tube, bends 


; them into ‘J’ shaped trap bodies...allin 
Water and Drainage Tubes. one continuous operation. 


BRASS COMPANY 
Specialists in Metals from Aluminum to Zirconium 
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For hot water 
heating systems 


—DOLE Citation 200 Hot Water 
Float Vent Valve 


This simply designed, modern float vent 
valve insures positive removal of air from any gravity 
or hot water heating system or chilled water cooling 
system. Has no complicated linkages to get out of 
order. And you’re sure of a tighter close even with 
foreign matter present because of Dole’s silicone seat 
that prevents raw metal to metal contact. No corro- 
sion worries either—exclusive heavy nickel plate finish 
takes care of that! For pressures up to 35 psi. 








DOLE Citation 200’s are available for 
immediate shipment. Call your jobber or 
write: THE DOLE VALVE COMPANY, 
Plumbing and Heating Products Depart- 
ment, 6201 Oakton Street, Morton Grove, 
Illinois (Chicago Suburb). 


CONVECTOR UNIT HEATER HIGH POINT TRAPS IN MAINS 
OR BASEBOARD INSTALLATION OF MAIN OR LINES 
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modern buildings 


with modern 
restrooms... 


need modern 


UNITREN CARRIERS 
Bets a Os Ol) OM ee eM bs Oa eo 


Josam Unitron Carriers accelerate the trend to 
off-the-floor fixtures by offering the most advanced 
carriers and closet fittings in the field today. Josam 
Unitron Carriers have special features of construction 
that save installation time . . . save valuable space 


oe . . and meet all wall-hung fixture requirements with a 


and Fitting minimum number of basic units. Get the facts on why 
Josam Unitron Carriers are ‘‘best by every comparison 
test."" Send coupon below for Manual FD-2, 


the most up-to-date selection guide available. 


There’s 0 eed unerrnone Carrier to Fit Any Condition 


ew 


Residential Carrier 


STANDARD TYPES 


) Josam Standard Unitron Closet Carriers 


offer such features as reversible body 
to permit installation with any make 
of blow-out or syphon jet closet bowl 
or women's urinal; an adjustable closet 
connection and reversible foot provide 
wide adjustability both horizontally 
and vertically; and a common vent on 
double fittings for more economical, 
more effective venting. 





“CLOSE” TYPES 


Limited space in many cases makes 
it impractical to use wall-hung closets 
because of the space requirements 
of the carrier. Now with Josam Unitron 
““Close’’ Carriers this problem is elimi- 
nated through ultra-compact design 
which permits installation of carrier 
and closet fitting as an integral unit. 


Make your selection from a complete line of Josam UNITRON 
Carriers and Fittings for Closets, Urinals, Lavatories, Sinks, 
Slabs and Hospital Fixtures; also for Residential Closets. 


f Urinal Carrier 


Sink Carrier 


JOSAM MANUFACTURING COMPANY 
Dept. DE-11, Michigan City, Indiana 


General Offices and Manufacturing Division fess tend bee cue of Manuel 00-2 


MICHIGAN CITY INDIANA 


REPRESENTATIVES IN ALL PRINCIPAL CITIES 


West Coast Distributors 
JOSAM PACIFIC COMPANY 
San Francisco, Calif. 


Canadian Manufacturers 
JOSAM CANADA LIMITED 
Toronto, Canada 


Josam products are sold through plumbing supply wholesalers. 
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Location... The Mighty. Middle is the Mass Market. The vast majority 
of the population of the U.S. lives»within 280 Major Trading Areas. /t 
_ is these. Major Trading Areas where the new building and remodeling is 
being done. The Mighty Middle is your Protit Market...Your greatest 
volume of sales is made to this tremendous Mass htheel: Your greatest 


opportunity for profit lies in selling The Mighty ite > 
an Areas 


ey 1958 Sales es coast yu Directory of Metropolit 
tm. 






it by RAND McNALLY & COMPANY, Rik. ary 


AMER 





MIGHTY MIDDLE 


Gerber builds plumbing fixtures ONLY for The Mighty Middle 


With basic models of plumbing fixtures, 
you can cover 89% of the market — The 
Mighty Middle. Gerber builds these basic 
models — and only these models. 


Each Gerber Plumbing Fixture is sensibly 
designed, quality built, and volume produced 
for the mass market — The Mighty Middle. 
There are no specialty items in the Gerber 
line that move slowly and add design, pro- 
duction, sales and overhead costs which 


must be carried by the rest of the line. 


Unit Closet Combinations, designed and built for 
The Mighty Middle. No. 900 Washdown Closet and 
No. 1200 Reverse-Trap Closet shown above. Top 
quality vitreous china in white or 6 colors — Petal 
Pink, Wedgewood Blue, Forest Green, Driftwood 
Tan, Daffodil Yellow, Cloud Gray. Closet bowls 
have extended horn for tight seal and quick instal- 
lation. Tanks have lifetime nylon seat ballcocks, 
are easily attached to bowls with two bolts. All 
Gerber closets double-flush tested at factory. 


Because Gerber concentrates on volume 
production of basic models for the mass 
market, you get more value with Gerber 
Plumbing Fixtures. You get features usually 
found only in higher priced fixtures . . . yet 
cost you nothing extra. 


You get highest quality at moderate price. 
You can be more competitive — close more 
sales — make more money — with Gerber 
Plumbing Fixtures, designed and built only 
for The Mighty Middle! 


Lavatories, designed and built for The Mighty 
Middle. No. 310 Ledge-T ype (19 x 17 in.) and No. 
340 Exposed Front Counter Top (20 x 18 in.) shown 
above. Both have concealed overflow, integral self 
draining soap dishes, anti-splash rim. Screw holes 
for positive lock to wall. Gerber lavatories are 
highest quality vitreous china, in white or 6 colors 
— Petal Pink, Wedgewood Blue, Forest Green, 
Driftwood Tan, Daffodil Yellow, Cloud Gray. 
Modern, attractive styling. 


TUL 


a “> 
* Guaranteed by ~ 
Good Housekeeping 
u” ry 


Sor as aovearsto 


cot Plumbing Fixtures 


‘ Gerber Plumbing Fixtures Corp. 232 WN. Clark St. * Chicago 1, Illinois 


5 Modern Factories: Kokomo, Ind., Woodbridge, N.J., Delphi, Ind., Gadsden, Ala., West Delphi, Ind. @ Export Division: Gerber International Corp., 500 Green St., Woodbridge, N.J 











15 MT 


SUBMERSIBLE MOTORS 


3-wire dependability is good economy 


Franklin 15 MT Series 1/3, 1/2 and 3/4 H.P. motors 
- » - on the popular submersible pumps you sell . . . as- 
sure you and your customers unexcelled, trouble-free 
performance. 

Franklin’s industry leadership is the result of un- 
compromising product dependability. That is why success- 
ful dealer-installers find it more profitable to buy only 
Franklin Motor-equipped pumps. 


Franklineered® Submersibles always cost you 
less in the long run 


LLL LLGAL ARLE 
WN 





@ OVER 200° 
@ WATER-LUBRICATED BEARINGS 


@ THREE-LEAD ONE-PIECE DROP CABLE 
ASSURES WATER TIGHT CONNECTIONS 


STARTING TORQUE 














































@ NEW CONTROL BOX FEATURES 


™~ 


| above-ground controls 
@ CAPACITOR: 200%+ starting torque. 
@ PUSH-ON TERMINALS: Easy parts service. 


@ DUAL OVERLOAD: Protects both motor 
windings. 


@ COLOR CODED: Quick, positive connections. 


@ NO SPLICING: Single-piece (control box to motor) 
cable with plug-in connector. 











@ LIGHTNING PROTECTED (optional). 


All controls, including lightning arrester in control box, 
permit quick, easy ABOVE-GROUND parts servicing. 
This is possible ONLY with 3-wire motors having all the 
features of the Franklin Series 15 MT. le 
FACTS BROCHURE... ae 


q ) 
N j 
* j 
, —s 





DEPENDABLE! gives you details of 
WHERE DEPENDABILITY COUNTS Series 15 MT MOTORS. 


Pe an 


ANOTHER “EIRST" ; 
FROM THE HOME OF DEPENDABLE “FRANKLINEERED” MOTORS ee 


Franklin Electric Co., Inc. BLUFFTON, Sinaia 
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Convention Dates 


Manufacturer Assns. 
(Continued from page 48) 
Dec. 12-15—NSPI—Annual conven- 
tion of the National Swimming Pool 
Institute; Coliseum, New York City. 


Jan. 17-21 (1960)—NAHB—Annual 
convention of the National Assn. of 
Home Builders; Conrad Hilton Hotel, 
Chicago. 


Jan. 19 (1960)—SKCMA—W inter 
meeting of the Steel Kitchen Cabinet 
Manufacturers Assn.; Sheraton Tow- 
ers, Chicago. 


Feb. 1-4 (1960)—ASHRAE—South- 
west Regional Heating & Air Condi- 
tioning Exposition (held in conjunc- 
tion with the semi-annual meeting of 
the American Society of Heating, 
Refrigeration & Air Conditioning En- 
eae Memorial Auditorium, Dal- 
as. 


Mar. 30-Apr. 1 (1960) —GAMA—An- 
nual meeting of the Gas Appliance 
Manufacturers Assn.; Greenbrier Ho- 
tel, White Sulphur Springs, W. Va. 


Apr. 4-7 (1960)—OHI—National Oil 
Heat & Air Conditioning Exposition 
(held in conjunction with the annual 
convention of the Oil Heat Institute 
of America); Coliseum, New York 
City. 


June 20-23 (1960)—PHE—Annual 
Plumbing & Heating Exposition (held 
in conjunction with the annual con- 
vention of the National Assn. of 
Plumbing Contractors); Cleveland 
Public Auditorium, Cleveland. 


Contractor Assns. 
(Continued from page 48) 
Apr. 14-16 (1960)—Tennessee— An- 
nual convention of the Associated 
Plumbing, Heating & Mechanical Con- 


tractors of Tennessee; Hermitage Ho- 
tel, Nashville. 


Apr. 19-20 (1960)—Massachusetts— 
Annual convention of the Massachu- 
setts State Assn. of Master Plumbers; 
New Ocean House Hotel, Swampscott. 


Apr. 21-23 (1960)—Colorado—An- 
nual convention of the Colorado Assn. 
of Plumbing Contractors; Denver Hil- 
ton Hotel, Denver. 


Apr. 21-23 (1960)—Virginia—An- 
nual convention of the Virginia Assn. 
of Plumbing & Heating Contractors; 
Chamberlin Hotel, Old Point Comfort. 


Apr. 21-23 (1960)—Washington— 
Annual convention of the Associated 
Plumbing & Heating Contractors of 
Washington; Elks Club, Port Angeles. 


Apr. 24-26 (1960)—Indiana—Annual 
(Please turn to page 60) 
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Allentown, Pennsylvania: H. N. Crowder, Jr., Co. 
Amarillo, Texas: G. E. Jones Electric Co. 
Anderson, South Carolina: Darby Electric Co., Inc. 
Atlanta, Georgia: Cleveland Electric Co. 
Baltimore, Maryland: Electric Motor Repair Co. 
Beloit, Wisconsin: McGilvra Electric Co. 
Billings, Montana: Lockrem Electric Co 
Birmingham, Alabama: Electric Motor Service, |nc 
Boise, Idaho: Missman Electric 
Burlington, North Carolina: Smith Electric Repair Co 
Cambridge, Massachusetts: Cambridge Elect. Motor Serv. 
Cedar Rapids, lowa: Electric Motors Co. 
Charlotte, North Carolina: Southern Electric Service Co. 
Cheswold, Delaware: Roy's Electrical Co. 
Chicago, Illinois: Complete Electric Motor Repair Co. 
Chicago, Illinois: Ther Electric & Machine Works 
Clark Lake, Michigan: Snyder Electric Co. 
Clearwater, Florida: Garco Electric Co. 
Columbus, Mississippi: Oliver Electric Works 
Dallas, Texas: Dietz Electric Co 
Denver, Colorado: Ward Electric Service 
Des Moines, lowa: l!owa Electric Motor Service 
Detroit, Michigan: Henry F. Hurley Electric Co. 
Edmonton, Alberta, Canada: Wirtonen Electric Co. 
Evansville, Indiana: Swanson-Nunn Electric Co 
Fond Du Lac, Wisconsin: Horning’s Pump & Motor Serv. 
Fort Wayne, Indiana: Wayne Electric Co 
Great Falls, Montana: Mosch Electric 
Harrisburg, Pennsylvania: Edwin L. Heim Co 
Havana, Cuba: Sucs. de Santiago Sierra y Rodriguez 
Hawthorne, New Jersey: Industrial Electric Service Co 
Holland, Michigan: Hamilton Manufacturing & Supply 
Houston, Texas: Miller Armature Works 
Huntington, Indiana: Christman Motor Repair 
Huntington, West Virginia: Lowter Electric Motor Co 
Hutchinson, Minnesota: C. H. Stocking Electrical & 

Machinery Sales & Service 
Idaho Falls, Idaho: Rossiter Electric Sales & Service 
Indi polis, Indi : Frankes Electric Co 
Joplin, Missouri: Electric Motor Supply Co 
Knoxville, Tennessee: Tennessee Electric Motor Co 
Lancaster, Ohio: American Electric Co. 
Lancaster, Pennsylvania: Nevhauser Electric Co 
Lincoln, Nebraska: Colin Electric Motor Service 
Litchfield, Minnesota: Litchfield Electric & Motor Works 
London, Ontario, Canada: Jolliffe-Seaton Elec. Co., Ltd 
Los Angeles, California: Hill Electric Co., Inc 
Louisville, Kentucky: Wesley Electric Co. 
Lubbock, Texas: Brandon & Clark Electric Co. 
Madison, Wisconsin: Electric Motors Unlimited 
Marshalltown, lowa: Egleston Electric Co. 
Mason City, lowa: Zack Bros. 
Memphis, Tennessee: Trobaugh Electric Service 

& Sales. Inc. 
Miami, Florida: Florida Electric Motor Co. 
Milwaukee, Wisconsin: Holt Electric Motor Co 
Mi polis, Mi ta: Boustead Electric & Mfg. Co 
Mt. Pleasant, Texas: Hughlon Borrett Electric 
Nampa, Idaho: Hopper Electric Service 
Nashville, Tennessee: Tennessee Electric Motor Co 
New Castle, Indiana: Porter's Electric Service 
New Castle, Pennsylvania: A. Servedio Electric Service 
New Orleans, Lovisiana: New Orleans Armature Works 
North Quincy, Massachusetts: Hancock Elec. Motor Serv. 
Oakland, California: California Electric Motor Co., Inc 
Oklahoma City, Oklohoma: Horry L. Retter Motor Service 
Omaha, Nebraska: Flohr Electric Service 
Parkers Prairie, Minnesota: Fort Wengler Electric Shop 
Philadelphia, Pennsylvania: Mueller Electric Co. 
Pittsburgh, Pennsylvania: Braunlich & Ruessie Co 
Porland, Oregon: Walker Electric Works 
Reading, Pennsylvania: Electric Motor Specialty Co 
Richmond, Indiana: Remsco, Inc. 
Richmond, Virginia: Roy’s Electric Motor Service 
Rochester, New York: William G. Foltz Electric Motors 
Rock Island, Iliniois: Torrance Electric Co., Inc. 
Rushville, indiana: M & W Electric Co. 
St. Lovis, Missouri: Missouri Machinery & Engineering Co 
San Antonio, Texas: Lioyd Electric Co. 
Seattle, Washington: Industrial Electric Co 
Shreveport, Lovisiana: Emery Electric Co 
Springfield, Wlinois: Electric Motor Shop 
Springfield, Massachusetts: Associated Electric 
Toledo, Ohio: Whitney Electric Co. 
Toronto, Ontario, Canada: Automatic Pumping Equip 
Troy, Alabama: |. Q. Johnston Repair Shop 
Tucson, Arizona: Ranch & Home Supply Co. 
Washington, D.C.: Central Armature Works 
Watertown, New York: Pearson & Timmerman 
West Frankfort, Illinois: Sandner Electric Co. 
Wheeling, West Virginia: Warwood Armature Repair Co 
White River Junction, Vermont: T & L Electric, Inc 
Williamsport, Pennsylvania: G. |. Electric Co. 
Winnipeg, Manitoba, Canada: Allen Electric Co. 
Woburn, Massachusetts: United Electric Motors, Inc. 








AUTHORIZED STATIONS 
RENDER UNEXCELLED 
SUBMERSIBLE MOTOR 
REPAIR-EXCHANGE 
SERVICE FOR BETTER 
BUSINESS EVERYWHERE 


This sign identifies 
a reliable service 
shop... 


AUTHORIZED SERVICE STATION 


WE SERVICE 


FRANKLIN 
SUBMERSIBLE MOTORS 


FULL LINE SERVICE 


Installed underground, sube” 


mersible motors must be @s de= 
pendable for long+life per 


| 
if 
| 
i 


| 


formance as the pumps they | 


power . . . and only Franklin, 
with nationwide service, backs 
dependability with double as- 
surance of immediate repair 
exchange availability to pro- 
tect customers. 


- 


If there is no @uthorized serv- 
ice station im your town, a 
postcard will get you the com- 
plete list of over 550, includ- 
ing the name and address of 
one nearest you. 


Franklin Electric 


Co., Inc. 


Home of Dependable Electric Motors 
BLUFFTON, INDIANA 





~ AMAZING 


NEW AMERICAN-STANDARD DESIGN AND 
NEW TOP-QUALITY MATERIALS END LEAKY 


TOILETS, MINIMIZE SERVICE CALLS 


Here’s the tank trim with no rods or wires to bend, no chains 
to break, no flush-valve ball to get out of alignment. 
This gives a positive flush every time! 


Here’s the tank trim which features superior operation, with all parts 
made of top-quality, corrosion-resistant materials. The flush valve and 
water control are made of Ascolin* compound, a blend of synthetic resin 
and rubber. Ascolin is light, strong, rigid . . . will not crack or shrink. It can 
stay in water indefinitely without swelling, corroding or breaking down. 


It all adds up to the most dependable tank trim made. 

From now on this new flushing mechanism will be included in the 
American-Standard Norwall, Neo-Health, Elongated Compact, Compact, 
Cadet and Compton toilets. It is also available to replace 

worn or damaged tank trim. 


Check the special, numbered features of this easy-to-install fitting, 
then check with your American-Standard distributor, or write 
AMERICAN-STANDARD, PLUMBING AND HEATING DIVISION, 

40 W. 40th Street, New York 18, N. Y. 


American-Standard 
PLUMBING AND HEATING DIVISION 
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TAMK TRI 


WATER CONTROL allows quicker refilling of the 
™ tank and meets all code requirements. Can be 

furnished with backflow preventer (as shown) 

or with hush tube. 


FLUSH VALVE, with self-cleaning guide tube, 
forms a positive, watertight seal 
immediately after every flush. 


TRIP LEVER provides easy flushing at a touch 
by eliminating complicated linkages and rods 
that get out of line and cause leakage. 


SEAL is molded sulfur-free Buna N rubber 
with non-aging characteristics. It forms a 
watertight seal immediately upon closing 
for positive shutoff. 


CAST BRASS BODY is durable and 
corrosion-resistant and acts as a support for 
the guide tube. 


ALL PARTS OF THE NEW FLUSHING MECHANISM 
MADE OF CORROSION-RESISTANT MATERIALS 


*ASCOLIN is the American-Standard trademark for this durable com- 
pound of synthetic resin and rubber. It has proven superior in al! respects 
in industries where it is-used to carry acids and active chemical! solutions. 
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(Continued from page 11) 
residential work is concerned, and maybe, out 
of business, unless he concentrates on major 
building and can purchase his materials directly 
from the factory,” Travis said. 

In Cleveland, A. F. McDevitt, general man- 
ager of Republic Plumbing & Heating Co., said: 
“Ask the wholesalers not to sell to any other 
than licensed plumbing contractors.” 

Quite a few of the contractors expressed the 
attitude that the best defense against the non- 
industry competition is a good offense, that is, 
offering the same thing they do. Among the 
things that many p-h contractors are doing that 
is similar to such outlets as Sears are time pay- 
ments with “no money down,” more newspaper 
and direct-mail advertising and doing the “com- 
plete job of home remodeling.” 


a Robert Hilker, treasurer of E. C. Hilker Inc., 
West Palm Beach, Fla., said he’s meeting the 
competition by employing some of their tactics, 
including the advertising of “price leader” 
items to get the customer into the store, then 
up-grading the sale by showing the prospect 
the quality line of fixtures and appliances. He 
emphasized, however, that this is a worthless 
method, “unless it’s backed up by the skilled 
service that only the licensed plumbing and 
heating contractor can offer.” 

From Astoria, Ore., George Abrahamsen, 
president of the p-h firm tat bears his name, 
said: “We are offering the complete package 
and stress in our advertising that we guarantee 
our work and offer time payments.” 


win Crystal Lake, Ill, homeowners who are 
lured into buying a water heater or other 
plumbing appliance from a non-industry out- 
let are in for a surprise when they try to get 
John Sherman of Sherman Plumbing & Heating 


Competition Still Tough, but Contractors Hold Their Own... 


to install it for them. He said, “We reruse to 
install competitors’ merchandise.” 

Only one p-h contractor who answered the 
DE survey said he was “cutting prices” to beat 
the competition. 


= DE asked the contractors how non-industry 
competition was promoting its services and 
products. As expected, newspaper advertising 
lead the list of media used by the outlets, fol- 
lowed closely by direct-mail campaigns and ra- 
dio advertising. Surprisingly few of the non- 
industry outlets, DE found, use the highly ef- 
fective, but expensive medium of television and 
even fewer use the telephone to promote new 
customers. Only three contractors said that 
door-to-door salesmen were being used by the 
competition in their trading areas. 

In much the same way as reported in DE a 
year ago, the non-industry competition was us- 
ing such inducements as cash discounts, free 
gifts, guarantees and time payments to get 
prospects. The time payment inducement was 
mentioned most often in the survey. 


ws Only 11 percent of the replies received by DE 
said that the competition had not gained ground 
during the past year. R. J. Branz, vice president 
of Mario Branz Co., Iron Mountain, Mich., said: 
“Because of our desire to get ahead in business 
and not only because of competition, we exten- 
sively remodeled our store, instituted a time- 
payment plan and got into the mail-order busi- 
ness ourselves. 

“We mail about 5,000 catalogs every spring 
and fall that tell our story to homeowners in 
the area, then we back it up with extensive 
newspaper and radio advertising. I believe that 
we had a little foresight and killed the threat 
of non-industry competition before it had a 
chance to come upon us.” END 





Convention Dates_ 


(Continued from page 57) 
convention of the Indiana Assn. of 
Plumbing Contractors; French Lick- 
Sheraton Hotel, French Lick. 


Apr. 24-26 (1960)—Iowa—Annual 
convention of the Iowa Assn. of 
Plumbing Contractors; Russell-Lam- 
son Hotel, Waterloo. 


Apr. 24-26 (1960)—North Dakota— 
Annual convention of the North Da- 
kota Assn. of Plumbing & Heating 
Contractors; Clarence Parker Hotel, 
Minot 


a0 


Apr. 26-28 (1960)—California—An- 
nual convention of the Associated 
Plumbing Contractors of California; 
Miramar Hotel, Santa Monica. 


Apr. 28-30 (1960)—Pennsylvania- 
Annual convention of the Pennsyl- 
vania Assn. of Plumbing Contractors; 
Sheraton Hotel, Philadelphia. 


Apr. 28-30 (1960)—Texas—Annual 
convention of the Associated Plumb- 
ing & Heating Contractors of Texas; 
Shamrock-Hilton Hotel, Houston. 


May 5-7 (1960)—Florida—Annual 
convention of the Associated Plumbing 
& Mechanical Contractors of Florida; 
Robert Meyer Hotel; Jacksonville 


May 6-7 (1960)—South Dakota— 
Annual convention of the South Da- 
kota Assn. of Plumbing Contractors; 
Sheraton-Johnson Hotel, Rapid City. 


May 7-9 (1960)—North Carolina— 
Annual convention of the North Caro- 
lina Assn. of Plumbing & Heating 
Contractors; Morehead Biltmore Hotel, 
Morehead City. 


May 11-12 (1960)—Connecticut— 
Annual convention of the Connecticut 
Assn. of Plumbing & Heating Con- 
tractors; Bond Hotel, Hartford. 


May 12-14 (1960)—Michigan—An- 
nual convention of the Michigan Assn 
of Plumbing Contractors; Statler-Hil- 
ton Hotel, Detrait. END 
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Rullder: Oa& Mill Bulldere, tre 


Heating: Atlantic Radiant Heating & Pipe .’ 
Fabricating Co,, tre 
, 


ANE PRS, 


, 
> J 4 


+ 


Healthful comfort assured in award-winning 
homes with steel pipe radiant heating 


The Oak Hill Development in Middletown, New Jersey, has been 
awarded top national honors in residential design and construction. 
And despite the wide choices available in these custom-built resi- 
dences, the vast majority of buyers insisted on individually con- 
trolled steel pipe radiant heating systems. The great comfort and 
satisfaction in radiant heating over the past five years by more 
than 500 home owners in the adjacent Apple Brook Farm Develop- 
ment, was convincing proof! 

Yes, modern steel pipe radiant heating, with its built-in comfort, 
uniform and draft-free heat, totally useful floor and wall space, is 
being used in more and more homes and commercial structures. 

Steel pipe is first choice for radiant heating systems affording 
maximum comfort and space utilization . . . reliably and most eco- 
nomically. It is the most widely used tubular product for: drain- 
age lines, structural applications, snow melting, refrigeration, gas, 
air and water transmission lines, fire sprinkler systems and in 
electrical conduit. 


Steel pipe heating coils are shown installed in slab 
floors for an Oak Hill residence. Similar coefficients 
of expansion for steel and concrete.make steel pipe 
the ideal choice for sturdy, trouble-free life. 





STEEL PIPE IS FIRST CHOICE 
; COMMITTEE ON 
« Low cost with durability ¢ Threads smoothly, cleanly 
« Strength unexcelled for safety ¢ Sound joints, welded or coupled ST E E 7, Pp I P E R E SE AR C H 
« Formable—bends readily ¢ Grades, finishes for all purposes 
« Weldable—easily, strongly ¢ Available everywhere from stock American Iron and Steel Institute 


INSIST ON PIPE MADE IN U.S.A. 150 East Forty-Second Street, New York 17, N.Y. 











Domestic ENGINEERING, NOvEMBER 1959 





If you design, specify, install 
or service heating equipment 


you will find these technical 


brochures on the control of draft 


an important aid. 


May we send you copies? 


FIELD CONTROL DIVISION 


H. D. Conkey & Company — Mendota, Illinois 
ieee anes sie Mators Hendin Divan Crone Hea 
Installation Guide 4 field rtan vision — Sewer Cleaning Equipment 


Specification Guide > 





Transite Pipe saves you money... 


Even in areas with high water tables, x 
Transite’s tight Ring-Tite Coupling 


especially in rough going like this! 


On house sewer jobs, Transite’s long lengths and fast 
assembly save time to keep your installed costs low 


Transite’s strength, joint tightness and 
long life have brought it nation-wide 
acceptance among the nation’s plumb- 
ing and building contractors. In fact, 
last year alone, more than 10,000 U. S. 
plumbing contractors used Transite” 
for house sewer service. 

With all its quality Transite saves you 
time and money! Its long lengths reduce 
the number of joints, and the Ring- 
Tite’ Coupling makes assembly easy. 
Transite is also easily cut when short 
lengths are needed. Full line of fittings 
and adaptors assures complete flexibility 


of layout. And there’s never a problem 
in providing cleanouts, changes of direc- 
tion and connections to other pipe. 

New 8-page Transite brochure, 
TR-82A gives many valuable installation 
tips, complete information on Transite 
fittings, adaptors. Send for it today. 
Address Johns-Manville, Box 14, N. Y. 
16, N. Y. In Canada, Port Credit, Ont. 








Another money 
saver—Transite 
Plumbing Vent 
Here’s the ideal 
low-cost compan- 
ion product to 
Transite house 
sewer pipe 
Transite Plumb- 
ing Vent. Costs 
you less to buy 
. and even less 
to install. You complete most any instal- 
lation with a single length. There’s no 
material waste... no cutting... no fitting. 
Write for information. 





JOH NS MANVILLE 


JoHNs-Manvitte J! 
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RN | Se MEMER) © Woes 
Beautiful - Modern - oy in 


i 
: 


| FAUCETS 


FIRST LINE 
QUALITY 


4 




















i No. 1014 
Indiana Brass, deck type faucet No. 1014 shown above, is a Deck Type, Cast Brass Chrome Plated 


° ; ; : as : F t. No. 1015 with h d 
splendid specimen of the refined modern simplicity of our entire —— ee ee ee ee 
quality line. Note the easy finger tip, hot and cold tap control, 

: f : k | F . h . Individual security INSURES FREE- 
designed for quick gentle response. Furnished in cast brass spout DOM and LIBERTY. Social Security 
with aerator. Can be mounted on the decks of all types of Sate eae ane See OF 
kitchen sinks and cabinets. It’s a privilege to live in a Republic. 


Only God can help the people who live 
in Democracies. 





INBRACO—The Tradition of Craftsmanship in Quality Fittings since 1911 


THE INDIANA BRASS CO., INC. 


Frankfort Indiana President 
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Type P-AG 


CAST IRON GAS BOILERS 


For forced hot water systems. Net I=B=R ratings 45,800 
to 135,000 BTU/hr. A.G.A. approved—ASME constructed. 


It is a proved fact that it costs less to 
install these Weil-McLain “‘packages”’ 
than to assemble similar boilers on the 
job. The saving in time more than 
makes up for the difference in boiler 
cost. 

These latest Weil-McLain contribu- 
tions to better heating are engineered 
for small and medium sized homes... 
factory packaged to eliminate field as- 
sembly problems. They are cast iron, of 
course, for resistance to corrosion and 
long, trouble-free life. 

Weil-McLain P-AG and P-OB 
‘*‘Package”’ Boilers combine clean-lined, 
modern design and space-saving com- 
pactness with economical, dependable 
performance. They are packed with 
extra values...from silent circulator to 
high-efficiency oil and gas burners. 


WEIL: McLAIN 


BOILERS: RADIATORS 


rHEse WEIL-(icLAIN packaces 


SAVE TIME...MONEY...FUEL...SPACE 


a a ee 





Type P-OB 


QUIET PUMP 


Both P-AG and P-OB 
boilers are equipped 
with a well known cir- 
culating pump, noted 
for extremely quiet, 
vibrationless opera- 
tion. Boilers are fur- 
nished with all con- 
trols for forced circu- 
lation installed and 
pre-wired at the fac- 
tory. 


COLLECTOR 
HOOD AND 
HORIZONTAL 
TO VERTICAL 
DRAFT HOOD 
This design makes possible the low 
height of the P-AG Gas Boiler. Where 
ceiling height is a problem, an additional 
feature is that the draft hood outlet 
height remains the same, regardless of 
the gas used or the size of the boiler. 


CAST IRON OIL BOILERS 


For forced hot water systems. Capacities 78,800 and 100,500 
BTU/hr. ASME constructed, I=B=R and I-W-H rated. 


NEW ASBESTOS 
ROPE SEAL 


In the P-OB Oil Boiler, an asbestos rope 
inserted in a grooved seal strip in the sec- 
tions assures a gas-tight boiler. The rope 
permits ample expansion and contrac- 
tion, will not deteriorate and will last 
the life of the boiler. 


om 


1-W-H RATED 
WATER HEATER 


The P-OB Oil 

Boiler can be 
equipped with either a storage or tank- 
less type heater for furnishing a year 
‘round supply of low cost domestic hot 
water. The high location of the heater 
assures maximum heat transfer and fast 
recovery. 


For complete information send for literature 


WEIL-McLAIN COMPANY 


MICHIGAN CITY, INDIANA 


Address literature requests to Dept. A-119 
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PREFABRICATSON 








enable 


HERE IT IS! 
you to bid more competitively and provide better, longer 


All the facts on DWV 
tube and fittings 
ile in one big, new 
lasting jobs prefabrication is just one more advantage doy 


9 in addition to all the well known qualities of wal, Wate for 
MADE IN A ow ere 
oocswons, «6 COpper for drainage, waste and vent lines. — 


PORT HURON 4, MICHIGAN 
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Thrush Zone 
Valve Circulator 


FEATURES OF THRUSH 
ZONE VALVE 


. SAVES TIME—No need to dis- 


assemble to install. 


. SAVES FUEL—Positive shut-off— 


no overheating. 


EASY TO INSTALL—Can be in- 
stalled in several positions. 


. SIMPLE WIRING—Wiring is low 


voltage. 


. QUIET—NO BANGING—Opens 


and closes gradually. 


. BUILT FOR LONG SERVICE— 


Parts are non-corrosive, closed 
switches, self-cleaning seat, 
double water seals. 


Thrush Water 








THRUSH 


PRESSURE THRUSH ZONE 


+ Ee & eRe 
THRUSH 


CIRCULATOR 


THRUSH 
RELIEF VALVE 


THRUSH 
FILLING VALVE — 








BRINGS YOU NEW 


Yypooriustiied 


Handy Manual 
Adjustment 


In Motels, Apartments, Stores, Clubs, Churches, Large Buildings and Homes 


MULTIPLE ZONING IS NO LONGER COSTLY! 
| 


Mu ttiece zoning today is not a luxury. Without much 
added expense you can install Thrush Zone Valves on every job 
so that each room or living area is separately zoned. Thrush 
zoning assures comfort and economy of operation because heat 
is not wasted and there is only one Circulator to buy and operate 
instead of one for each zone. As many zones as desired can be 
supplied from one boiler. Piping is smaller, lower in cost, easier 
and faster to install. There is less maintenance and lower power 
consumption. 


A split-level or tri-level home must be zoned for good heating 
and cold weather comfort. Hot water heating does the job with- 
out stratification and maintains the desired temperatures in each 
zone uniformly. Suggest and install multiple zoning for greater 
comfort and greater customer satisfaction. When you think of 
zoned heating, think of hot water heating because no other form 
of heat has so much to offer in type of heat distributing units or 
versatility. See your wholesaler today or write Department A-11. 


Quality Hydronic Heating Specialties 


un. a. THRUSH « company 


PERU, INDIANA 
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NO 

mE, 
External 
Draft Hood 


BUILT-IN 
DRAFT DIVERTER 


CHROME ALLOY 
ECONOMIZERS 





ALL SIZES 
ONLY 

2 FT. 7 IN. 

OVERALL 


VERTICAL 
FLUE PASSAGES 





PORCELAIN 
ENAMELED BURNERS 


THE INSIDE view ree 


a—_ SS WATER HEATER 


AMERICA’S GREATEST GAS BOILER 


WRITE FOR THE COMPLETE STORY 


OPTIONAL DOMESTIC 


Gentlemen, please rush complete details on the Series ‘“‘LG’’ Gas Fired Boiler. 


General Automatic Products Corp. 
Dept. DE, 2300 Sinclair Lane 


ENERAL Baltimore 13, Maryland 
A product of 
\ulomalic Nese 


Company 
Address 


Zone 
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y——U CRANE Stgé ese 


Your customers are always looking for something 

different ... something a little better than 

the ordinary—that’s why most of them 
want Crane! 

Take the Singl-ese control, 

Crane’s latest plumbing 

feature. Here one lever 

turns water on and off... 

one lever controls temper- 

ature and volume. This 

wonderful simplicity adds 

up to sales for you! 


THM 








Here’s a lavatory that will 

One of the three Crane lavatories Redesigned for Singl-ese, stand up to “‘shock”’ treatment, 
of advanced design equipped this vitreous china lavatory making this fixture 
with the Singl-ese control. is built for countertop a “‘natural”’ for children’s 
Unique classic round styling installation. Big, rectangular bathrooms, etc. Handsome 

fits any countertop; only 18” basin of gleaming vitreous porcelain enamel over rugged 

in diameter. Seven Crane china; two soap depressions. cast iron; Singl-ese control! 

colors and white. Size: 20” x 19”, Size: 20” x 18”. 


® 
step,Z® your SALES x he A N i 


THE PREFERRED PLUMBING 


CRANE CO., 836 SOUTH MICHIGAN AVENUE, CHICAGO 5, ILL. * VALVES * FITTINGS * PIPE * PLUMBING * HEATING « AIR CONDITIONING 
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Men who know pipe point to 
WHEATLAND 


oy am 2 OT OF TOT. Mt 


INSIST ON PIPE MADE IN U.S.A. 


Sect pipe that combines quality, durability 
and versatility with the lowest cost— Wheatland 
Steel Pipe—is being singled out by more know- 


} 


ing men every day. Yes, the users and dis- 
tributors of steel pipe know that the “pipe with 
the yearmark’”’ is their all-around best buy. 
And every length is backed by Wheatland’s 


sincere desire for complete customer satisfaction. 


2 ae — 


por 28 NFP CT. 


ad 


.- falfee wilh The yearmarh / 


Ey NE Pye 


For Black or Galvanized Pipe, contact your distributor or 


WHEATLAND TUBE CO. 


BANKERS SECURITIES BUILDING, PHILA. 7, PA. * MILLS: WHEATLAND, PA. + DELAIR, N. J. 
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Advertising s 


Most Accurate Measure of 


The ABC symbol represents 
the advertiser’s highest stand- 
ard of circulation value. It 
means that we are pledged to 
keep true and correct circula- 
tion records and report our cir- 
culation in accordance with 
known and accepted rules. 











Circulation Value 


Ever try measuring advertising media with a micrometer? Not 
practical, of course, but fortunately the advertising and publish- 
ing fields have their own appropriate and equally fine standard 
through Audited Paid Circulation reports. 


An Audit Bureau of Circulations report is accurate because it in- 
cludes facts and figures on member publications, verified by un- 
biased field audit. Publishers obtain full credit for paid circulation 
based on common definition, uniform methods of measuring and 
reporting. ABC statements include ‘facts without opinions” on 
quality, quantity, distribution, paid circulation and subscription 
methods. 


Established over 40 years ago by the industry itself as an answer 
to chaos, guesswerk and speculation, the Audit Bureau of Circu- 
lations is recognized today as a vital stabilizing force in the field 
and the world’s most shining example of self-government in busi- 
ness. Membership includes newspapers, weeklies, consumer mag- 
azines, business publications and farm journals. Practically all 
specialized markets of the United States and Canada—urban, 
rural, domestic, industrial, commercial, institutional—may now 
be reached through the printed media of ABC members. 


In the plumbing, heating and air conditioning field only one 
publication is privileged to identify itself with the ABC emblem. 
That publication is Domestic Engineering. 


DOMESTIC ENGINEERING 
MAGAZINE 
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“KitchenAid dishwashers 
add to my profit!” 


It’s hard to tell what your real profit is on most dish- 
washers until after they’ve been in operation for a 
while. Time-consuming service and adjustment calls 
often eat up a plumber’s rightful profit—sut NOT WITH 
KITCHENAID! 

You always know with KitchenAid dishwashers be- 
cause once installed, they perform for years without the 
need for service. 

KitchenAid dishwashers are built to do a job and they're 
designed for easy installation. Special straddle construc- 
tion permits sliding the unit easily into place over 
roughed-in plumbing. All connections are made handily 
from the front. 


hitchenAid. 


the plumbers’ dishwasher 
The Finest Made...by Hhotbbasrt 


The World’s Largest Manufacturer of 
Food, Kitchen and Dishwashing Machines 


DoMEstTiIc ENGINEERING, NOVEMBER 1959 


The exclusive Hobart revolving power-wash action 
found in all KitchenAid dishwashers is the most effective 
of any dishwasher. Exclusive flowing, sanitized hot air 
dries dishes thoroughly—and brightly! Individual sliding 
racks make KitchenAid easy to load. A stainless steel 
dual strainer system prevents food from spraying back on 
tableware. Special warm-up feature assures hot water start. 


KitchenAid has so many features that give customer 
satisfaction and assure the plumber his full profit. ..and 
let him keep it! For information, send in the coupon. 


KitchenAid Home Dishwasher Div., Dept. KDE 

The Hobart Manufacturing Co., Troy, Ohio 

In Canada: Hobart, 175 George St., Toronto 2 

Please send information on [7] built-in; () portable; 
(] 48” dishwasher-sink combination; [] complete line. 





designed with 
maintenance costs 
in mind ! 


Mueller Engineers recognized that all regulators are subject to wear 
problems. And that is the key to the unique Mueller H-9300 body design. 
Removal of body cap and the six body bolts quickly exposes all the 
working parts of the H-9300. Inspections can be made and replacement 

of any component can be completed with the H-9300 on the line ! 
Costly removal of the regulator from the line and removal of pipe 
sections are eliminated. With an H-9300 
Repair Kit on hand, no time is lost in com- 

pletely servicing the regulator. 


Accurate, Sensitive Regulation, Lower 
Initial Cost...Reduced Maintenance Costs... 
All these features are combined in the 

Mueller H-9300 Regulator. 


There’s a Mueller H-9300 Regulator Cy ¢ MwatLee coe. 
designed for your next installation. ei DECATUR ILL 
ts im 4 J : Bs " 4 Us fee ‘ 


~ Write for your free copy of 
Mueller Catalog W-99. 


Factories at: Decatur, Chattanooga, Los Angeles; 
in Canada: Mueller, Limited, Sarnia, Ontario 
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STEEY 


Bends uniformly! 


You always get smooth, uniform 
bends with Wheeling Steel Pipe be- 
cause it has the strength and dimen- 
sional stability needed to withstand 
severe bending stresses. 

More than that, Wheeling Steel 
Pipe lets you save on both initial and 
long range cost. That’s because it’s 


easy to install, so economical and 
long lasting. 

Get the full story on Wheeling 
Continuous Weld Steel Pipe — both 
black and galvanized — from your 
nearby Wheeling man. Or write di- 
rect to Wheeling Steel Corporation, 
Wheeling, West Virginia. 


STEEL PIPE BY WHEELING 


Why Wheeling Steel Pipe is First Choice! 
Lowest cost with durability 
Strength unexcelled for safety 
Formable — bends readily 
Weldable — easily, strongly 
Threads smoothly, cleanly 
Sound joints, welded or coupled 
Grades, finishes for all purposes 
Available everywhere from stock 
Always insist on pipe made in the U. S. A. 


WHEELING STEEL CORPORATION - IT’S WHEELING STEEL! District Sales Offices at Atlanta, Boston, Buffalo, 


Chicago, Cincinnati, Cleveland, Detroit, Houston, New York, Philadelphia, St. Louis, San Francisco, Wheeling 
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THE U.S. TREASURY SALUTES 
THE PEOPLE IN THE STEEL INDUSTRY 


—Wwho buy Savings Bonds and strengthen America’s Peace Power 


Men and women who earn their living in the steel industry 
can take great pride in knowing that their crafts and skills 
contribute, through raw material supplies, to nearly every 
other great industry in the United States. They can also 
be proud of the help thousands upon thousands of them 
are giving to America’s Peace Power through the pur- 
chase of U.S. Savings Bonds. 

Through regular purchase of Shares in America, these 
thrift-conscious people are reinforcing their own security 
after retirement, and establishing current reserves for such 
worthwhile family projects as new homes, education and 
travel. 

If your company has not put in a Payroll Savings Plan 
thus far, you can start immediately. Just telephone your 
State Savings Bonds Director and accept the help he wants 
to give you. Or write to Savings Bonds Division, U.S, 
Treasury Department, Washington, D.C. 


J. K. Thomson is shown here at his work in one of the great steel 
mills of this country. Like thousands of his fellow craftsmen, Mr. 
Thomson is making regular use of his company Payroll Savings Plan 
to contribute to the Peace Power of his country. 


DOMESTIC ENGINEERING 


@ 


THE U.S. GOVERNMENT DOES NOT PAY FOR THIS ADVERTISEMENT. THE TREASURY DEPARTMENT THANKS, FOR THEIR PATRIOTISM, THE ADVERTISING COUNCIL AND THE DONOR ABOVE. 
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Tight as a NEWBURY Fitting 


, get better service on higher quality pipe fittings from Newbury. Each fitting 
is individually inspected and the highest methods of quality control are used throughout the 


manufacturing process. This assures no-leak fits and straight threads for perfect alignment. When 
you buy Newbury you know you've purchased the very best. 





i — . 7 
BUSHINGS DRAINAGE PLUMBING 
SPECIALTIES 


MANUFACTURING CO., INC. 


A Subsidiary of Established in 1889 


Soss Manufacturing Co., Detroit Department DE-110 


Talladega, Alabama 
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COOL CUSTOMERS: This flexible hose pours cold air into the car 
and keeps motorists happy at Bob’s Drive-in restaurant in Fay- 
etteville, N. C. The air, delivered through underground ducts, 
comes from a 30 horsepower Westinghouse air conditioner. The 
unique cooling system can accommodate 14 cars at the same time. 


Picture 


Paragraphs 


IT’S NOT A PIPE DREAM! This huge steam con- 
denser, the largest ever produced by the Indus- 
trial Division of American-Standard, incorporates 
38 miles of brass tube supplied by the Chase 
Brass & Copper Co. of Waterbury, Conn. 





THE ULTIMATE in motoring convenience—a dashboard FILM STAR James Mason and his attractive wife, Pamela, 
refrigerator—is now in production at Pol-Air Inc., Morgan appear well-pleased with In-Sink-Erator’s automatic re- 
City, La. Made of lightweight Reynolds aluminum, the verse-action food waste disposer that will be installed by 
compact unit uses fuel-line vapor as a refrigerant. a p-h contractor in their home in Beverly Hills, Calif. 
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Repidagior SETSTARS 


GIVE YOU BOTH 


QUALITY 


AND 





QUALITY —at Tait—is not the forgotten ingredient! 
At a time when sacrifice of quality and elimination 
of important construction features are almost universal 
in low-priced jet pumps, the complete Rapidayton 
JETSTAR line gives you both quality AND competitive 
prices. Here is MORE PUMP-—in shallow well, con- 
vertible, and vertical models. Now, with the JETSTAR, 
you can be sure of lasting customer satisfaction, a 
minimum of service calls, big volume, and substantial 
profit. Stock and sell the Rapidayton JETSTAR—a 
really fine quality pump at a low price. 


Shallow Well Jetstar, the 
most competitive high profit jet 
pump. '); h.p. complete pump 
with built-in ejector, only 


Convertible Jetstar, No. 1 
sa/es and profit maker for wells 
to 80 ft. /. h.p. complete 

pump and ejector, only 


Vertical Jetstar, big volume 
and profit jet for single-pipe ¢t 4 ‘ 
markets. 1, h.p. complete D | | Y 
pump and 2" package, only . 


Completely Deluxe 


TWIN CHAMPIONS 

For maximum profit in jets, install the big, 
powerful Rapidayton Twin Champion—a two- 
stage convertible, fully packaged system. The 
foremost jet pump for really modern homes 
and farms. Gives exceptional performance 
either in shallow wells, or in deep wells to 
150 ft.—where outstanding capacity and extra 
pressure are desired. Pumps full capacity at 
40 Ibs. pressure. Converts without additional “ 
pump parts. Surprisingly low priced. 


TRADEMARK 





Cam , ’ | (\iti 

1. Heavy-duty, standard NEMA 56-frame motor (not a “partial” 48-frame 
special job). 2. Open, separate motor mounting bracket (end bracket 
of motor not part of pump, requiring pump to be disassembled for motor 
service). 3. Bronze (not plastic!) impeller means longer life. 4. Stationary 
bronze wear ring (eye of impeller does not operate in cast iron, rubber 
or plastic). 5. Bronze nozzle and venturi (not plastic or rubber) hold precise 
dimensions over long periods of operation. 6. Quad-Volute self-priming 
design; diffuser integrated with cast iron pump body (no plastic used; 
no special extra parts to stock and require service) Jetstar also has 
original patented features such as Quick-Connect flange (not “almost’ 
copies—in name and construction—of competing pumps). 


The Tait Manufacturing Company, Dayton 1, Ohio , 


Established 1908 as The Dayton Pump and Manufacturing Co 


@©i9s9 TAIT FG. co, 





CONTROL THE FLOW 
WITH 


1D-0’-MIST 


Balancing Valve Adapter Units 
Install on all (hydronic) types of forced circulation hot water 
heating or chilled water cooling systems 


Be 


EASY TO INSTALL! 


INEXPENSIVE! 


No. 16 for angle balancing valves 
Phantom view left shows it inserted 


NO PRE-PLANNING! * ready for balancing. For 34” and 1” 


cast brass tees, only 


There are decided advantages in having NO. 15 BALANCING VALVE 
balancing valves on hand that can be P 


ADAPTER UNIT designed for 
quickly, easily installed without ad- use with 1%”, 34”, 1”, 1%’ 


vance planning. First of all, they elim- ee and 14” cast iron tees 
inate carrying “complete” stocks of : 
balancing fittings. Then, too, they can 
be used wherever zoning is necessary 
. the only balancing valve that can 


No. 14 phantom 
be added with no restriction! 


view right 
: shows unit in- 
Installing these MAID-O’-MIST units ’ serted in cop- 
l os hev are reat-fi 1s sdilv i -_ per or bronze 
is Simple: they are sweat-ntted speedlly tee ready for 
into copper, bronze or brass, and thread balancing. Use 
into cast iron tees. Remember, MAID- ‘sine with 3”, 1%”, 
5 1 =e 3 ” ” 1 ad 
O’-MIST valve-adapters let water flow | %4”, 1" and 1% 
- ; te ipes 
thru the tee freely. Since the pipe Pt 
diameter isn’t reduced, there’s no wa- 


ter restriction at all except for the bal- , ~~ 
ancing required 


Just figure the convenience, efficiency 
and money-savings these valve adapt- 
ers give and you'll order MAID- 
O’-MIST! 


Get full information from your jobber or write for catalog, today! 


AUTOMATIC HUMIDIFIERS . . « « « © « « WATERLINE CONTROLS 
AUTO VENTS « « « HEATING AND AIR CONDITIONING SPECIALTIES 


MAID-O’-MIST, Inc. 


3217 NORTH PULASKI ROAD .- CHICAGO 41, ILLINOIS 





THE SECRET 
OF GOOD CIRCULATION! 


for all (hydronic) hot water heating and 


chilled water cooling systems 
Install in copper or bronze tee to complete 
a balancing valve. Regulates flow of water 
thru any hot or chilled water system. 


No. 7 AUTO-VENT 

No wonder Number 7 is a big favor- 
ite with both heating and air-con- 
tioning experts! Fully automatic, 
this brass vent has a self-closing, 
float-operated valve—all mounted on 
a removable bonnet for quick serv- 
icing. Small (438” x 24%4” with 1%” 
I.P. female connection) it does a big 
job of eliminating air. For pressuré 
up to 75 Ibs. 


NO 15 
No. 72 
AUTO-VENT 


Install in cast iron tee to complete a balanc- A fast-venting valve 


ing valve. Simple balancing adjustment Fioat type of the expansion type 
for convectors, base- 


requires only a screwdriver No. 27 AUTO-VENT board and free-stand- 


: a = ing radiation. For ver- 
Smaller sized (3” x 2%”) for tical or horizonial 
horizontal mounting with %&” mounting. Size 144’ 
LP. female side connecti eh gh 
.. Temaie sige connection male connection. Disc 
Use on convectors, radiant dries quickly because 
coils, etc. Takes up to 50 lb of immediate drain 


age 
pressure. 


No. 37 AUTO-VENT 


Similar to No. 27, but designed 
for horizontal mounting with 1%’ 
I.P. vertical male bottom con- 
nection. Sizes 3” x 215”. 50 Ib 
pressure 


F.oat Type 


No. 67 AUTO-VENT 


N° 16 Is the space limited? Then No 
67 is your Auto-Vent! Its overall 
size is only 3%44” x 1144” with ™%’ 

os a Ae eee I.P. male connection 
angle balancing valve. Like all other MAID- 
O'-MIST adapters, the cost is low. 





Get full information from 
your jobber or write for 


Float Type catalog, today! = 


MAID-O-M ; 
a 


MAID-O7-MIST, inc. 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILL. 





There’s No 


Mystery About 
“X’ Profits 


Many veople would like to know the mysterious formulae that makes 


X” Chemicals so completely effective for heating systems, but-—any 
wide awake plumber could tell them this magic is simply 


POSITIVE RESULTS 


PRESTO! 


The finest product on the market with the fastest 
turnover for the biggest return on your money and 


A 6 foot hard maple folding rule 
PR S ‘I yl : pai , with every order for 2 cans of ““X” 
\ ~ ° > ‘0- v7 » “rs ce , : 

E ( Added co-operation to help plumbers sell “X” Boiler Seller Lleuld: Tits ele hes @ titale 
coated plastic finish, rust-proof 
SINCE 1916 with long lasting sturdy joints. Order 
“y i al ae ee ia today from your ‘’X’’ jobber. 
aboraters piles Details and prices upon request. 

New York 


Products in addition to their other services. , 


Factories: Toronto, Can., Cambridge, Mass., Lancaster. Pa. 
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PRIVAZONING 


Where Does It 
Go from Here? 


The appeal: More convenience, greater privacy for the family 


The promise: Double the plumbing fixture sales in new homes 


The facts: Big hit in some areas; disenchantment in others; 
Much work needed to put it over, but rewards should be big 


Asout 18 MONTHS AGO, a concept hailed by 
many as the best idea to hit the plumbing indus- 
try in 20 years was born. It was Privazoning, a 
new dimension in bedroom-bathroom design. 

Where does Privazoning stand now, a year and 
a half later? How much progress has it made 
toward industry and consunier acceptance? How 
does its future look from here? 

When it was introduced to the public in Miami 
in April of 1958, Privazoning was greeted with 
enthusiasm. About 92 percent of the 15,000 
people who toured the model home said they 
like the idea, and 70 percent said they’d be 
willing to pay the price (approximately $800) 
for having it in their own homes. Yet today, not 
even the model house has been sold in Miami. 
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Just about a year ago, a Privazoned commu- 
nity of six homes was opened in Kansas City. 
Today, five of these homes are occupied. The 
owners are delighted with the houses, but the 
builder, Fred Olsen of Southwest Construction 
Co., has given up any thought of building more 
such homes. 

When Privazoning first came on the scene, 
leaders from all segments of the industry ap- 
plauded it as an idea that would double plumb- 
ing fixture sales at the same time that it was offer- 
ing better facilities to the consumer. Yet today, 
most of the same people have done relatively 
little to promote it. 

On the other hand, there are well over 100 

(Please turn to page 84) 
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(Continued from page 83) 
Privazoned homes in the U.S. at the present time. 
And many of Privazoning’s early boosters—par- 
ticularly at the practical contractor level of our 


industry—are still calling it “the best idea since 
Chic Sale moved into the house.” 

What does this paradoxical situation add up to? 
Is Privazoning a flash-in-the-pan? An idea that 
will have some measure of success as a fad, then 
pass from the scene in the manner of all fads? 
Or will it eventually replace the conventional 
bedroom-bathroom design, as its sponsors hope? 


» To get some answers to these questions, DE 
interviewed representatives of all segments of the 
plumbing industry. A report of that interview 
begins on page 88. We talked to the builders of 
Privazoned homes and to the people who live in 
them. A part of what they had to say appears in 


the following pages. There’ll be more in subse- 
quent issues. 

But now, as part of this appraisal of Privazon- 
ing’s past and future, let’s take a closer look at 
what it is—let’s see what basic consumer needs it 
attempts to supply and how well it may succeed 
in doing so. 


# As readers of DE undoubtedly know by now, 
Privazoning is a new concept in bedroom-bath- 
room-dressing room facilities designed by the 
Plumbing Fixture Manufacturers Assn. It calls 
for realigning the functions of the bedroom and 
bathroom by concentrating all grooming functions 
and clothes storage in a combination dressing- 
bathing-toilet room called a Dressetory. 

Ideally, there’s a Dressetory for each occupant 
of the home. Two occupants of a bedroom would, 
for example, have their own individual Dresse- 
tories. The bedroom itself, furnished with a sofa- 
like bed and minus the dressers and other conven- 
tional “storage furniture,” takes on a new role 
as a lounging or recreation room area—designated 
the Privasuite. 

What does this realignment offer the consumer? 
Privazoning’s sponsors point out that the functions 
of the bedroom and bathroom have changed dras- 
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tically in the past couple of decades. Privazoning 
simply recognizes this change and provides for it. 

Here’s why: The present-day conventional 
bathroom, the PFMA points out, wasn’t deliber- 
ately planned; it just sort of happened. When the 
privy first was moved into the house, in most cases 
it was put at the end of a hall. Eventually a wash 
stand and then a tub joined the water closet in 
one room, and the room was moved upstairs. A 
medicine cabinet was added. The fixtures became 
more beautiful and functional, but the bathroom 
remained basically a place to wash, bathe and 
attend to other private functions. 


= Now, however, due in large part to the modern 
use of cosmetics by both men and women—often 
involving the use of water—the bathroom has also 
become a place for dressing and grooming. This 
means that people stay in the bathroom longer. 
It means that other members of the family have to 
wait longer for their turn. It also means that 
clothes and cosmetic storage should be handy to 
the bathroom area. 

Privazoning, its sponsors say, provides for these 
changes. It specifically provides for the use of 
the bathing area as a dressing and grooming place 
as well. It offers storage for the articles that are 
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used in the bathroom. And since each individual 
member of the family has his or her own Dresse- 
tory, nobody’s kept waiting while someone else is 
using the facilities. 

At the same time, the bedroom can take on a 
new daytime function as a place to rest, to enter- 
tain friends as in the case of teenagers, or just as 
a place to get away from the rest of the family. 
It’s no longer “wasted living space two-thirds out 
of every 24 hours.” 


s With the above before us, we come to the ques- 
tion: Just how important to the family are the 
“advantages” offered by Privazoning? 

All indications are that they’re very important 
indeed. Take what was learned about homeown- 
er preferences at the housing congresses held an- 
nually in Washington since 1956. When asked to 
describe what they like and don’t like about their 
homes, women delegates were almost universal 
in their complaint that their homes need greater 
living area. They want their houses to offer more 
opportunity for privacy, not only in such things 
as use of the bathroom but to “get away from the 
rest of the family sometimes.” 

Women delegates complained about inadequate 

(Please turn to page 86) 
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(Continugl from page 85) 
storage space pee poor location 
of storage areas. Almost univer- 
sally they want more bathroom 
facilities. 

Privazoning—if it keeps away 
from its early design limitations 
(page 94)—seems to fill every 
one of the above requirements. 
But if that’s the case, why hasn’t 
it gone over really big with in- 
dustry and consumer alike? 


= This is really a loaded question 
because it implies that Privazon- 
ing isn’t going over fast enough. 
This is hardly the case. Eighteen 
months ago, no one even heard 
of Privazoning. Today there are 
120 Privazoned homes in key 
spots all over the country. This 
is no small number when you 
consider how hard it is to get any 
good idea off the ground. 
Interest in the basic idea is 
keen as ever in most quarters, 


including, for example, with 
Sheldon Kay, the builder of the 
first such home in Miami. 

No matter how good an idea 
is, it isn’t accepted overnight. It 
takes years for even the best one 
to be accepted and appreciated 
in all its ramifications. Every 
member of the family may yearn 
for a place of his own to relax. 
He may complain about having 
to wait in line at the bathroom— 
and still instinctively balk at 
something that gives him what 
he wants but takes away some- 
thing he’s used to, such as the 
conventional bedroom furniture. 


« The homemaker may complain 


that her storage facilities should ~ 


be near the bathroom (and this 
is a universal complaint). But 
when it’s put there, her first 
thought is—will the things in 
storage get damp from such 
proximity to water? This home- 


maker has to be convinced that 
an exhaust fan will do the trick 
and keep her things dry. Every 
good idea has to be sold. The 
consumer has to be reconvinced 
even of his preconceived notions. 


sHere’s another point to con- 
sider. When an idea is first in- 
troduced, more often than not 
there still are “bugs” that have 
to be ironed out. In the case of 
the Miami model house, for ex- 
ample, the bedrooms are too 
small for the average taste. This 
doesn’t mean that there’s any- 
thing the matter with the basic 
Privazoning idea. But the aver- 
age person who’s going to invest 
$21,000 (that’s the cost of the 
Miami home) in a house has a 
pretty definite idea of what he 
wants, and he isn’t going to buy 
a new idea if he doesn’t like the 
package in which it’s contained. 

Price is undoubtedly a factor. 





Privazoning can double our profits 


By Stanley Backner, president 


Plumbing Fixture Manufacturers Assn. 


THE PRIVAZONE CONCEPT has 
the unique quality of making it 
possible for everyone in the 
plumbing industry, from manu- 
facturer to wholesaler to con- 
tractor, to double his sales in 
new residential construction. 

This is no figment of someone’s 
imagination. We can double our 
residential earnings by working 
to make Privazoning the stand- 
ard for new homes. 

Throughout the history of the 


plumbing industry, our products 
and services have been thought 
of, specified and sold in terms of 
bathrooms. This preoccupation 
with bathrooms would make it 
appear that if we are going to in- 
crease our dollar sales per house 
we will have to do it in terms of 
bathrooms. 

But bathrooms are not easy 
to sell because of their cost. Each 
additional bathroom requires an- 
other 35 to 50 square feet of floor 


ORIGINATOR of Privazoning is the Plumbing Fixture Manufacturers Assn. 


Shown are its president, 


Stanley Backner of Universal-Rundle (seated), 


and 


chairman of its planning committee, Daniel Quinn of American-Standard. 
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It need not be in the long run. 
Price doesn’t prevent people 
from buying big automobiles or 
even a second automobile for the 
family. It doesn’t keep them 
from taking vacations or invest- 
ing in back-yard barbecue out- 
fits. But when an idea is still 
new and tied in with the afore- 
mentioned “bugs,” price looms 
as a good-sized factor in the early 
stages. In the case of Privazon- 
ing, the added cost is probably a 
factor in the house costing up to 
about $20,000. Beyond that, it 
likely is not. 


s What about the future of Pri- 
vazoning then? How long will it 
take for it to be “really on the 
way’? What can be done to 
hasten its acceptance? What 
some of the industry’s top lead- 
ers have to say on these and 
other related points appears on 


the following pages. END 


Where the 120 Privazoned homes are: 


Wheaton, Ill. 
Saratoga, Calif, 
Birmingham, Mich. 
Utica, N.Y. 

Miami, Fla. 
Hollywood, Calif. 


Pittsburgh, Pa. 
Indiana, Pa. 
Youngstown, O. 
Palm Springs, Calif. 
Kansas City, Mo. 
Ashtabula, O. 


Overland Park, Kans. 
Hillandale, Md. 
Dallas, Tex. 

Silver Spring, Md. 
Raleigh, N.C. 


PRIVAZONING IS OFF TO A GOOD START! A brand-new baby only 18 
months ago, there are now 120 homes in key spots throughout the 
U. S.—representing something of a phenomena, marketing experts say, 
in getting such a revolutionary new idea off the ground so quickly. 





space. Partitioning, ventilation, 
heating, piping, tiling and, of 
course, considerable extra labor 
all add to the cost. 

Compare this situation to the 
Privazone plan. First of all, we 
sell not just the products and 
services of one extra bathroom, 
but the equivalent of two extra 
bathrooms. And instead of add- 
ing floor space for two extra 
bathrooms—which would require 
70 to 100 square feet of addition- 
al floor area—we simply rear- 
range the existing space so it is 
utilized more efficiently. The re- 
sulting cost is a fraction of what 
it would be for two full bath- 
rooms and well within reach of 
the average buyer. 

Perhaps most important of all, 
the Privazone concept gives the 


DoMESTIC ENGINEERING, NOVEMBER 1959 


home builder something differ- 
ent and new to talk about when 
selling his houses. The bedroom- 
lounges, as well as the Dresse- 
tories, become prime sales fea- 
tures. In effect, they add a 
tremendously appealing new di- 
mension to the everyday life of 
the family. 

With sales features like this, 
builders are sure to sell more 
homes. And, of course, the more 
homes they sell the more busi- 
ness our industry will enjoy. 

As for the future, we expect 
to see more and more Privazoned 


homes built this year. The mem- 
bers of PFMA have instructed 
the PFMA staff to assist build- 
ers interested in the plan in any 
way and every way that they 
can. A number of builders al- 
ready are taking us at our word. 
It is more than evident that, 
as an industry, more of our prod- 
ucts will be sold if we can simply 
sell the public and the home 
building industry on Privazone 
homes. How far it will go de- 
pends directly on the amount of 
effort every segment of our in- 
dustry puts behind it. END 


Here are the questions you want answered 





continued... 


Here Are the Questions You 
Want Answered on Privazoning 


This interview with people who have evaluated Privazoning’s 
1st 18 months, sheds new light on its profit potential for you 


MEET THE PANEL: (1) Louisa Jozsi-Joe, DE feature 
editor; (2) Bill Kramer, secretary of the Plumbing 
Fixture Mfrs. Assn.; (3) Jim Peery, secretary of the 
Central Supply Assn.; (4) Norman Wicks, executive 
director of the Plumbing-Heating-Cooling Information 
Bureau; (5) Bill Readey, secretary of the Plumbing 
Contractors Assn. of Chicago; (6) Ed Howard, DE asso- 


WHAT WOULD YOU, as a plumbing contractor or 
wholesaler, like to know about Privazoning? 
What are its chances of success? How long will it 
take to achieve genuine consumer acceptance? 
What can you as an individual do to promote it? 

To get answers to these and many other ques- 
tions on what you’d like to know about this con- 
cept in bedroom-bathroom design, DE interviewed 
top personnel from every segment of the industry. 
They’re leaders who have followed the progress of 
this new dimension in living with keen interest 
and are in a position to evaluate it pro and con. 


=» Representing manufacturers were Bill Kramer, 
secretary of the Plumbing Fixture Manufacturers 
Assn., and Tom Nichols, secretary of the Plumb- 
ing Brass Institute. 

Wholesaler representatives were Jim Peery, 
secretary of the Central Supply Assn., and Bob 
Moreland, secretary of the Wholesale Plumbing 
Institute of Southern California. 

Presenting the contractor’s point of view were 
Bill Readey, secretary of the Plumbing Con- 
tractors Assn. of Chicago, and John Turkstra, 
prominent Chicago contractor and vice president 
of the Chicago group. Also on hand was one of 


ciate editor; (7) John Turkstra, vice president of the 
Plumbing Contractors Assn. of Chicago; (8) Bob More- 
land, secretary of the Wholesale Plumbing Institute 
of Southern California; (9) Jim Purnell, DE managing 
editor; and (10) Lon Viser, DE news editor. Not shown, 
but participating in the interview (see page 91), was 
Tom Nichols, secretary of the Plumbing Brass Institute. 


the industry’s best informed marketing people, 
Norman Wicks, executive director of the Plumb- 
ing-Heating-Cooling Information Bureau. 

An account of the interview follows: 


Gentlemen, let’s begin by exploring the po- 
tential in Privazoning. Do you think it has 
genuine consumer appeal? 


Yes it does. It offers additional sanitation facilities 
and more and better location of storage space. It 
offers greater daytime use of the bedroom by 
converting it into a lounging area. Everything 
one reads about homeowner likes and dislikes 
indicates that members of the family like to get 
away from each other occasionally and would 
like privacy during their home-time leisure hours. 
Privazoning offers this privacy. 

It appears that all the ingredients involved in 
Privazoning are very important to comfortable 
family living and high on the average home- 
owner’s most-wanted list. 


If Privazoning has so much to offer the home- 
owner, do you think it will catch on “fast”? 


Probably not what you can call “fast.” No really 
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PRIVAZONING 


WHERE DOES IT GO 
FROM HERE ? 


new idea takes hold overnight, no matter how 
good it is. Like every other revolutionary idea, 
Privazoning will be accepted gradually—a little 
slowly at first. Then it’ll gain momentum and ac- 
ceptance will be greatly accelerated. 

Actually, how fast Privazoning takes hold—in 
fact whether it’ll take hold at all—will depend 
upon the degree to which it’s promoted. Also, 
some changes undoubtedly will have to be made 
before the basic idea has wide acceptance. 


Let’s take the second point first. Now that 
Privazoning is 18 months old and is off to a 
fairly good start—some 120 such homes—we'’re 
in the position to do some evaluating. In what 
ways do you think the basic idea can be im- 
proved? 


Let’s take one element at a time. We have to make 
sure that the individual Dressetories are big 
enough to move around in. In some of the earlier 
homes they’re a bit cramped. We also have to 
make sure the storage space is adequate. 

Then there’s the matter of the bedroom size. 
As we envision a Privazoned bedroom—the Priva- 
suite— in its “purest” state, it has a sofa-like bed 
and none of the conventional bedroom furniture, 
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because storage is moved to the Dressetory area. 
The room is to be furnished with whatever its 
occupant wants to see in a lounging area—arm- 
chair, television, etc. This means that it can be 
smaller than the conventional bedroom. 








s However, our experience so far has been that 
people want bigger Privasuites than we’ve been 
providing. Part of this has been due to the fact 
that we haven’t made the reason for the smaller 
bedroom clear enough to potential buyers. But 
we also have to recognize that some people simply 
want to hang on to their bedroom furniture be- 
cause they like what they've got or they don’t 
want too radical a change there—but they still 
would like to have Dressetories. For such people 
we have to make sure that the Privasuites are 
larger than they really need to be in a Privazoned 


(Please turn to page 90) 
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John Turketra 
Plumbing Contractor 


"Privazoning should be a real shot in 
the arm for future business, We'll 
push it, but some preselling will have 
to be done with builders and potential 
home buyers to make our efforts most 
effective, Personally, | think the idea 
is great. Our big problem: Change 


Norman Wieks 
P-H-C Information Bureau 


"Make no mistake about it, any new 
idea 
to put over 


no matter how good—takes time 
The number of Privazone 
homes sold and occupied so far (120) 
is a much greater measure of success 
than many people realize. In my 


opinion, it will take nearly 10 years 


Jim Peery 

Central Supply Assen 
"I've just returned from a swing 
through the Southwest and was asked 
by many of our members where Pri 
vazoning stands now. Some think it's 
a dead issue, because they haven't 
heard much about it recently. Whole 


salers will back it—but are waiting for 


public interest to public demand.” 


(Continued from page 89) 


home, and that they can use conventional bed- 
room furniture if they want to. 


Are there any other changes that might be 
introduced? 


In a completely Privazoned house, every occu- 
pant has his own Dressetory, including the 
children. Our experience so far has indicated that 
many people who would like to see the master 
bedroom Privazoned simply aren’t interested in 
providing the same facilities for their small chil- 
dren. They don’t look ahead to the time they’ll be 
teenagers. 

This means that in the foreseeable future, at 
any rate, we should primarily concentrate on 
Privazoning the master bedroom, particularly in 
the model homes. In a house built to order we 
naturally will supply whatever the buyer wants. 

How can the acceptance of Privazoning be ac- 

celerated? In other words, how should it be 

promoted? 


That’s a big question. We naturally have to pro- 
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to get builders properly interested.” 


the manufacturers to take the lead.” 


mote it to ourselves in that contractors, whole- 
salers and manufacturers all have to be convinced 
it’s a good idea—because it has consumer appeal 
and because it can double fixture sales. 

We have to promote it to the builders and 
architects because one sells the house and both 
frequently decide what’s going to go into it. 

And naturally, Privazoning has to be promoted 
to the consumer to the degree that in the im- 
mediate future we sell enough houses to get the 
concept rolling—and so that in time there'll be 
an automatic demand for it, just as many new 
homeowners now insist on a bath and a half or 
two baths in the houses they’re buying. 


Basically, whose job is this promotion? 


The easiest answer is that it’s everybody’s job. It’s 
also the most accurate one. Contractors and 
wholesalers will expect manufacturers to pro- 
mote it to the builder, architect and consumer on 
the national level, just as they now promote the 
second bath or colored fixtures. If manufacturers 
don’t promote it nationally, its chances of success 
are smaller. Certainly it’il take longer to catch on. 
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Bill Readey, Plumbing 
Contractors Assn. of Chicago 


Builders in our area are very much 
interested in Privazoning. Our asso 


held 
with the home builders group, and 


ciation has several meetings 


while nothing too concrete has de- 
veloped yet, we feel that a little more 
promotion support by manufacturers 


Tom Nichols 
Plumbing Brass Institute 


‘Privazoning gets our vote; anything 
this 
nivust succeed sooner or 


with sort of consumer appeal 
later, How 
soon will depend on the vigor with 
which we as an industry get behind 
it. The prime mover—whether it's 


one industry group or a combination 


Bob Moreland, Wholesale 
Plumbing Institute of Se, Callf 


The Southern California Privazoned 
model home proved to be one of the 
most successful industry promotions in 
the area, and as far as we are con 
needs 


cerned Privazoning only the 


same kind of follow through and all 


industry support as any other concept 


may help us get something started.” of several of like importance to ring the bell.” 


can count on our support.” 


On the other hand, contractors and whole- 
salers who want the idea to succeed should pro- 
mote it locally. 


How should they go about their promotion? 


Contractors in new construction generally have 
permanent working relations with builders in 
their area or at least are acquainted with them. 
A p-h contractor is in a position to approach his 
builder and sell him on the idea of putting up a 
model Privazone home or of custom-building it. 
He’d naturally have to convince the builder that 
Privazoning would enhance the basic appeal of 
the home—that there’s more in the idea for the 
builder than just increasing fixture sales. All the 
consumer attractions of Privazoning—not just its 


(Please turn to page 92) 


Bill Kramer, Plumbing Fixture Mfrs. Assn. 


“Many people objected to the first Privasuites, said they 
were too small. We've found a way to put more room 
in them without materially increasing the home’s cost.” 
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APARTNESS: Each occupant of the master bedroom—or Privasuite—has his 
own individual Dressetory (tinted areas). The connecting bathtub is shared. 


(Continued from page 91) 
plumbing feat ures—must be 
played up in the promotion. 


Do you think the builder will 
take on the costs of promoting 
a Privazoned home? 


If he’s sold enough on the idea. 
(As a matter of fact, it’s been 
done in a number of areas.) It 
would mean a lot of valuable 
publicity for him because the 
public is always interested in 
new home ideas. 

Also, if the plumbing con- 
tractor is interested enough, he 
might assume some of the cost 
of promotion. He too could get a 
lot of valuable publicity. Then 
too, the advertising help of man- 
ufacturers (or their local repre- 
sentatives) whose fixtures go 
into the model home might be 
obtained. 

Wholesalers also have a stake 
in Privazoning and could carry 
a share of the promotional costs. 
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How would an ideal local pro- 
motion be run? 


It would be the joint effort of a 
local builder, a plumbing con- 
tractor and a wholesaler, with 
advertising help from manu- 
facturers. Better still, a number 
of representatives from each of 
these segments of industry could 
get together and put on a really 
big promotion. 


What elements should go into 
such a promotion? 


First of all, there’d have to be 
a well-designed house. If the 
dining room is too small, if there 
aren’t enough windows in the 
living room—if there’s anything 
the matter with the house at all, 
the Privazone features won’t go 
over as well. Naturally the Pri- 
vazoning itself has to be care- 
fully designed. 

Then the opening of the model 
home to the public should be 


given lots of advance publicity 
in the newspapers and perhaps 
with giveaway handbills. (Edi- 
tor’s note: A feature story in a 
coming issue cf DE will tell in 
detail how to conduct a Priva- 
zone promotion.) 


What publicity aids are avail- 
able to builders or plumbing 
contractors? 


The following is a partial list 
of materials available from the 
Privazone Council of America 
(Assns. Building, Washington, 
D. C.): a counter card poster 
with a pocket for consumer liter- 


ature; a full-color consumer 


piece that’s suitable for direct- 
mail or for putting in the pocket 
of the counter card; and a sales 
kit containing newspaper ad lay- 
outs and suggested copy, layouts 


for billboards, bus cards and di- 
rectional signs, news releases 
and complete, packaged news- 
paper supplements. 

Also available is a 10-minute 
sound-slide color film for auto- 
matic presentation to audiences 
of home buyers. 

These materials are available 
at reasonable cost and, if used, 
would do a good job of telling 
about Privazoning. 


What industries besides plumb- 
ing fixtures have a stake in 
Privazoning? 


Related industries such as tile 
and light fixture manufacturers. 
Every producer and seller of 
potential furnishings for the con- 
verted bedroom—the television 
manufacturer, for example— 
has something to gain. The aid 
of such groups could and should 
be enlisted for both national and 
local promotions. 


Let’s return now to some basic 
questions about Privazoning it- 
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self. How much of a factor do 
you think price is or will be in 
consumer attitudes toward Pri- 
vazoning? 


Price is a factor in every com- 
modity until people want it 
enough to pay the price. There 
was a time when people stuck 
with the horse and buggy not 
only because they distrusted the 
automobile but also because they 
didn’t want to pay what it cost. 
Now the two-car family is fairly 
common. There was a time when 
each family had only one radio. 
Now nearly every family has 
several. Soon every family will 
have more than one TV set so 
that different members can watch 
their own favorite program. 

If Privazoning is properly pro- 
moted so that it catches on, price 


will cease to be an important 
factor. This isn’t going to happen 
overnight, of course. In the im- 
mediate future, judging from 
what we've learned so far, price 
will probably be a factor in 
homes costing less than $20,000, 
but not in homes over that figure. 


Do you think Privazoning ever 
will be adapted to mass housing? 


If by mass housing we mean the 
middle-income home priced say 
between $12,000 and $18,000, 
there’s no reason why it can’t. 
But Privazoning naturally will 
start in the home costing $20,000 
and over and gradually filter 
down to lower-cost ones. 


Taking regional differences for 
granted, about what is the dif- 
ference in cost betwen a Priva- 


COMING UP IN THE PRIVAZONING SERIES: 


e We live in a Privazoned house, and like it 


¢ Who are the best prospects for Privazoning? 


e Will Privazoning succeed in mass housing? 


e How contractors, wholesalers can start the 
Privazone ball rolling in their communities 


e Some Privazoned projects that succeeded 


e How can Privazoning be made better? 


e Can Privazoning be used in remodeling? 


e How to capitalize on consumer acceptance 
of the basic concept of Privazoning 
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zoned home and a home with 
one conventional bathroom? 


Between $300 and $800. 


Do you think “Privazoning,” 
“Dressetory” and “Privasuite” 
are well-chosen words for this 
new concept? Does the terminol- 
ogy have any bearing on con- 
sumer acceptance of the idea? 


The words are completely de- 
scriptive of the facilities they 
stand for and are therefore easy 
to remember. 


Privazoning obviously is pri- 
marily an idea for new homes. 
Do you foresee an adaptation of 
it to remodeling? 


That would naturally depend up- 
on the existing room in an older 
home, its size, the location of the 
piping, etc. In some cases it 
would be entirely possible to 
Privazone an existing home. But 
Privazoning will remain chiefly 
a new home idea. 


How satisfactory has been the 
progress made by Privazoning 
in the 18 months of its existence? 


Naturally it’s not a good idea to 
ever be satisfied with what's 
been accomplished — otherwise 
you tend to slow down your 
efforts. But by and large, con- 
sidering how much basic work 
had to be done to get the idea 
going, considering how revolu- 
tionary the idea is, and keeping 
in mind that it’s still going 
through growing pains—progress 


has been very, very good. gnp 


They built 
Privazoned houses: 
2 case histories 





continued .. . 


He built the first Privazoned 
home, and says... 


“It's Still a Great 
Idea—but Let's Avoid 
the Early Mistakes’ 


A THOUGHTFUL Sheldon Kay reviews some of 
the promotional material that heralded the open- 
ing of the first Privazoned home—still unsold. 


THERE’S ALWAYS A LESSON to 
be learned from every pioneer 
undertaking, because in every 
“first” there are the inevitable 
mistakes as well as giant strides. 

What can the industry learn 
from the Miami experiment with 
Privazoning? In that city, nearly 
15,000 people visited a model Pri- 
vazoned house. Some 13,800 said 
they liked it. About 10,500 said 
they’d be willing to pay for it. 
The builder was enthusiastic. 

Yet today, about 18 months 
later, the house is unsold and the 
builder so far has not put up an- 
other one. 


a What happened? Didn’t the 
public like the idea after all? Did 
the builder become disenchant- 
ed? These are some of the ques- 
tions DE editors asked Sheldon 
Kay, the builder who pioneered 
the idea in Florida. 

“T still think Privazoning is a 
great idea,” he says, “and some 
day it will be a generally accept- 
ed feature of home design. 

“But,” he adds, “we did make 
some mistakes. They were big 
ones from the point of view of the 
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saleability of this particular 
house. They’re not mistakes from 
the point of view of Privazoning’s 
basic consumer appeal.” 

The mistakes, Kay says, were 
in design. “We just took a house 
I was already building and in- 
stalled Privazoning without re- 
designing the original plan. The 
result was that we took too much 
space away from the bedrooms 
and the Privasuites turned out to 
be too small. Or at least the pub- 
lic seems to think so.” 


= Kay feels that the same house, 
redesigned inside to allow more 
bedroom space, particularly in 
the master bedroom, would have 
been more acceptable. 

“This is particularly true be- 
cause these days there’s a certain 
amount of consumer insistence 
on bigger rooms all around. Peo- 
ple want kitchens that can serve 
almost like the old-fashioned 
kitchen used to function as a fam- 
ily room. They don’t want din- 
ettes, they want dining rooms. 
They want bigger, not smaller, 
bedrooms,” Kay says. 

“Actually, if people fully un- 


derstand the changed function of 
the bedroom in the Privazone 
concept, they’ll realize the rooms 
don’t have to be large.” 

This kind of thing can’t happen 
overnight—it has to come gradu- 
ally, he says, and will have to be 
a matter of educating people to 
the idea that the bedroom in a 
Privazone house is more of a den 
or lounging room. 

Kay says he never really tried 
to sell the house because an 
abrupt change in the Miami 
mortgage market 18 months ago 
favored only the sale of low-cost 
homes. The Privazone house was 
priced at $21,000. Kay feels that 
Privazoning is most practical in 
the home selling for $20,000 up. 


# What about the future? Will 
he build any more Privazoned 
homes? 

“Yes,” he says. “But we’ll 
make sure that the bedrooms 
conform to the current consumer 
preference for large bedrooms. 
Then, if people want to cling to 
their bedroom furniture as well 
as have the advantages of Priva- 
zoning, they'll have it.” END 
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How Miamians feel about Privazoning: 





Do you like it? 


92% said yes. 6% said no. 2% did not answer. 


Would you want it in your own home? 
81% said yes. 7% said no. 12% did not answer. 


Do you think it would be worth an additional 
$5 per month on your house payment? 
70% said yes. 6% said no. 24% were not sure. 


PUBLIC INTEREST in new home ideas 
is reflected by this crowd, just a few 
of the 15,000 who visited the Miami 
Privazone home on opening day. Sim- 
ilar crowds turned out elsewhere, 
attesting to Privazoning’s appeal. 


7 } ON 


0 Sa 


NONE OF THE OPTIMISM Kay felt when he introduced his first Priva- 
zoned home has been dimmed as far as the basic appeal of the idea 
is concerned. But he wants improvements in the original design. 
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continued .. . 


LIKE ANY NEW IDEA, Privazon- 
ing in the Kansas City suburb 
of Bel Air has had its share of 
growing pains. In spite of those 
pains, however, five of the six 
Bel Air Privazoned houses built 
a year ago are sold and occupied. 

To youthful builder Fred Ol- 
sen, president of the Southwest 
Construction Co., the new con- 
cept is “a basically good idea, but 
it has not had the proper kind 
of promotion needed to gain 
widespread public acceptance.” 

The fact that Privazoning in 
the Kansas City area adds rough- 
ly $1,000 to the cost of a house 
was given by Olsen as a prime 
reason why more people in his 
area haven’t purchased a Priva- 
zoned home. 


= Olsen believes that the Priva- 
zone concept must first achieve 
greater acceptance in higher 
priced houses and from there fil- 
ter down to greater use at the 
medium-cost level. 

One very bright spot in the 
Kansas City development comes 
from the owners of the Priva- 


He built the first Privazoned 
community, and says... 


“Basically a Good 
idea, but It Needs 
More Promotion’ 


YOUTHFUL Fred Olsen says Privazoning needs a more 
continuous promotional program to educate the pub- 
lic on the benefits of the new bathroom-bedroom idea. 


zoned houses themselves. Two of 
them, interviewed last month by 
DE, gave their unqualified en- 
dorsement to the idea. 

(A full report of how one fam- 
ily enjoys the new plumbing con- 
cept will be the subject of a story 
—‘We Live in a Privazone 
House and Like It’—in next 
month’s DE.) 


# Olsen offered this suggestion 
for cutting down the “resistance” 
to high cost: “Some of our sur- 
veys have shown that the ac- 
ceptance of Privazoned housing 
would be increased by cutting 
down the amount of Privazoning. 
That is, use it only in the master 
Privasuite and have conventional 
bedrooms elsewhere in the home 
with a conventional bathroom. 
“One of the comments we 
heard that pretty well sums up 
the public’s attitude was that 
Privazoning is ‘fine for parents, 


but small children do not need 
separate bathroom facilities.’ ” 

Olsen had this advice for in- 
dustry manufacturers who are 
interested in starting Privazone 
booms in local areas: 

“At the time of our Bel Air 
promotion, we had national at- 
tention centered on us. This was 
the opportune time to show the 
public that Privazoning was 
something worth looking into. 
However, we had to bear the 
entire cost of promotion our- 
selves, and as a result were not 
able to continue our publicity 
and advertising after the grand 
opening. 


= “We feel that had there been 
continuous promotion, Privazon- 
ing in Kansas City and elsewhere 
would have benefited greatly. 
One never really knows what the 
reaction of the public might have 
been...” END 


Cover photography for this month’s Privazoning issue 
was supplied through the courtesy of Crane Co., Chicago. 
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VISITORS had a bird's-eye view of 


the Privazoned model in Bel Air from 
catwalks over the roofless structure 
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PEEPING PRIVAZONERS: How the house- 
wife can “get away from it all” in a 
Privasuite (left) and a Dressetory is the 
attraction here for builder Olsen, archi- 
tect Don Harter and Bill Kramer, of the 
Plumbing Fixture Manufacturers Assn. 
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JOB PROBLEMS...and how to solve them 


Is a vacuum breaker needed for 
stall-type urinal installations? 


To the Editor: 
Recently a group of us were dis- 
cussing whether it’s possible for 
back siphonage to occur with a 
stall-type urinal and whether a 
vacuum breaker is 
these installations. 
We would appreciate your clari- 
fying this matter for us. 
Louisiana 


necessary in 


E.G. 


To the Reader: 
Generally, areas with high code 
standards require that a vacuum 


breaker be installed for any type of 
urinal fixture. Even when this re- 
quirement is not stipulated, it’s 
suggested by many authorities as 
the safest course to follow. 


wThe theory is that in order to 
properly protect the potable water 
supply from contamination, any 
possibility of potential danger 
should be reckoned with. The 
amount spent for protection be- 
comes insignificant when compared 
with the damage that can result 


Here's help for a domestic hot 
water supply that gets air bound 


To the Editor: 

Recently we installed a hot water 
heating system in a new house and 
hooked up an external heater to a 
storage tank, for domestic hot wa- 
ter. The piping arrangement is 
shown in our sketch (Fig. 1). 

However, the automatic air vent 
on top of the hot circulating line to 
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the heater doesn’t seem to keep 
working. After about two hours of 
operation, the heater gets air bound 
and we have to make the valve 
work by hand. We’ve tried two or 
three valves in this location, but 
the result is always the same. 

Can you tell us what to do? 

Connecticut J.B. 


from a contaminated water supply. 
In the case you mention, the 
chance for back siphonage to occur 
in volume is somewhat remote with 
this type of installation. Neverthe- 
less, it is possible for some contam- 
inated water to reach the potable 
supply under certain conditions. 
Stagnant or polluted water may 
accumulate in the valleys and crev- 
ices of the fixture flush rim. If a 
strong, negative pressure should 
develop in the supply line at the 
moment of a flushing cycle, some 
of this accumulated water might 
find its way into the potable supply. 
Even if the amount of contami- 
nated water were “negligible,” the 
damage would be done. END 


To the Reader: 

We suspect that the hot water 
supply line from the boiler to the 
heater is providing an air collection 
service to a large part of the air 
that is being released in the boiler. 

The main air movement should 
be in the direction of the compres- 
sion tank and out into the heating 
system. From your sketch it ap- 
pears that the loop to the heater 
offers a close-at-hand opportunity 
for the air to pocket. 

A venting valve of a very large 
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capacity would be helpful. How- 

ever, another cure would be to vent 

the heater loop right back into the 

system as shown in Fig. 2. The %- TO FIXTURES 

in. vent pipe will catch any air that 

is sidetracked to the heater and put . 

it back in the main where it be- eythane 

longs. Also, the vent is open at all AUTOMATIC 

times and is not likely to be easily AIR VENT 

disturbed by bits of pipe scale or 

other trespassers in the system. 1%" RETURN 
Fig. 2 also shows a couple of oth- ree 

er pipe changes that we recom- 

mend. First, instead of the hot wa- 

ter from the heater going directly 

into the tank, it has been tied into ‘ 

the fixture supply riser as the riser INDIRECT WATER CIRCULATOR 

leaves the storage tank. 


— 
TO HEATING SYSTEM 

















HOT WATER 
BOILER 











a The reason for this is, again, air 
in the wrong place. This change 
keeps it moving to the first opened 
faucet instead of pocketing at the 





top of the connection to the stor- Fig. 1 shows a reader's sketch of a domestic hot water supply system 
using an external heater that keeps becoming air bound despite the 

age tank. presence of an automatic air vent. The diagram below offers a couple 
Alternatively, the hot water of suggested changes in piping that should improve the system. 

could be connected in the head of 

the storage tank somewhere above 

the center line. This kind of con- 

nection should always slope up in 

order to pass air into the tank and TO FIXTURES 

prevent it from loafing in the pipe. 
Also, most designers prefer that 

the lower connection of the heater 

be made into the bottom tappings 

of the boiler rather than into the 

return piping on the discharge side 

of the pump. This shortens up the 

piping and helps reduce friction in COLD supPpLy | %* VENT 

the circuit. PIPE “ert 


— 
1%’ 











ALTERNATE 
|} CONNECTION 


= 


STORAGE TANK cna 
SLOPE UP 
TO TANK 


TO HEATING SYSTEM 











sw This type of domestic hot water HEATER — 
system depends on natural gravity 
circulation for water movement 
between the heater and the.boiler. HOT WATER 
The motive force is very small, be- SORER 
ing generated only by the differ- 
ence in density of the water into / EATING 
the heater and the cooler water DRAIN PLUG IN TEE. — 3) Soa 
leaving the heater to return to the ery ay EE RITES Ee ALOR EPSP 
boiler. The less resistance we have 
in the circuit, the better the per- 
formance will be. Fig. 2: Several changes to improve the system shown above are recom- 
We also suggest the use of a mended: (1) Keep the external heater above the boiler. (2) Vent the 
plugged tee on the heater outlet to heater loop right back to the heating system to keep the air where it 
: ; belongs. (3) Tie the hot water line from the heater into the fixture 
permit the heater to be drained 


supply riser to eliminate another point for air pocketing. The dotted 
and flushed periodically. END line shows an alternate connection that will do the same thing. 











CIRCULATOR 
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Jab Problems..... (continued) 


To the Editor: 

Can you furnish any information 
on the quantity of water in a hy- 
dronic heating system that can be 
diverted from:the main by a diver- 
sion fitting? 

We are interested in installations 
involving radiation on second and 
third floors and would like 
similar information fo: radiation 
that is located below the main. 


Rhode Island G.S. 


also 


To the Reader: 

The easiest and best way to ob- 
tain specific information on diver- 
sion fittings is to ask your supplier 
or the fitting manufacturers for ap- 
plicable data on their products and 


RD FLOOR 


2ND FLOOR 


FLOOR 


i ee 


then follow the directions for their 
use. However, we can review some 
of the fundamentals here for an 
understanding of the principles in- 
volved. 

To begin, the capacity of diver- 
sion fittings to redirect part of the 
water that passes through them de- 
pends primarily on two factors: (1) 
the flow through the main in gpm 
and (2) the diameter of the main in 
inches. 

This combination of gpm and pipe 
size controls the pressure drop 
through the fitting as shown in a 
typical graph (Fig. 4). 

Fig. 3 shows two typical circuits 
supplied through diversion fittings. 
One, ABCD, serves a convector on 


Fig. 3 shows a typical ap- 
plication of diversion fittings 
for second and third floor cir- 
cuits. In each circuit, ABCD 
and EFGH, the resistance 
must be less than the pressure 
drop in the diversion fitting 
that serves it. Otherwise there 
would be no diversion since 
the water takes the path of 
least resistance in the system. 


the third floor, and another circuit, 
EFGH, serves the second floor. 
Obviously, in order to divert 
water from the main into the indi- 
vidual convector circuit, the total 
in the 
less than the pressure drop in the 
diversion fitting. Otherwise there 
would be no diversion, since water 


resistance circuit must be 


takes the path of least resistance. 

Total resistance of the convector 
circuit involves all components, 
which takes in piping, elbows, 
valves and the loss in the convector 
itself. The convector loss can be de- 
termined by referring to the manu- 
facturer’s catalog. 

This computed total resistance is 
then matched with the available 
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PRESSURE DROP. THOUSANDS OF MILINCHES 


SINGLE FITTINGS 





THOUSANDS OF MILINCHES 


Two FITTINGS 








30 


GALLONS PER MINUTE 





PRESSURE DROP 


GALLONS PER MINUTE 


Fig. 4 is a typical graph showing how the combi- 
nation of gpm and pipe size controls the pressure 
drop in a diversion fitting. At 10 gpm with 1%-in. 
pipe the graph shows a pressure drop of 3,000 
milinches. By stepping up the gpm to 12, we gain 
700 milinches, or a total of 3,700. 


head in the diversion fitting as tak- 


Fig. 5: This graph shows the effect of using two diver- 
sion fittings to force the water downward in a below- 
the-main installation. In this example, with 10 gpm 
and a 1'%-in. pipe size, the head is increased substan- 
tially to 6,800 milinches. This is more than deuble 
that of a single fitting. (See article for full explanation.) 


en from Fig. 3 or some other source 
of information. If the circuit re- 
sistance exceeds the available head, 
then the arrangement is beyond the 
capacity of the diversion fitting and 
modifications are in order. 

Modifications to increase the ca- 
pacity of the diversion fitting may 
involve stepping up the system 
pressure by pumping more gpm. 
Or, some fittings are adjustable, 
and if the needed change is inside 
the adjustment range, the problem 
is easily solved. 


a The effect of increasing flow on 
the available head may be seen by 
again referring to Fig. 4. Here, at 
10 gpm, a 1%-in. main develops a 
head of 3,000 milinches. However, 
by pumping 12 gpm, we can pick up 
approximately 700 milinches for a 
new availability of 3,700 milinches. 
Usually, however, it is the prac- 
tice to tailor subordinate circuits to 
the characteristics of the main. 
For example, if a circuit with %- 
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in. pipe passing 1 gpm through the 
convector develops 3,400 milinches 
resistance, and the head available 
is only 3,000 milinches, the designer 
would substitute 34-in. pipe for the 
14-in. to bring the resistance with- 
in the circuit’s permissible limit. 


Two conclusions may be drawn 
from this discussion. First, the ca- 


pacity of a diversion fitting is not 


fixed but reflects the inter-rela- 

tionship of pipe size to flow in gpm. 

Second, whatever capacity may be 
(Please turn to page 103) 


TABLE A 





Ft of Column 
Per Lb Pressure 


Temperature 
Deg. F 


Milinches 
Per Lb Pressure 


210 
200 
190 
180 
170 
160 
60* 


2.405 
2.395 
2.386 
2.377 
2.369 
2.360 
2.30 


28,860 
28,740 
28,682 
28,524 
28,428 
28,320 
27,600 


*At 60F the density of water has a value of 1.00 and is therefore 
regarded as the standard condition for reference. 





Fig. 6 is a typical table that is helpful in calculating the pressure difference 
in piping due to temperature of the water. For example, 200F water pro- 
duces 2.39 ft of water column, while 180F water produces only 2.38 ft. 
This results in a difference in pressure balance between two legs of a piping 
circuit, which must be taken into consideration when figuring the total 
resistance that a diversion fitting must overcome. (See article for example.) 


101 





® Here's a New Argument for 
‘Contracting-Out'’ Industrial Work 


INDUSTRIAL PLANTS can add al- 
most one percent to their net 
profits by using mechanical con- 
tractors for maintenance and re- 
pair work rather than in-plant 
crews. 

That’s only one of the many 
hard-hitting sales points empha- 
sized in a new 20-page brochure 
issued by the Plumbing & Heat- 
ing Industry of Detroit in a 
strong bid to “recapture some of 
the work lost to in-plant main- 
tenance crews.” 

Although produced and distri- 
buted by the Detroit group, the 
brochure is designed for use by 
any mechanical contractor or 
group simply by removing the 
cover and replacing it with one 
bearing his or their own name. 
(See box at right.) 

With carefully researched facts 
and figures, distinctive text and 
dramatic drawings and photo- 
graphs, the brochure describes 
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concisely how the mechanical 
contractor “can pay management 
a profit.” 

“No expense was spared in 
putting this brochure together,” 
said James Massey, secretary- 
manager of the PHI. “It is de- 
signed as a hard-selling prestige 


piece, one that we hope reflects 
deserved credit upon the men of 
the plumbing and heating indus- 
try and the essential services 
they perform.” 

Beginning with a brief his- 
tory of the p-h contractor, the 

(Please turn to page 178) 








How you can use this brochure: 


The 20-page brochure described in these pages is available 
for use by individual contractors who wish to distribute 
it among their industrial and commercial accounts. It may 
be used either as the sole selling piece or as an additional 
prestige piece to supplement the contractor’s own brochure. 


= No references to Detroit are made in the body of the text, 
and the cover is designed to be replaced by the individual 
contractor’s own brochure cover. 

Inquiries on the brochure and prices for quantities should 
be directed to James Massey, secretary-manager, Plumbing 
& Heating Industry of Detroit, 3010 Guardian Bldg., Detroit 26. 
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SPECIALIZED EQUIPMENT: A wide variety of machines and 
tools, the brochure points out, is part of the p-h contractor’s in- 
vestment—permitting him to handle industrial jobs at less cost. 





his staff includes estimators, purchasers, 


Bec cute the Pumteng & Meotny Contracto: bases he prices ond het tate on 


compet Leeornn pe ho ahomt ont engneerng: 


Furth: te aus! te feensed to ante® rehageration plumtang got ond ov! 
Meuring Hitter 





bes 








SKILLED PERSONNEL: The brochure emphasizes the special skills 
possessed by the mechanical contractor and his staff—enabling 
them to do even the most complex jobs efficiently and quickly. 





TYPICAL INSTALLATIONS: The mechanical contractor’s capabil- 
ities range from power plant piping and extensive air condi- 
tioning and heating to washroom facilities, the brochure says. 
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Diversion Fittings .. . 


(Continued from page 101) 
established for a given set of main 
conditions is not significant—except 
as it dictates the arrangement of 
the subordinate circuits. 

For radiation below the main, 
however, we find a different situa- 
tion. For one thing, the benefit of 
thermal circulation, which is the 
tendency of hot water to rise as the 
result of decreased density, is lost. 

In fact, it is necessary to combat 
thermal circulation by forcing the 
hot water to descend against the 
resistance of the cold water in the 
radiation, and displace this cold 
water upward. 


ws This is usually accomplished by 
installing two diversion fittings in 
the main. One is located at the 
point of hot water descent and the 
other where the cooler water from 
the radiator merges with the main. 

This pair of fittings increases 
substantially the available head for 
forcing the water downward. For 
example, at 10 gpm in a 1%-in. 
main, we can count on about 6,800 
milinches as shown in Fig. 5. This 
is somewhat more than double the 
head produced by a single fitting 
under the same conditions. 

Calculating the resistance in sub- 
ordinate circuits is identical to the 
above-the-main procedure insofar 
as circuit components are con- 
cerned. However, we also must add 
the resistance developed in displac- 
ing the colder water. 

For example, suppose the radia- 
tion is 10 ft below the main and is 
supplied with water at 200F, with 
the return to the main at 180F. 


= Using the information in Table 
A, we find that 10 ft of water at 
200F produces 10/2.39 — 4.18 Ibs. 
The rising leg of 180F water, also 10 
ft high, produces 10/2.38 — 4.20 lbs. 
Therefore, the hotter leg is short of 
balancing by 0.02 Ibs. Converting 
this shortage into milinches, we 
take the 27,600 milinches in the 
standard lb and multiply by 0.02 
and get 552 milinches. 

This difference in balance then 
becomes part of the total resistance 
of the below-the-main circuit. 

For answers to specific questions 
consult the manufacturer. END 





PUSH-BUTTON PLUMBING—long 
a designer’s dream—is now avail- 
able commercially. 

A new system just introduced 
by American Sanitary Manufac- 
turing Co., under the trade name 
Ultraflo, permits a homeowner to 
control the water supply at each 
fixture by means of modern push 
buttons. 

The buttons are arranged on a 
compact. control panel that may 
be placed anywhere for conven- 
ience—on the wall, in the coun- 
ter top or on the backsplash 
board. Separate control panels 
are used for tub, shower, lava- 
tory and sink. 


« The firm calls it the plumbing 
industry’s “first basic major im- 
provement in over a century that 
can be merchandised to the pub- 
lic on the same basis as air con- 
ditioning, built-in appliances and 
other advancements.” 

The practical idea behind UI- 
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Now available commercially 


Push-Button 
Plumbing: 

It Comes 

of Age... 


WHAT'’LL YOU HAVE? With just the touch of a button, house- 
wives can now select water that is hot, cold, hard or soft, warm 
or extra warm. The push-button panels can be located in a 
variety of places in the wall—above the sink, for example. 


traflo is the principle of mixing 
warm water at the water heater 
instead of at the fixture. The 
push buttons control solenoid 
valves through a low voltage 
electrical system, and there can 
be a separate button for each 
type of water desired: hot, cold, 
warm, extra warm, full flow, gen- 
tle flow, soft or hard. 


alin actual application, not all 
eight are necessarily used for a 
given fixture. A kitchen sink, 
for example (see illustration), 
might have a panel for hot, cold, 
warm, extra warm and soft, but 
may not need full flow or gentle 
flow which are more applicable 
for the tub and shower panels. 

Since the mixing is done at the 
water heater, there are no sep- 
arate runs of hot and cold water 
pipe from the heater to the bath- 
room or kitchen—just one sup- 
ply line. And, because the line 
serves only one fixture, the com- 


pany says, “it need not be as 
large as the pipe normally used.” 

Here’s how the system oper- 
ates: A compact case containing 
electrical relays and the solenoid 
valves is mounted on the wall as 
close to the water heater as pos- 
sible. The relays themselves are 
actuated by low-voltage, door- 
bell-type current reduced to a 
harmless 24 volts by a trans- 
former also enclosed in the case. 


# On each supply run to the fix- 
ture there is a solenoid valve 
controlling hot water and another 
controlling cold water. If the 
“hot” button is touched, the 
valve opens, delivering hot water 
to the fixture. The same proce- 
dure produces cold water, and if 
the warm button is touched, both 
the hot and cold valves open, 
supplying a pre-determined mix- 
ture of hot and cold water. 
Another valve can open the 
line for full flow, or when the 
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valve is closed, for the water to 
bypass it at a reduced flow. 
Extra-warm water is provided 
when two “hot” valves and a 
cold valve are all opened at once. 
Hard and soft water are avail- 
able in a similar manner if the 
installation includes a softener. 
Installation of the system in a 
home is recommended during 
construction, since the savings 
effected through use of less pipe 
will help offset the cost of the 
valve case, panels and wiring. 
The system can be put into ex- 
isting homes, however, by stub- 
bing off one supply pipe and cov- 
ering one faucet opening with a 


Heart of the system: 


THIS COMPACT valve case, prewired 
at the factory, is mounted close to the 
water heater. Connected to a 110-volt 
circuit, it requires only a single supply 
line to each fixture and electric wires 
leading to the push-button panels. 
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brass plate. A company spokes- 
man also said that two major 
plumbing fixture manufacturers 
have said they will produce fix- 
tures especially designed for the 
Ultraflo system. 

The system has been approved 


ANOTHER VARIATION (above) shows 
the push buttons mounted in the sink 
deck. The buttons are color-coded for 
easy selection of the type and tem- 
perature of water desired by the user. 


LAVATORY INSTALLATION (left) has 
push buttons conveniently located in 
a side wall. Buttons actuate solenoid 
valves in the supply line that provide 
the exact water temperature selected. 


by plumbing and electrical code 
boards, utility companies and 
home builders, the company says. 

Further information may be 
obtained by writing to the Ultra- 
flo Division, American Sanitary 


Mfg. Co., Abingdon, III. 


END 








Get Set to Make the 75th Year 
of Automatic Heat Its Biggest 


A GREAT INDUSTRY, and one of 
its pioneer firms, will celebrate 
75 years of progress in 1960 with 
far-reaching promotional pro- 
grams designed to give automatic 
heating and cooling the biggest 
industry-wide push in its history. 

The automatic heating indus- 
try and Minneapolis-Honeywell 
Regulator Co., in separate and 
cooperative promotions, are plan- 
ning programs of unprecedented 
size to remind the American con- 
sumer that never before has such 
complete and economic indoor 
comfort been offered by the na- 
tion’s p-h contractors. 


sIn marking the diamond anni- 
versary, manufacturers, whole- 
salers, trade associations and con- 
tractors are expected to join in 
the industry-wide promotion 
which will kick off what Honey- 
well vice president K. L. Wilson 
calls “a golden decade for the 
heating and cooling industry.” 

Not ail industry plans are in 


final form as yet, but the Oil 
Heat Institute, for example, plans 
to make the 75th birthday idea 
initiated by Honeywell the theme 
of its spring exposition in New 
York City next April. 


»The Gas Appliance Manufac- 
turers Assn. expects to use the 
anniversary to lead off its own 
spectacular “Big Decade” pro- 
gram, aimed at reaping full ben- 
efits from the rich potential of 
“the Soaring ’60’s.” 

The National Warm Air Heat- 
ing and Air Conditioning Assn. 
intends to feature the Honeywell 
idea and its promotional possi- 
bilities in a forthcoming bulletin. 

In another segment of the in- 
dustry, the Air Conditioning and 
Refrigeration Wholesalers see 
“great potential” in the program, 
particularly as a tie-in with their 
own 25th anniversary which will 
also stress more salesmanship on 
behalf of industry products. 

On the production level, scores 


of original equipment manufac- 
turers are expected to join Hon- 
eywell’s extensive anniversary 
programs, which are largely in- 
stitutional in nature and there- 
fore net directly identified as 
Honeywell originated. 
Addressing trade editors at a 
preview of his company’s “Dia- 
mond Jubilee Program,” Wilson 
explained the institutional ap- 
proach by saying, “Our belief is 
very strong that the best way— 
perhaps the only way—for us to 
advance our own interests is to 
place our primary efforts toward 
expanding the entire market, 
with the hope of getting our fair 
share of the new or additional 
business from this expansion. 


=» “Consumer spending is expect- 
ed to skyrocket during what are 
already being called the Fabu- 
lous ’60’s,” he said. “There was 
never a better time than right 
now for the heating and cooling 
industry to build and expand its 
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role in the country’s economy.” 

Minneapolis - Honeywell’s dia- 
mond jubilee promotion will re- 
quire the largest expenditure in 
the company’s history for the 
promotion of heating and air con- 
ditioning equipment. It will con- 
sist of 11 industry-oriented ad- 
vertising and sales promotion 
programs. Six will aim at pro- 
moting the sale of quality heat- 
ing and air conditioning. One will 
help upgrade equipment sales in 
the commercial-industrial mar- 
ket. There also are a water heat- 
er replacement campaign, a 1960 
“parade of new products,” and 
an educational program designed 
to assist dealers in becoming bet- 
ter businessmen. 

(A summary of each program 
begins at the right.) 


aH. D. Bissell, vice president in 
charge of merchandising for 
Honeywell, says the programs 
“are built to pay off at the point 
of sale. That’s their only mission 
in life and our only intent. We 
want to help the manufacturer, 
the wholesaler and the dealer 
move merchandise because we 
know if we help them we will 
help ourselves.” 

Contractors, wholesalers and 

(Please turn to page 108) 
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Brochure from Honeywell describes anniversary promotions. 


These programs will help you celebrate 
automatic heat's diamond jubilee... 


OPERATION DOOR OPENER is a direct-mail promotion package on 
heating and cooling that manufacturers can offer to their whole- 
salers and contractors. Six separate mailings will flush out new 
leads at the consumer level. Merchandising kits from Minneapolis- . 
Honeywell will help industry manufacturers present the program 
to contractors. All literature will feature the manufacturer's brand 
name and equipment. Contractor participation is at cost. Manu- 
facturer cost support is optional. 


MILADY’S CLIMATE will continue the 1959 program of consumer 
education to broaden feminine interest in quality heating and air 
conditioning. The motion picture “Mother Knows Best,” featuring 
actress Jane Darwell, and the booklet “Milady’s Climate” again 
will be offered to manufacturers at cost. Both the movie and 
booklet contain strong messages on how central air conditioning 
improves the happiness and comfort of the entire family. 


TWO-FURNACE—TWO-ZONE 1960 continues the 1959 program 
aimed at convincing owners of quality homes that they will be 
more comfortable with either two-furnace or two-zone hydronic 
heating systems. Again free manufacturer, contractor and builder 
merchandising kits will be available from Honeywell, as well as 
consumer booklets at cost. 


PUT YOURSELF IN HOT WATER is designed to make p-h con- 
tractors more conscious of the replacement potential in water 
heater sales. And it will show them how to capitalize on it. Contrac- 
tors will win a membership in a newly created “Put Yourself in 
Hot Water Club” by agreeing to practice certain merchandising 
techniques. By sending entry cards in, they become eligible to 
win a luxury trip for two with expenses paid to such vacation 
(Please turn to page 109) 





continued ... 


Diamond jubilee a’comin .. . 


(Continued from page 107) 
manufacturers not already mak- 
ing special plans to promote 
heating and cooling equipment 
sales in “diamond-anniversary- 
style” were urged to “jump on 
the bandwagon immediately” by 
Wilson, who stressed the impor- 
tance of timing in a program of 
this size. 

Bissell pointed out to trade ed- 
itors that while the industry can 
be proud of its past 75 years, 
1960 should be used mostly as a 
“check-point” on industry-build- 
ing activities. 

“It’s also a time to stop and 
look at ourselves,” he said, “and 
also look ahead to see what we 
can do better (in building busi- 
ness) than we have done before.” 


& Both Honeywell and other in- 
dustry spokesmen noted that the 
75-year history of heating and 
cooling will not be neglected in 
coming promotions. It is a news- 
worthy event in itself, capable of 


winning wide editorial support 
in the nation’s press as a feature 
“looking back on the good old 
days.” 

Honeywell, for example, al- 
ready has provided consumer ed- 
itors with charming historical 
anecdotes which call back mem- 
ories while also reminding poten- 
tial buyers how superior and vi- 
tal modern automatic heating is. 


# Another speaker at the jubi- 
lee preview was Tom McDonald, 
Honeywell executive vice pres- 
ident, who said the 1960 promo- 
tions can also be regarded as a 
further step in overcoming four 
“long-time weaknesses” of the in- 
dustry. He listed them as poor 
installation, price cutting, weak 
merchandising and lack of con- 
sumer education. 

In each instance, McDonald 
stressed, the industry has taken 
constructive action. For example, 
poor installation is becoming less 
frequent because of continuing 


Then and now in automatic heating .. . 


SYMBOLIC OF THE PROGRESS in automatic heating is 


this small plant (left) where the first automatic control 
system was produced in the late 1880's, as contrasted 


educational programs by manu- 
facturers and associations. He 
cited particularly the National 
Warm Air Heating and Air Con- 
ditioning Assn. and the Institute 
of Boiler and Radiator Manufac- 
turers which have held hundreds 
of schools and university short 
courses to up-date contractors on 
design and installation methods. 

Price cutting, he said, also is 
being met with an increasing 
awareness that a far more intel- 
ligent alternative is upgrading 
sales or providing low-cost in- 
stallations from regular lines. 
McDonald said the industry 
could be proud that it can pro- 
vide adequate heating for all 
homeowners without recourse to 
the inferior installations that re- 
sult from price cutting. 


» Major strides also have been 
made in improving merchandis- 
ing and increasing consumer 
education, McDonald added. 
While recognizing advances in 


with Honeywell’s modern headquarters building in Min- 
neapolis today. The firm now makes about 13,000 dif- 
ferent products and employs more than 32,000 people. 
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Herbert Bissell 


“The 75th anniversary of automatic 
heating is a signal for all of us to 
stop and look at ourselves and see 
what we can do better than before.” 


Kent Wilson 


“The year 1960 marks the beginning 
of what should be a golden decade 
for heating and cooling contractors.” 


weak areas of the industry, Mc- 
Donald concluded by calling for 
greater joint efforts to strength- 
en heating and cooling’s position 
in the American market. A 75th 
anniversary, he reminded edit- 
ors, is an excellent time to join 
together for greater overall sales. 

A review of Minneapolis-Hon- 
eywell’s 75 years shows that the 
company, now a giant in Amer- 
ican industry, started as a small 
“sarage-type” operation with 
only a slim chance of survival. 
The men involved, not unlike en- 
terprising contractors of today, 

(Please turn to page 185) 
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These programs will help you celebrate 
automatic heating’s diamond jubilee... 


(Continued from page 107) 
glamour spots as Bermuda and Acapulco. Wholesalers also can 
qualify for prizes. A free merchandising kit will help manufac- 
turers present the program to wholesalers and contractors. A 
colorful homeowner booklet also will be available at reprint cost. 


WIN A WAGON is a nationwide contest for contractors who sell 
to the commercial-industrial market. It will create new demand 
for equipment that incorporates Honeywell flame safeguard con- 
trols. The winner in the contest will be awarded a brand new 
1901 (that’s right) Oldsmobile Wagon. No cost. 


WEATHER STATION is an advertising and publicity program that 
will establish the new Honeywell Weather Station as a symbol 
of quality air conditioning and will remind the homeowner of 
what his air conditioning system can do to provide complete home 
comfort. Homeowner booklets, contractor sales kits, and manu- 
facturer and contractor Vu-Graph shows will be offered to par- 
ticipating manufacturers at cost. 


WEATHER WATCH is a long-range weather forecast show on NBC 
Weekend Monitor radio. Eighteen broadcasts in the spring and 
another 18 in the fal! will predict the summer and winter weather 
three months in advance. Free broadcast tie-in kits will help 
contractors conduct their own local promotions. Manufacturers 
will be offered a Weather-caster slide rule with their name on it 
for distribution to their contractors as handouts to prospects. Free 
except for the cost of slide rules. 


60 CYCLE IN ‘60 will announce a complete line of Honeywell 
electric heating controls designed to help homeowners live com- 
fortably. Consumer advertising and colorful mailings to whole- 
salers and contractors will feature these new controls. 


OLD-TIMER TRADE WINDS will be a new magazine saluting old- 
timers in the industry and telling the story of the industry's 
growth and development. Manufacturers will be invited to con- 
tribute ideas, photographs and details for stories. Free copies 
will be available for distribution to wholesalers and contractors. 


GIVE ‘EM SELL is a colorful trade education program designed to 
help heating and air conditioning contractors develop merchan- 
dising skills. A three-part merchandising lesson will be provided 
through a series of four-page full-color advertisements in a num- 
ber of trade publications. Reprints of the advertisements will be 
incorporated into a folder and offered to manufacturers for dis- 
tribution to contractors. Folders will be available at cost. 


PARADE OF PRODUCTS: Like an opening day parade, a five-page, 
four-color advertisement in the April issue of Better Homes and 
Gardens will show homeowners the new Honeywell products 
that heating manufacturers will be offering them in 1960. 


Editor’s note: Complete information on how contractors can par- 
ticipate in any or all of these programs is available from whole- 
salers, Minneapolis-Honeywell sales offices, or the company’s 


home office at 2747 Fourth Ave. South, Minneapolis 8. END 





WHO MAKES THE RUYING DECISIONS in the 
family on such major items as plumbing and 
heating—the husband or wife? 

What improvements do homeowners gen- 
erally think of first when they want to up- 
grade their homes? A garage? Basement 
recreation room? Wall-to-wall carpeting? Or 
is it one of your products—a second bath- 
room, a modern heating system, a new 
kitchen? 

When a homeowner gets to thinking about 
investing in a new bathroom or whatever, 
what preconceived ideas does he have as to 
what he’s looking for? 


Husband-Wife Teams Provide the Answers 


These were among the provocative ques- 
tions raised at a family conference on hous- 
ing, held recently in Washington, D. C. The 
answers came from some 80 delegates—hus- 

TH IS IS ABOUT band and wife teams—from almost every 
part of the country. What they had to say is 


of great interest to every businessman com- 


peting for the consumer dollar 
i Sponsors of the conference were various 
y segments of the home building and furnish- 
e ings industry, including four from our own. 


The p-h-c industry was represented by the 
Better Heating-Cooling Council, Plumbing 
Fixture Manufacturers Assn., and the Na- 
7 tional Assn. of Plumbing Contractors. The 
: air conditioning industry’s part of the con- 


” eowners meet in Washington ference was sponsored by Du Pont’s Freon 


Products Division. 


4, pve their wanes oo the housing How the Delegates Were Selected 


— including p-h contractors, The conference followed the format of pre- 
their services vious such meetings, held annually since the 


first one sponsored by the Housing and Home 
Finance Agency in 1956. Delegates, winners 
in local “ideal home” essay contests, formed 
discussion groups of about 10 persons. Each 
group had a monitor who raised the perti- 
nent questions. Each also had on hand an 
industry “expert” to answer specific ques- 
tions raised by the panels. 

The presence of husbands as well as wives 
was an innovation this year, as was a special 
session attended by 10 Washington area teen- 
agers who proved to be articulate on what 
they like and don’t like about the home. 

And here are the questions asked—and an- 
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Adding another bath or half bath is the first thing most homeowners, wives especial- 
ly, would do if given the opportunity to remodel. The congestion during the morning 
“rush hour” was the most cited reason. Several women said they’d settle for a 
downstairs lavatory because it would serve during the morning rush and also as a 
powder room for company. Some prefer a lavatory near the kitchen that can serve 
as a “mud room” for playing youngsters and gardening husbands. 


a Interested listeners at the discussion on bathrooms included (standing, from left) 
Bill Kramer of the Plumbing Fixture Manufacturers Assn.; Ann David, American- 
Standard’s “Miss Molly”; and Joseph Schmitt of Universal-Rundle Corp. 


swered—on what the delegates think of you, your 
products and your services. 


When it comes to buying something major— 
such as a new heating system or remodeling a 
bathroom or kitchen—who makes the buying 
decisions in the family? 


The answer to this question is more complex than 
the question itself would suggest. In most cases, 
the final decision to buy is made by husband and 
wife together. But, since the buying process be- 
gins with an initial dissatisfaction with present 
facilities, the crucial factor is—who is most in- 
convenienced by or dissatisfied with what’s in the 
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home? It’s naturally the wife who finds her 
kitchen inconvenient or old-fashioned—or who 
just doesn’t like the way it looks. 

In homes where both husband and wife work 
or where there are growing children, all members 
grow tired of waiting their turn to use the bath- 
room. It’s the wife and her growing daughters 
who become dissatisfied with the appearance of 
the bathroom. The menfolk generally care only 
if they can get in when they want to. 

All members of the home naturally react to in- 
adequate heating, but the initiative about getting 
a new system generally is taken by the person 


(Please turn to center of page 112) 








continued ... 


A question on the life expectancy of the home heating system turned up some 
interesting answers. Would you be willing to pay 10 to 15 percent more for your 
heating equipment if it would last from 20 to 40 years instead of 10 to 20, delegates 
were asked. Many said they would, but others pointed out that products are under- 
going continuous improvement, and a heating system built to last 40 years would 
become obsolete much sooner. Most delegates wanted their heating systems to last 


at least the life of the mortgage. 


Frank Greene, executive director of the Better Heating-Cooling Council (rear 
left) was an interested spectator at this session on heating. Seated directly in front 
of Greene is American-Standard’s “Miss Molly.” 


(Continued from page 111) 
most inconvenienced in taking care of the system. 
When fuel or maintenance costs are high, the hus- 
band generally takes the initiative to buy a new 
system or at least is very amenable to the idea 
when the issue is raised by his wife. 

Once the question of buying a new bathroom, 
kitchen or heating system is raised, it’s generally 
the wife who keeps the issue alive—and who per- 
sists until the final decision to buy is made. 

She looks at ads and sends for literature, and 
sometimes calls in a p-h contractor for estimates. 
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She becomes susceptible to the advertising of 
chain stores, etc. The wife generally decides what 
she wants, then talks it over with and sells her 
husband on the idea. Sometimes she has to com- 
promise with her ideas, but most of the product 
“research” is done by the wife in the case of the 
bathroom and kitchen. To a lesser degree the 
woman influences the buying of the heating sys- 
tem, particularly with respect to choice of fuel. 
The p-h contractor, then, is wise to direct his 
advertising mainly at the woman of the house. 
He’s also wise to emphasize not only such things 
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How does the typical homeowner choose his p-h contractor? 


The contractor’s reputation and how long he’s been in business most strongly in- 
fluence the homeowner’s choice when he needs the services of a p-h contractor, 
DE’s Washington reporter, Bill Haigwood (rear left) found. This reputation is based 
on word-of-mouth information from satisfied (or dissatisfied) customers but is also 
influenced by advertising, particularly in the local newspapers. 


= The contractor who’s been in business for some time is wise to stress this point, 
the panel agreed, because it suggests experience and stability. However, the one 
who hasn’t been in business too long can still build a reputation on his other strong 
points—24-hour dependable service, for example. 


as comfort, convenience and beauty, but also econ- 
omy and the availability of time-payment financ- 
ing—because the wife can use the economy and 
easy payment factors to convince her husband 
that they can afford what she wants. 


If the homeowner had the opportunity to re- 
model, what changes would come first? 


As at last year’s housing conference, the second 
bath or half bath was the first choice. Some wom- 
en said they’d prefer to have the second facility 
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downstairs, to serve as a family washroom and 
also dub as a powder room when company comes. 
Mothers of growing youngsters want a room con- 
taining at least a wash basin and water closet 
near the back of the house to serve as a “mud 
room.” The ideal, they agreed, would have a di- 
rect entrance from the outside, although a few 
dissented from this, asserting that they want to 
see their youngsters once in a while to keep tabs 
on what they’re doing. 

Second choice of the husband-wife teams was 

(Please turn to center of page 114) 





continued .. . 


At a special session for teenagers, the youngsters showed a surprising interest in and 
knowledge about what facilities their ideal home would have. Samples of their 
considered opinion: Air conditioning is a necessity in the home because it’s important 
to health. Zoned heating is important to health. Privazoning (see, also, the report 
beginning on page 83) won their favor because “it gives them a place of their own 
in which to do their homework and entertain their friends.” 


alIndustry representatives on hand at the teens’ session included R. L. Williams 
(rear left), sales manager for Du Pont’s Freon Products Division, and N. H. 
McMenimen Jr., of General Electric Co.’s air conditioning department. 


(Continued from page 113) 
a general family room or den. Third choice was a 
remodeled kitchen. Wives particularly expressed 
themselves strongly on this point. They want con- 
venient juxtapositioning of the various elements 
in the kitchen, but they also want plenty of room 
to work and for the family to sit down to eat. 


What do people look for in their heating? 


The single most important factor in homeowner 
satisfaction with the heating system is evenness of 
heat. Important, too, are cleanliness, low cost and 
low noise level. Other points mentioned are a 
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warm floor, long system life and decorator ease. 

Homeowners tend to think of radiators and reg- 
isters as facts of life that everyone has to put up 
with and they didn’t complain on this score. But 
they do think their location in the room could be 
improved and that in new homes the prospective 
owner should be consulted, whenever possible, 
as to where radiators and registers should be put. 


What do homeowners know about zoned heat- 
ing? Are they interested? 


Few of the delegates knew much about zoned 


(Please turn to page 166) 
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Can You Break the Winter Barrier 
to Water System Sales? 


Industry manufacturer offers new plan to prove “it can be done” 


MorRE WATER SYSTEM SALES in 
the wintertime is the goal of a 
new program just launched by 
The F. E. Myers & Bro. Co. of 
Ashland, O. The manufacturer 
hopes to prove that more pumps 
can be sold in the traditionally 
slower months of winter, and 
thereby lead to an increase in 
merchandising activity by water 
system dealers. 

To implement the program, 
Myers is offering a series of sell- 
ing aids, advertising support and 
incentive prizes for its dealers 
and distributors. 

The program was introduced 
at an all-day press conference at- 
tended by top Myers officials. 


sin explaining the objectives of 
the program, F. E. Myers II, com- 
pany vice president, said: “It is 
time for the pump and water sys- 
tems industry to expand beyond 


eexclusive Myers 
profit plan shows 
ate) am 40) Om Oy. ¥ay 
*SELL PUMPS 
THIS WINTER 


j<waterway 


BOOKLET tells how pump sales can be 
increased during the winter months. 
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its traditional role as an industry 
filling a ‘need’ market to an in- 
dustry filling a ‘creative’ mar- 
ket.” He pointed out, by way of 
illustration, that such creative 
markets have been made by the 
automotive industry which, by 
yearly model changes and hard 
selling at the dealer level, turns 
over its market every two or 
three years. 


«Examples of this potentially 
creative market in the water sys- 
tems industry were illustrated 
by E. M. Myers, vice president 
of sales. They include: (1) Up- 
grading a pump sale to bigger 
capacity and higher quality mod- 
els; (2) selling a second or third 
pump where needed to do the 
job; (3) selling rural customers 
on modernization, including a 
larger pump; (4) selling a re- 
placement pump instead of con- 





tinuing to patch up an outdated 
one when repairs are needed; 
and (5) selling the customer on 
additional water services, such 
as lawn sprinkling and fire pro- 
tection. 

Myers then cited the following 
story to illustrate the “fallacy of 
following tradition blindly, such 
as the industry does” when it 
does not promote water systems 
selling in winter: 

“In the early days of food re- 
frigeration, the icebox was re- 
garded as a summer sales item. 
A dealer in Maine was reported 
to be doing a thriving business 
selling iceboxes in the winter 
months. This was unheard of. 

“No one sells iceboxes in the 
winter,’ he was told. ‘Oh,’ he re- 
plied, ‘I didn’t know you weren't 
supposed to.’ 

“Apparently there is some 

(Please turn to page 174) 


NO RETAIL SALES 
ey PUMP SHIPMENTS A 
iNoUST! ” 


A " wwoustey Pome smupnent > 


HOW INDUSTRY PUMP SHIPMENTS are at variance with other retail sales dur- 
ing the year is pointed out in this chart by F. E. Myers II, vice president. 
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WHAT KIND OF TRAINING will benefit the plumb- 
' ing and heating contractor who’s getting to be 
Sa j more and more merchandising-minded? Can he 


q aA " “go back to school” and learn something about 
: 


selling, for example, that will have a direct and 
profitable application to his business? 

These questions sound extremely general—but 
they require very specific answers if they are to 
mean anything. And the answers were supplied, 
in part at least, by the successful completion of 
a sales training course in Dubuque, Ia. recently. 
The course (see DE for June, page 112) was 
sponsored by the Sales Training Council of the 
Plumbing-Heating-Cooling Information Bureau. 


f 


» At Dubuque, some 18 p-h contractors from a 
40-mile radius took a three-hour course every 
other Friday night for 20 weeks. They brushed 
up on such salesmanship factors as: 

(1) how to gain identification with a consumer 
as “his plumbing and heating contractor.” 

(2) how to upgrade a sale by talking up ad- 
ditional product and service benefits instead of 
simply taking an order as already decided upon 
by the customer. 

(3) how to take advantage of the entree into a 
home provided by a service call to get leads. 

(4) how to use direct-mail successfully. 

(5) how to use time payments as a means of 

(Please turn to center of page 118) 


GRADUATION DAY: Contractor “students” who tion ceremonies on September 16. Following 
attended the 20-week sales training course spon-__ the test-run in Dubuque (la.), the course is now 
sored by the Plumbing-Heating-Cooling Informa- being “packaged” and will be offered soon to 
tion Bureau are shown as they attended gradua- plumbing and heating contractors elsewhere. 
~ are eee 

a : = 
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Simpson's direct mail offered a free survey; brought 
in $15,000 in remodeling and water system sales... 


Joseph Simpson 


“I GOT MY BEST RESULTS from the session on ad- 
vertising,’ Joseph Simpson says of the Dubuque 
sales training school. He carries appliances and 
does some electrical work, but about 95 percent 
of his business is in plumbing and heating (with a 
strong emphasis on water systems) in and around 
Zwingle, Ia., population 132. 

At the school he heard about personalized di- 
rect mail and decided to try it. He carefully se- 
lected the names of 30 good prospects and sent 
each a letter calling attention to his services and 
product lines. In addition he offered a free sur- 
vey of their plumbing and heating. 

In the first two weeks after the mailing, 23 peo- 
ple sent back the reply card (sent with the letter) 
asking for the free survey. In follow-up calls, all 


A DIRECT-MAIL offer of a free survey of plumbing and 
heating drew a response from a city couple who had 
just purchased a farm. Simpson made the survey and 
sold a new water system and bathroom remodeling job. 
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of those people either gave him an order for im- 
mediate work or the promise of a definite job as 
soon as their crops come in. 

Twelve of the jobs involve new or replacement 
water systems; some include piping arrangements 
for livestock watering as well as septic tanks. The 
biggest payoff: a new water system for a farmer, 
followed by the sale of a bathroom and two half- 
baths, and another package sale including a water 
system and complete bathroom and kitchen. 


s In all, Simpson says he will realize total sales of 
$15,000. “And it won’t stop there,” he adds, “be- 
cause I know some of their neighbors will buy 
after seeing those new kitchens and bathrooms. 
Farmers have money this year.” END 


... continued 


AND A COMPLETE KITCHEN, TOO! Simpson also sold 
the farmer and his wife this attractive kitchen. In all, 
his direct-mail appeal stimulated an estimated $15,000 
in new business—on the books or promised for this fall. 
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continued . . 


CASE HISTORY 


McCarten used his entree into the home on service 
calls to sell a new heating system, bathroom... 


Gearge McCarten 
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The result 


a new system totaling $1,300 


work 


eln another instance, a 
fix a leaky pipe. When under a 
veramic tile floor in a bathroom, he called MeCarten 
who went out and explained that they'd have to tea 
up the floor and why not consider new fixtures and 
tile. The woman was interested and invited McCarten 
back when her husband came home for lunch. The 
payoff: A visit to McCarten’s showroom where the 
woman chose three coral-colored fixtures 


journeyman went out to 


he found it was 


and he 
had a bathroom remodeling job totaling $1,200. 

“I won't say anything like that never happened 
to me before,” McCarten says, “but those class ses- 
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A ROUTINE REPAIR JOB on a coal stoker was upgraded 
to the sale of a $1,300 remodeled heating system by con- 
tractor George McCarten. Here he applies techniques 
learned at the sales training school to convince his cus- 
tomer that she'll be money ahead with a new system. 


(Continued from page 116) 
clinching or upgrading a sale. 

(6) how to get the maximum 
use out of showroom displays. 

(7) how to avail themselves of 
wholesaler assistance. 

What some of the 18 graduates 
of the sales training course 
learned and how the application 
of their knowledge already is 
showing results in dollars and 
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cents is detailed in the various 
case histories that begin on page 
117. Here are a couple of ex- 
amples: 

Take the case of Joe Simpson. 
When DE reporters called at his 
store in Zwingle, Ia., Simpson 
was enthusiastic about the school 
and how some of the things he’d 
learned were already paying off. 

As mentioned in his case his- 


tory, he was particularly pleased 
with the results of a direct-mail 
letter he’d sent out following the 
training session on advertising. 
It pulled 23 replies out of 30 let- 
ters mailed and resulted in $15,- 
000 in new business actually on 
the books or promised “as soon 
as farmers got the money from 
their crops.” 

“Until I attended the school, 
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CASE HISTORY 


How time payments, product literature helped Straub 
turn a water closet replacement into a $575 sale... 


tHareld Straub 
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he could apply what he'd learned to a specific case 


in the peal 
commercial induetrial and inetitutional 


echool session Stirauh devided to soe if 
So when a lady called about replacing a water closet, 
Straub personally went out on the call. He saw thar 
the water closet indeed did need replacing—in fact, 
all of the fixtures were about 40 years old 


e He pointed out to the housewife that the lavatory 
and tub would look out of place with the new wate: 
closet and talked about the advantages and savings 
of doing a complete job at one time. He mentioned 
such things as the increase in property value and the 
pride she would have with a completely new bath- 
room. He showed her product literature and invited 
her to his showroom. She immediately liked a col- 
ored set of fixtures but didn’t think she could afford 
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“LOOK AT THE BEAUTIFUL COLORS you have to choose 
from,” says Harold Straub, as he uses product literature 
and showroom displays to help sell a housewife on new 
fixtures for a remodeled bath in her 40-year-old home. 
Straub was able to upgrade this sale from $75 to $575. 


I thought I was using direct-mail 
because I’d send out product 
literature with my statements. I 
learned that I should also send 
something more personal and 
really interest the prospect.” 

Here’s the way Simpson’s let- 
ter read: 

“Dear Mr. and Mrs. Blank: 

“For the next 30 days we are 
offering a free inspection of your 
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plumbing and heating with our 
new modern testing equipment. 
If you would like to take advan- 
tage of this FREE service, please 
drop us the reply card enclosed 
for your convenience. 
Respectfully, 
Joe Simpson 
“P.\S. We carry a full line of 
plumbing and heating equipment 
and household appliances at our 


store, which is open six days a 
week from 8 a.m. until 6 p.m. You 
can see the following brands at 
our showroom:—(a listing of 
names followed).” 

The letter is simple, yet makes 
effective use of some of the prin- 
ciples taught at the Dubuque 
school: Establishing your identi- 
ty and the services you offer with 

(Please turn to page 121) 





eas 


THIS OUTSTANDING SHOWROOM, the home of Dubuque Plumbing and Heating 
Co., has a wide choice of products and plenty of parking room for customers. 


CASE HISTORY 


Big-job contractor says Dubuque school results 


prove the value of a positive customer approach 


Charles Geiger 


“THIS IS A GOOD THING,” says Charles Geiger in 
‘speaking of the sales training school. He’s head of 
Dubuque Plumbing and Heating Co., primarily a 
big-job mechanical contracting firm now employ- 
ing 16 journeymen (it has had as many as 100 dur- 
ing busy periods). 

“Although most of my business is in new work 
and big jobs, I knew I could get something out of 
the school if I went, and I did. None of us is too 
old to learn something new, and even if a few of 
us have been through the same thing before, we 
can’t remember everything. The school was a 
good refresher for me.” 


= Despite his emphasis on big-job contracting, 
Geiger also does a nice business in remodeling 
and residential new work. His attractive show- 
room displays a wide variety of plumbing and 
heating equipment for prospects. 

“I think one of the best things the ‘students’ 
learned at the school was the importance of a pos- 
itive customer approach both from the point of 
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upgrading sales and of building long-term pres- 
tige as a knowledgeable, professional business 
man,” Geiger says. 

“We've got pretty stiff competition from Sears 
and Wards here in Dubuque,” he points out, “but 
with a strong sales effort emphasizing quality 
products and workmanship, it can be beat.” 

Geiger also pointed out that the school was a 
good thing in that it served to help contractors 
focus attention on other facets of their operation. 

“T notice now that several of the contractors are 
asking for a course in business management,” he 
told DE. This, he feels, would be a good thing be- 
cause there are still many contractors who need 
a better understanding of job costs. 

The same principle also applies to the little 
things in a business, Geiger feels. “Take a letter- 
head, for example. We all have one, but maybe 
it can be better. I think mine was improved when 
I asked DE to design a new one (facing page) for 
me. Sure, it’s just one small item, but all the 
little improvements add up.” END 
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(Continued from page 119) 
the prospect, mention of quality 
merchandise and the offer of 
something for nothing—in this 
case the free survey. 

Simpson also applied another 
principle learned at the school— 
carefully selecting his prospect 
list for the mailing. 

“I concentrated on names of 
people that I was pretty sure 
really needed some remodeling 
work. Either I’d heard about it 
somewhere or I knew they’d just 
moved onto an old farm. In a 
few cases I had been working on 
them in the past but hadn’t been 
able to clinch the sale,” he says. 

Simpson credits this careful 
selection of prospects for much of 
the success of his mailing. 

What did his customers think 
about his efforts? DE talked to 
one farmer and his wife where 
Simpson had sold a new water 
system and a complete bathroom 
and kitchen remodeling job. 

“We just bought this farm a 
while back,” said the farmer, 
“and, of course, it needed a lot of 
work. But we sort of figured 

(Please turn to center of page 122) 





CASE HISTORY 


Steichen: Improved sales 
methods will help us 
meet the challenge of 
outside competition 


Robert Steichen 


“ONE OF THE BIGGEST BENEFITS—both immediate and long- 
term—that will come from sharpening our selling techniques 
at the sales training school is that it’ll help us compete with 
mail-order houses.” 

That was the point emphasized by Robert Steichen, who is 
president of the local contractors’ association in Dubuque. 

“This competition is particularly severe in the rural areas 
and small towns around here,” he says. 


= He points out that the mail-order houses advertise in the 
daily papers that circulate there. They sell individual fix- 
tures and appliances and advertise “installation arranged.” 
The installation part of the job generally falls to the licensed 
contractor—“but we miss out on the product markup.” 
“But I feel that we can compete for this business on the 
basis of personalized service and by using the sales tech- 
niques we discussed in the course,” Steichen says. END 
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DUBUQUE 
0. Lumbing § Heating lo. 


MECHANICAL CONTRACTORS 





DUBUQUE, 1OWA e PHONE 3-833 97 





THIS LETTERHEAD was designed for Charles Geiger 
by Domestic Engineering. He feels that the training 
school—in addition to its sale orientation courses— 
brought out intangible benefits by helping focus 
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continued... 


CASE HISTORY 


Talking product benefits, personal followup helped 
Meyer upgrade a $550 kitchen sale to $1,960... 


Richard Meyer 


“THE TRAINING SESSION on upgrading the sale by 
selling quality and emphasizing product benefits 
for the customer impressed me the most—and I 
decided to give it a try,” says Richard Meyer. He’s 
sales manager for his brother Donald of Home 
Appliance Co. in Dyersville, Ia. 

Here are two examples of how it worked out: 

A woman came in and wanted a kitchen re- 
modeling job that would run about $550. Meyer 
showed her a display of a more elaborate kitchen 
and asked how she’d like that kitchen. She de- 
finitely liked it but said she thought it was too big 
for her space. Meyer offered to go out and check 
it and then drew up some plans showing just how 
it would look. After making several trips to her 


: 


“IT NEVER HURTS to offer something better,’ says Rich- 
ard Meyer as he looks over a $1,960 kitchen remod- 
eling job. The homeowner, a school teacher, originally 
wanted improvements that would have run about $550, 
but Meyer upgraded the sale to this deluxe installation. 


home he finally landed the complete job over three 
competitors who were bidding on the $550 kitchen. 

Then he learned she was going to have her hand- 
fired boiler converted to automatic. He gave her 
a quote which she said was higher than two others 
she had. However, he talked quality products and 
workmanship and convinced her of the wisdom of 
having both jobs handled by one contractor under 
one contract. The result: A kitchen job at $1,960 
and a boiler job at $440. 

In another case, a woman wanted a sink “some- 
thing like this $60 one in the mail order catalog 
only a little better.” He upgraded the “little bet- 
ter” into a $500 job with cabinets and counter top 
on a time-payment basis. 


ace 8 . 


OFFER A COMPLETE SALES PACKAGE, said the school’s 
instructors. Meyer remembered this principle when he 
learned his kitchen customer was going to convert to 
automatic heat. So he pointed out the advantages of 
a package deal and added a boiler to the total sale. 





(Continued from page 121) 
we'd go at it piecemeal, getting a 
few things from Sears or some- 
place now and then. 

“But when we got Joe Simp- 
son’s letter and the offer of a 
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free survey, we thought it would 
be a good idea to see just what 
we did need and about how much 
it would cost. Well, Joe came out 
and he convinced us that it would 
be better to have the whole job 


done at once by the same person. 
He told us just what he could do 
for us and we were completely 
sold on the idea.” 

Another example of how con- 


(Please turn to page 187) 
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Beth-Co-Weld serves 
Seattle University's 
William Pigott Building 
* Architect: John W. 
Maloney 

* Consulting Engineers: 
Bouillon, Griffith 

& Christofferson 

* General Contractors: 
Cawdrey 

and Vemo, Inc. 

* Mechanical Contractor: 
The Ballard Company 
* Pipe Jobber: Grinnell 
Company of the Pacific 





Excels on 
the 
Home Front, 
Too 


Steel pipe does the best pos- 
sible job at the most reason- 
able cost. On your next 
project use Beth-Co-Weld— 


steel pipe at its best. 





Seattle's Monticello apartments were built with Beth-Co-Weld in plumbing 


STEEL PIPE IS FIRST CHOICE and heating lines * Architects: John O'Brien & Raymond H. Peck * Gen. 


Contr. Hebb and Narodick Construction Co., Inc. * Mech. Contr.: The 
for lasting strength Ballard Company « Pipe Jobber: Grinnell Company of the Pacific 
economy 
workability BETHLEHEM STEEL COMPANY, BETHLEHEM,’ PA 
insist on Export Distributor: 


STEEL PIPE MADE IN USA Bethlehem Steel Export Corporation srHdenea 


BETHLEHEM STEEL ius 
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News ... continued from page 


BUILT-IN AIR SEAL featured in a new line of pressure tanks for water systems 
is displayed by Joe Zerega (left), sales manager, and Paul Dougherty, presi- 
dent of Medalist Tank Division of Metal Coating Corp., Chicago. A new tank 
coating, Everglaze, also was introduced at a meeting of some 50 salesmen. 








‘Down the Drain?’ Not Crane, Says 
Executive VP Songer at Press Meet 


Cuicaco—What’s been happen- 
ing at Crane Co. since Thomas 
Evans took over the reins of the 
104-year-old valve and fixture 
manufacturer six months ago? 

With this question uppermost in 
their minds, members of the busi- 
ness press assembled last month 
to hear an interim report from 
Wesley Songer, executive vice 
president of Crane and Evans’ 
right-hand man in its operation. 

“Crane,” Songer said with an 
obvious pun, “is not going down 
the drain; rather, it’s going to be 
a permanent fixture in the plumb- 
ing and heating industry.” 


sGrowing more serious, he then 
pointed out that Crane has been 
tightening up its operation and has 
made “great strides in its efforts 
to switch from captive distribution 
to independent distribution.” He 
said that this is in accordance 
with chairman Evans’ wishes that 
“Crane, because it is primarily a 
manufacturer and not a wholesal- 
er, should concentrate on that as- 
pect of the business that it knows 
best and leave the distribution to 
those independents who know their 
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field.” Songer noted that Crane, 
under Evans, launched a campaign 
to promote new markets for its 
products through the independent 
wholesaler. 

“We have some 90 wholesale dis- 
trict representatives and field en- 

(Please turn to page 126) 


U-R Repeats Key Man’ 
Role in Consumer Ads 


New Castte, Pa.—Once again the 
plumbing and heating contractor 
will be featured in consumer ads 
placed by Universal-Rundle Corp., 
the firm has announced. 

Using the headline, Vital Special- 
ist in a $20 Billion Industry, the 
new ad places strong emphasis on 
the theme of the 1959 campaign that 
“the contractor is a good man to 
know” for helpful advice in plan- 
ning and selecting plumbing fix- 
tures and appliances. 

The ad is a follow-up to a similar 
series of ads last spring which won 
a commendation from the National 
Assn. of Plumbing Contractors. 


‘Maintain Profits, 
Wholesalers Urged 


(Continued from page 16) 
tive” in its selling approach. “Make 
everyone in your company more 
sales-oriented,” he said. 

A third major speaker for the 
wholesaler association’s 65th an- 
nual convention was Dr. George 
Cline Smith, vice president and 
economist of the F. W. Dodge Corp., 
construction news analyst. He 
spoke about the effect that the 
“tightening” money situation would 
have on 1960 construction. 


» “Higher interest rates are already 
dampening the output of houses, 
and next year housing should drop 
about 11 percent below this year. 
In spite of this, by previous stand- 
ards, next year will still be a good 
year for housing,” Smith reported. 

“At the same time, total con- 
struction contracts should be at an 
all-time record. Contracts for com- 
mercial, industrial and institutional 
buildings and many types of heavy 
engineering projects should be up 
enough to offset any residential 
decline next year,” Smith said. 

John McDonald Jr., outgoing 
CSA president and president of 
A. Y. McDonald Manufacturing Co.., 
Dubuque, Ia., said the challenge 
from mail-order giants will grow. 

“They expect to dominate the 
repair and modernization field,” he 
said. “They have ideal facilities to 
merchandise our products.” 

The challenge is being met in 
some local markets through co- 
operation between wholesalers and 
contractors, McDonald said. 


a He cited the fact that wholesalers 
and their union in southern Cali- 
fornia have started a promotion 
trust fund to advertise and promote 
products to the consumer as one 
example of good wholesaler-con- 
tractor cooperation. 

In another area, “a wholesaler 
advertises in the local market for 
the benefit of his dealers. Profitable 
sales have increased considerably,” 
McDonald said. “Business has been 
taken from the mail-order houses 
and kept where it belongs—in the 
hands of the p-h industry.” 
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25” Vacuum to 150 lbs. Pressure... 
You'll Find it in DUNHAM-BUSH 
Steam Heating Specialties 


RADIATOR VALVE 
CONSTRUCTION 


RADIATOR TRAP 
CONSTRUCTION 


It’s a hefty jump from 25” vacuum to 150 Ibs. pressure. But it gives you an idea of 
the complete scope of quality Dunham-Bush Steam Heating Specialties. 


Name a steam heating specialty and Dunham-Bush has it! 


You know steam heating specialties, but do you know the advantages of dealing 
with “one source—one responsibility”. . . Dunham-Bush? 


If not, it'll pay you to write for free brochure #1501 and/or the name of your 
nearest Dunham-Bush sales engineer. 


PART OF THE DUNHAM-BUSH LINE . 


F & T TRAP RADIATOR TRAP THERMOSTATIC TRAP BUCKET TRAP STRAINERS AIR ELIMINATOR AND AIR CHECK GAUGES 
ae ™“ 
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Dunham-Bush, Inc. 


WEST HARTFORD 10 e CONNECTICUT e U. Ss. A. AIR CONDITIONING + REFRIGERATION + HEATING + HEAT TRANSFER 
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. continued from page 124 


HONORED: Al “Pappy” Papineau (left), DE’s eastern manager, receives a pair 
of gold cuff links from president George Milne after a gala banquet last month 
in Chicago in celebration of his 32nd year with the magazine. (Story below.) 





Martin Named Director of Warm Air 
Group As Vet Boeddener Bows Out 


CLEVELAND — James Martin has 
been named managing director of 
the National Warm Air Heating & 
Air Conditioning Assn., the group’s 
executive committee announced 
last month. 

He succeeds George Boeddener, 
who is retiring after serving the as- 
sociation for almost 20 years as 
managing director and secretary- 
treasurer. 

Martin has been with the trade 
group for 10 years, the last three as 
assistant managing director and as- 
sistant secretary -treasurer. 

Martin helped develop the asso- 
ciation’s Silver Shield program for 
upgrading the quality of warm air 
heating and cooling systems. 

He also has brought dealer-con- 


G. Boeddener J. M. Martin 
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tractors into the association as 
members; organized industry con- 
ferences and conventions; promoted 
association manuals; and has been 
(Please turn to page 128) 


‘Pappy Honored for 32 
Years Service with DE 


C H1ICAG O—DE representatives 
from all over the country met here 
last month to celebrate the 32nd an- 
niversary with the company of Al 
Papineau, DE’s eastern manager. 

Following a banquet in Papi- 
neau’s honor, George Milne, com- 
pany president, presented a pair of 
gold cuff links to the dean of DE’s 
sales staff. 

Affectionately known as “Pappy” 
to thousands in the p-h industry, 
Papineau has spent all his time 
with DE in the East. He maintains 
his New England office in his home 
town, Needham, Mass., and his 
eastern office in New York City. 

He and his wife Mildred have 
two sons and a daughter. 


Crane's Six Months 
Under Evans Aired 


(Continued from page 124) 
gineers who are responsible for de- 
veloping the market for Crane 
products through independent 
wholesalers. Crane didn’t have this 
before,” Songer told the group. 

“We have taken a good long look 
at product lines and manufacturing 
facilities and will discontinue those 
that don’t fit into our basic market- 
ing concept. 

“This concept is to make what 
the customer wants at a price he 
is willing to pay and to have it 
where he wants it when he wants 
it. If this can’t be done at a profit 
to Crane and its customers, Crane 
simply will discontinue making 
those products,” Songer said. 


a He then introduced some of the 
top executives in the sales division. 
Leading off the discussion on the 
various aspects of the new organi- 
zation was George Burley, vice 
president of sales. 

“One of the very distinct new 
developments in our sales force 
is the creation of five districts un- 
der a single manager who will be 
‘Mr. Crane’ in his area. We feel 
that this improved district respon- 
sibility will result in greater sales 
for the firm,” Burley said. 

Ronald Lindsay, director of sales, 
summed up the job before him 
by saying, “Our job is simple—sell 


? 


the goods! 


wBefore the meeting broke up, 
John Magos, director of engineer- 
ing, announced that Crane has 
launched a major product research 
and development program. 

During a question period, Songer 
confirmed a story in DE last month 
that Crane had acquired by pur- 
chase Chapman Valve Manufactur- 
ing Co. of Indian Orchard, Mass. 
He said the firm will be operated 
as a wholly owned subsidiary of 
Crane and will retain its present 
management and executive staff, 
headed by C. Goodwin Carter. 

In reply to a question about the 
report that Crane may try to take 
over Briggs Manufacturing Co., 
Songer said he only knows what 
he “reads in the papers.” 
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On this you can depend. As 
top quality products in 
themselves, the SHERWOOD 
Line of Ball Cocks contribute 
greatly to the profit status 
of an all quality stock of 
merchandise. 
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56 YEARS 


EXPERIENCE 
BEHIND EVERY 
SHERWOOD 
a COCK 
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SHERWOOD 
No. 86-A ANTI- 
SYPHON BALL COCK 


Above: Smooth, quiet opera- 
tion. Safeguards against the 
hazards of water contamina- 
tion. Fills 6 gal. tank in less 
than 142 minutes at 28 Ibs. 
pressure. Works on any 
water pressure. Meets all 
code requirements. 


for the Discriminate Buyer Looking for 
QUALITY EQUIPMENT for LOW DOWN AND HIGH TANKS! 











— 


SHERWOOD No. 277 


Left: Same as No. 77 except 
has integral stop. Excellent fea- 
ture in repairing tank, or can be 
used as regulator in case of 
high water pressure. One pin 
holds all parts in place. A fea- 
ture of the SHERWOOD Ball 
Cock Line. 


SHERWOOD No. 77 


Left: Quiet elevated pattern for 
low tanks with 1 inch brass 
hush tube over cast supply. One 
pin holds all parts in place. 





SHERWOOD No. 566 


Below: Top supply pattern for 

| high tank. Same simple lever as 

t No. 77. Furnished with bent or 
straight 3% inch I.P. size 
threaded tailpiece, coupling 
nut and washer. 


eo 


SHERWOOD No. 566 





SHERWOOD No. 466H 
Below: Same efficient operation 
as No. 466L except for high 
tank bottom supply. Not tapped 
for refill. 


rs 
SHERWOOD No. 466H 


Manufactured only by 


SHERWOOD No. 22 


| , 
Below: Back supply pattern with 


| integral shut-off for low down 
tank. Arranged to connect with 
% inch I.P. through tank. 


& 


SHERWOOD No. 22 





SHERWOOD No. 466L 


Below: Partial submerged pat- 


| tern tapped for refill. Particu- 


larly adapted to low 
tank 


@eenne 
SHERWOOD No. 466L 


SHERWOOD BRASS WORKS 


6331 E. JEFFERSON AVENUE 
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News . . . continued from page 


GIVING THE “BIRD” to Arizona’s governor, Chris Altier keeps in the back- 
ground as Governor and Mrs. Paul Fanin visit the glass blowing performance 
provided by Rheem Manufacturing Co. for the Air Conditioning Supply Co. of 
Arizona exhibit at the Arizona Living Exposition in Phoenix. With the governor 
and his wife are Albert Wild (left) and Bette Otte of the wholesale firm. 


New Dues Plan Is OK'd by PHCIB— 
Won't Hit ‘Dollar-a-Year’ Members 


Cuicaco—A minium dues 
structure was authorized last month 
by the board of directors of the 
Plumbing-Heating-Cooling Infor- 
mation Bureau for certain mem- 
bership categories. There will be 
no increase, however, the board 


new 


Portable Heat Boost 


FOR TEMPORARY HEAT 
ON ALL WINTER WORK...IMSIDE-OUTSIDE...USE 


INSTO-HOT 


INSTO-HOT 
SALAMANDERS 
4 mODELS 


INSTO-HOT 
BLOWER HEATERS 
1 MODES 


vow 
Sue INFRA-RED HEATERS 


The Commptete Line of 


HANDY-SIZED: Insto-Gas Corp.’s new 
display card can be used in dealers’ 
windows or on couniers. It is 13 
inches wide and 18 inches high. 
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emphasized, for those members 
who pay the one dollar per em- 
ployee per year rate. 

The purpose of the minimum 
dues structure, according to Morris 
Stein, chairman of the finance com- 
mittee, will be to assure a maxi- 
mum amount of funds for produc- 
tion costs and program develop- 
ment and will enable the bureau to 
keep all members fully informed 
without incurring a loss for mem- 
bers with few employees. 

The new minimum dues for con- 


Warm Air's Boeddener 


Retires; Martin in 


(Continued from page 126) 
responsible for liaison with other 
trade associations and government. 

Boeddener has been responsible 
“for increasing the recognition, 
membership and activities of the 
association nearly beyond meas- 
urement,” association president 
Tom Byrd said. 


eDuring Boeddener’s tenure, 
membership 150 
contractors, wholesalers and manu- 
facturers in 1940 to 3,000 today and 
the association’s budget grew from 
$20,000 to $250,000. 

“Through personal courage, hard 
work and continuing enthusiasm he 
won the support of the majority of 
the industry’s leaders and together 
with them he rebuilt the association 
from an all-time low into a prevail- 
ing force for progress in the indus- 
try,” Byrd said. 


increased from 


tractors will be five dollars per year 
for members with fewer than five 
employees. For those with five or 
more employees, the dues will re- 
main at one dollar per employee 
per year, Stein said. 

Other membership categories af- 
fected by the new changes are 
manufacturers’ representatives, 
wholesalers and manufacturers. 

For the manufacturers’ reps, the 
new minimum will be 10 dollars per 
year. For the wholesalers, 25 dol- 

(Please turn to page 130) 


Philly Contractors Vie for Prizes 
in Standard Tank's Seat Contest 


Campen, N. J.—A contest to 
stimulate toilet seat sales by Phila- 
delphia area contractors and jour- 
neyman plumbers while on service 
calls is being conducted by Stand- 
ard Tank & Seat Co. The 60-day 
contest began last month and ends 
November 30. 

At a joint meeting of contractors 
and journeymen, Walter Long, vice 
president of sales, said: 

“A market study shows that in 


one out of two homes in which you 
make a service call, there is a toilet 
seat that needs replacement.” 


= Merchandise prizes are being 
offered for selling Stasco Twin- 
Form and Cleanline seats. Under 
a point system to win prizes, 100 
points are awarded for selling a 
Twin-Form and 50 points for a 
Cleanline. Prizes are awarded for 
300 or more points. 
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TWO IMPORTANT 


Famous Mine-to-Market Quality 


that means Dependability 


Phelps Dodge copper water tube’s out- 
standing reputation for superior quality is 
the result of complete Phelps Dodge con- 
trol of materials and manufacturing meth- 
ods, from the mining operation to the fin- 
ished product. Phelps Dodge water tube is 
made of the highest grade copper from 
Phelps Dodge’s own mines. . . is carefully 
controlled for quality throughout fabrica- 
tion . . . and has unsurpassed tube proper- 
ties, incliding precise uniformity of wall 
thickness, due to Phelps Dodge’s unique 
Hot Forged-Extrusion Process. 


PHELPS DODGE COPPER PRODUCTS 


Fe F 


CADL 


NEW YORK, N. Y. 
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* LOS ANGELES, CALIF. 
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- 


PHELPS DODGE 
COPPER WATER TUBE 


y 


Dependable Distributors with 
Complete Service Facilities 


Phelps Dodge distributors can supply plumbing and 
heating contractors from complete stocks of pipe, 
copper water tube, copper drainage tube, copper re- 
frigeration tube and other essential plumbing equip- 
ment of all kinds . . . everything needed for home 
building, industrial expansion, heating and air condi- 
tioning and factory maintenance. Phelps Dodge dis- 
tributors also offer expert advice and valuable job 
tips, plus practical knowledge from Phelps Dodge rep- 
resentatives that help to solve on-the-job problems. 


Your Phelps Dodge distributor has the best of everything: 
top-quality products and friendly service! 


MADE IN USA 
TO THE STANDARDS 


* 
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(Continued from page 128) 

lars per year will be the minimum 
for those with fewer than 25 em- 
ployees. The one dollar per em- 
ployee per year rate continues to 
apply to those wholesalers with 
more than 25 employees, Stein said. 

The board established two mini- 
mum categories for the manufac- 


turer members. They are 50 dollars 
for companies with 50 or fewer em- 
ployees and 100 dollars for com- 
panies with between 51 and 100 
employees. The one dollar per em- 
ployee per year rate will continue 
for companies with more than 100 
employees. 

Dues for other bureau members 


HOLD 
YOUR 
HEAD 
HIGH 


Looking for a circulator with high head performance 
at jow cost? Dynapump has it! Motor and pump are 
one sealed unit—no bearings to lubricate, no shaft 
seals to leak. Magnetically-driven units delivers up 
to 20’ head, saves on installation costs. Write for 
complete details to Pump Division, Fostoria Pressed 
Steel Corporation, Dept 1101, Fostoria, Ohio. 


will remain unchanged, Stein said, 
at one dollar per employee per 
year. 


John Trimble, Janitrol 
Executive, Dies at 54 

Co.Lumsus, O.— 
John Trimble, vice 
president and 
general manager 
of Janitrol Heat- 
ing & Air Condi- 
tioning Division of 
Surface Combus- ‘a 
tion Corp., died 4. |. Trimble 
here recently. He was 54 years old. 

Trimble was named general man- 
ager this year and became a vice 
president in 1957. He joined Sur- 
face Combustion’s engineering de- 
partment in 1928 and was Pitts- 
burgh district sales manager from 
1931 to 1938. He became Janitrol’s 
manager of engineering in 1938. 

He was a member of the Gas Ap- 
pliance Engineers Society and a 
former member of the Committee 
on Research of the American So- 
ciety of Heating, Refrigeration & 
Air Conditioning Engineers. 


Gas Woter Heater Sales 
Rise 16 Percent in August 

New Yorx« City—Accelerated 
home construction and moderniza- 
tion boosted August -sales of gas- 
fired automatic water heaters 16.6 
percent over the same month in 
1958, the Gas Appliance Manufac- 
turers Assn. reported. 

Edward Martin, director of mar- 
keting and statistics, said 251,200 
heaters were shipped in August 
compared to 215,500 units shipped 
the same month a year ago. 

The report said 2,040,600 units 
were shipped in the first eight 
months, up 15.1 percent from the 
1,773,100 shipped in the same period 
last year. 


Highlights of Warm Air 
Convention Announced 

CLEVELAND—Speakers and sub- 
jects at the convention of the Na- 
tional Warm Air Heating & Air 
Conditioning Assn., to be held in 
St. Louis December 2-4, were an- 
nounced recently. 

According to Tom Byrd, presi- 
dent of the group, the 1959 conven- 
tion will focus attention on “a year 
of extraordinary accomplishment.” 

The 46th annual convention will 
be held at the Chase-Park Plaza 
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Hotel. Chairman of the convention 
committee is Charles Franke Sr., a 
trustee of the association and presi- 
dent of the American Furnace Co., 
St. Louis. 

Highlight of the second session 
will be a documentary report of the 
Silver Shield Program. This report 
will analyze the development of the 
Silver Shield Program as it is now 
operating in a number of cities 
throughout the country. In addi- 
tion, the effectiveness of the Silver 
Shield contractor training program 
since it began will be reported to 
the convention, Byrd said. 








ws Electric heating will be discussed 
during the first session by John 
Norris and Edwin George. 

Norris, president of Lennox In- 
dustries, will present the view- 
point of the warm air heating and 
cooling industry on this subject. 
Norris’ message urging the electric 
industry to use warm air systems 
in its promotion of electricity as a 
heating fuel has been heard by 
other groups from coast to coast. 

George, vice president of the De- “What's the matter with him?" 

(Please turn to page 132) 

















GENERALSREPUBLIC 


HEATING PRODUCTS BP kR O DUCTS 


OR KNOCKED DOWN 


Local conditions do not always permit 
you to take advantage of ‘‘PRE-PAK,"’ 
where all components are pre-installed 
and matched for maximum efficiency 
The next best thing is the same REPCO 


/ Thrift-Master Boiler available Knocked 
“Ss Down. Costs less, of course; same 
over : high margin of profit! 


OIL OR 


7,000,000 | 7 if 
BOILERS © 


eee ChAT: | % GUARANTEED \ US 


20 YEARS 


Sige "ae Hail the Leaders! Each, the greatest F iy guadhiniit 
Fe taal | tes “ie? in its field . . . the oil-fired REPCO H 
““V"' Series Boiler and the gas-fired 
| 


REPCO decorator styled boiler, each 
available with tankless heater for 


‘WILL SEE REPCO ADS F Re 
EVERY MONTH IN a) og cea 


ENCLOSED . 
NOTHING 


THESE ace Wad ' a ; —— CONVECTOR AND 


BASEBOARD RADIATION 


= 


Territories Available for Manufacturer's Representatives 


ones. GENERAL! REPUBLIC 


HEATING PRODUCTS COMPANY g PRODUCTS COMPANY 


: 


\y ’ : y\ 7420 STATE ROAD, PHILADELPHIA 36, PENNSYLVANIA 
SSA 
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troit Edison Co. and chairman of 
the sales division executive com- 
mittee of the Edison Electric Insti- 
tute, will describe the plans and at- 
titudes of the electric industry with 
respect to electric heating. 

Residential construction forecasts 
will be made by Dr. George Cline 
Smith, vice president of F. W. 


Dodge Corp., construction analyst. 

Money market trends, credits and 
availability will be analyzed by 
Carl Arlt, assistant vice president 
of the Federal Reserve Bank of St. 
Louis. 

Taxation laws and their effect on 
business will be covered by C. C. 
Williams Jr., 


for the association. 


general legal counsel 


Lu) 4d aera ts 


ofgee WIDER SELECTION 
wet MORE VERSATILITY 


Gore EASIER INSTALLATION 


FRAMES FOR IN 
ALL FLAT RIM 


STAINLESS STEEL 
SINKS OR ALUMINUM 


OSs 


HUDEE IS WATERTIGHT 
CLAMP-DOWN SINK FRAME 
SYSTEM 


LINOIS © Telephone DElaware 7-7240 


Bemis VP Notes Progress 
in Manufacture of Seats 

SHEBOYGAN FALLs, W1s.—Progress 
in the manufacture of toilet seats 
that were “masterpieces of wood- 
working” 60 years ago was re- 
viewed recently by an executive of 
the Bemis Manufacturing Co. 

“The majority of necessary 
plumbing facilities were still in the 
back yard when our company was 
founded at the turn of the century,” 
said A. Carl Jensen, vice president 
and director of sales. 


= “But we joined the trend to in- 
door facilities as folks began mov- 
ing their plumbing to unused 
closets, a corner in the hall or other 
inconspicuous places in the home.” 

Jensen recalled that: the com- 
pany’s first seats were machined of 
mahogany-stained birch or golden 
oak. “Today’s molded hardwood 
seat is infinitely superior and sells 
for a fraction of the price of its 
forerunner,” he said. 


a “It is interesting to note,” Jensen 
said, “that some of the basic designs 
of early seats are still with us. Fo1 
instance, one of the first seats we 
manufactured had a definite saddle 
seat design to it, not unlike one of 
our current models.” 

The Bemis toilet seat line started 
as an offshoot of the company’s 
woodworking operation and now is 
the company’s major product. “Con- 
tinued expansion of our product 
line and our distributor area has 


KOHLER 
RADIANT 
LAVATORY 


NEW LAVATORY DISPLAY: Countertop 
display package for its new Radiant 
round lavatory is now available from 
Kohler Co., Kohler, Wis. The unit also 
has a list of selling aids on the back. 
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created sales of well over a million 
seats a year,” Jensen said. 
Bemis innovations in the manu- 


facture of toilet seats include plastic 
and nylon hinges. The company de- -~ 
signed and made one of the first 


plastic hinges during World War II 


as a replacement for brass. P| Pf WV 1H 
Stainless Steel Sinks eee 


Guaranteed 99 Years 


App1soNn, It..—Stainless steel 
sinks made by Jensen-Thorsen 
Corp. are now being sold with a e 


99-year written warranty, Karl 
Jensen, president, announced. 

The warranty guarantees the 
sink “against defects in material or 











workmanship, and if corrosion oc- 
curs under normal use within 99 
years from the date of purchase, 
a new sink will be given to the 
buyer free of charge.” 











Los Angeles Distributor 
Handles Rheem Products 

Cuicaco—Familian Pipe & Sup- 
ply Co., Los Angeles, has been 
named distributor of Rheem water 
heaters and floor furnaces, it was 
announced by George Familian, 
president of the supply firm. 

Founded in 1921, the company 
has eight branches and affiliated 
companies in southern California. 

Officers.include Arnold Familian, 
vice president; Nick Franz, pur- 
chasing agent, and Sam Gaye, sales 
‘manager. 





Myers Uses Cold Rolled 
Steel for Water Tanks 
ASHLAND, O.—The F. E. Myers & 
Bro. Co. has begun making the 
bodies of its residential water stor- 
age and conditioning tanks from 
cold rolled steel, it was announced. 
Steel for the tanks is supplied by 
Jones & Laughlin Steel Corp., 
Pittsburgh. 
Guy Morr, Myers’ purchasing Only 980 lIbs.! 
agent, said there is a trend to 
grouping water storage and condi- 
tioning tanks with other home ‘a AVER - a Send Jor complete 
laundry appliances. “We are able Br ere en 


: ms of nearest distributor 
now to provide a finish on our 


tanks to match those of the washer- LE . C 
dryer appliance group,” he said. oy 

“Despite a severe forming opera- ' ad Ba TOOLS, IN E 
tion, the surface finish of the tank \, DANA AVE. 
is free of forming and bending (Quy) y ; . 
marks,” Morr added. WARREN, OHIO 


Myers also is one of the first 
(Please turn to page 134) 
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(Continued from page 133) 
manufacturers to use baked-on 
epoxy finish, he said. Epoxy resin 

is sprayed twice inside the tank 
No. 88-M and once on the outside to protect 
against corrosion and chemical at- 
TEMPER ATURE tacks on the metal. It also improves 

the tank’s appearance, Morr said. 
Myers also is a leading manufac- 
& turer of water systems. 


Waste King Launches 

PRESSURE VALVE ‘Impact’ Ad Campaign 
Los ANGELES—An “impact” ad- 
V N B vertising and promotion program 
. giving its line of food waste dispos- 
ers and dishwashers “greater na- 
° tional consumer exposure than 
gives you ever before” has been launched by 

Waste King Corp. 

THE MOST The first of two full page ads in 
| Life magazine appeared in the 
| October 26 issue. Another is sched- 


| uled for November 23. 
A.G.A. 1,500,000 BTU/hr Harold Fatt, advertising and 


























sales promotion manager, said the 
for | Life campaign will be “strongly 
supported by a large cooperative 
newspaper advertising push by the 


THE company’s distributor network.” 
LEAST A complete Christmas package 


of point of sale merchandising aids 
also will be available, he said. 

The consumer advertising pro- 

gram is supported by a large-scale 

A valve designed and built for: trade promotion in publications 
such as Domestic ENGINEERING 


BETTER SERVICE & LONGER LIFE “Wide-spread, independent local 





¥%" inlet 34” outlet 

#88-M has 6” O.A. Extension 
PRESSURE—MAX. 165 Ibs. 
TEMPERATURE—210° 


THE BEATON & 


CADWEL P|) 


CADWELL NO. 75 
MANUFACTURING Adjustable 25 to 175 Ib. pres- 


cure salle, with or witheat “IMPACT” advertising by Waste King 
fusible plug for temperature Corp. includes this full page disposer 
relief. ad which appeared in the October 
26 issue of Life magazine and in 
major newspapers across the country. 
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efforts by contractors to cash in on 
the mushrooming popularity of the 
two low-saturation appliances” in- 
spired Waste King to launch the 
campaign, Fatt said. 


Cuts installation time in half! 


High Volume Water Heaters 
Feature Nickel Interiors 

Cuicaco—A new line of high 
volume commercial water heaters 
was unveiled for the trade press 
here last month by the Commercial 
Heater Co. of Fort Worth, Tex. 

One of the major features of the 
new Comco line, D. C. Carver, 
president, told DE was the high 
corrosion resistance of the nickel- 
plated interiors. The new nickel 
lining is the result of a special 
chemical process, he said. 





CAST IRON 
OIL BOILER UNIT 


= Roger Doerr, sales manager, ex- 
plained that the chemical-reduction 
process used in lining the heaters 
produces a hard, non-porous sur- 
face which remains “unaffected by 
any usable water, hard or soft, acid 





The Utica Starfire “Ace” comes to 
you all ready for you to complete 


or alkali.” 

The line of water heaters is avail- 
able in nine sizes, ranging from 
190,000 to 1,800,000 Btu in inputs 
and in capacities from 80 to 600 
gallons of self-contained storage of 
hot water. Recovery rates are over 
1,500 gallons per hour at a 100-de- 
gree temperature rise, Doerr said. 

In pointing out the capacities of 


your piping hook-up and make your 
wiring connections to the house cir- 
cuit. You save all the time you used 
to spend uncrating parts and assem- 
bling them on the job. The Starfire 
“Ace” is available with flush jacket 
as shown, or with jacket extension 
that conceals the burner and con- 
trols. Sections are rugged cast iron, 
the ‘Lifetime’ metal. Unique ‘slo-flo’ 
flue travel absorbs more heat. Verti- 
cal flue permits compact installation 
close to wall and near to chimney. 


the new units, Doerr went on to 
say that “this opens entire new 
fields of business for the plumbing 
contractor, that of the commercial 
water heater replacement market.” 





| at our factory, 


equipped with jacket, burner, combustion 
chamber, tankless heater, circulating hot 


St. Louis Group Adopts 
"Bonded Code of Ethics’ 


St. Lovis—A “bonded code of 
ethics” and a seal that identifies 
qualified plumbing services have 
been adopted by the Plumbing In- 
dustry Foundation here. 

The code is “primarily a pro- 
gram of industry responsibilities 
which also provides one more safe- 
guard against the possibility of a 
community-wide epidemic of wa- 
ter-borne diseases,” said Joseph 
Lynch, a PIF trustee. 

According to the foundation, St. 
Louis county lacks an adequate 
plumbing code. “Unless plumbing 
work is installed by men who are 
trained, licensed and qualified, the 
public’s health and welfare are in 

(Please turn to page 136) 


water pump, controls and wiring. 


C RATED in a sturdy wood frame 


crate with a plastic cover that protects the 
entire unit during shipment. 


© NGIN EE é E D exclusively for oil 


firing, with the finest quality equipment and 
controls for peak operating efficiency. 


UTICA Heating Products...made in one plant — shipped from one source 


Gas-Fired Boilers + Oil-Fired Boilers * Radiant Baseboard Panels * Radiant Radiators * Tube Radiators 











Uh ley Wa? Vel’ wae). | 
CORPORATION 
UTICA, NEW YORK 
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(Continued from page 135) 
jeopardy,” said Joseph Sheehan, 
president of the foundation. 

The code consists of seven 
pledges. The first two permit only 
jcurneymen to do plumbing work 
and apprentices who are enrolled 
in a training program to assist 
journeymen or contractors. 


a The third says all plumbing and 
sanitation work will be performed 
according to state and county laws. 
The fourth establishes a board of 


the only inspection and review to hear and 


adjust reports of faulty workman- 

masonry relgiipreliledilela ship or charges against foundation 
members. 

that's The fifth guarantees workman- 

ship, materials and _ installation. 

DURATHERM The sixth promises continuing re- 

search and study concerning in- 

HEAT-TREATED stallation. The seventh pledges 

dela drilling power the foundation to join the public 

. in procuring the “finest and most 

fe [TES holding power... advanced plumbing and sanitation 


code” for the city and county. 


aContractor-members affix a 5- 
inch square code seal on the job 
site sign, and journeymen put a 
24-inch square seal on or near the 
job when they complete their work. 


SAB ERE INOKONING| PIF is a joint management-labor 
¥ program and is paid for by the 
DRILL- cd “ANCHOR contractors who contribute five 


cents per hour per journeyman in 
their employ. The funds are ad- 





for fastening any kind of fixture to any kind of masonry 


* hardened so teeth keep their edge, drill a full hole fast 
* toughened so teeth won't snap off, even in hardest concrete 


DRILLS FAST...HOLDS TIGHT... 

¢ Drills its own hole in the hardest concrete, 
I develops highest holding power. 
| ++.GUTS COSTS ALL-AROUND ¢ Tapered holding ridges around body make 
¢ The anchor is the drill...no separate the Saber-Tooth bite harder, grip tighter. 


drills to handle or sharpen...no e Expander slots assure complete, even expan- 
problem of matching sizes. sion when anchor is driven home—teeth un- 
e “Core drill’’ design saves drilling dercut hole deep in the masonry 


time and labor. e All-steel construction resists shock, vibra- 


| tion, fire, rust. 
e Snap-off joint is strong enough to hold dur- 


Snap-otf Flush ing drilling, yet breaks clean after the anchor 
Type is in place. 


—_A 7 i cal Oe a 


Hand Flush Type at THE RAWLPLUG COMPANY, INC. 
264 Petersville Road New Rochelle, N.Y. 
—_A Bh case rush my Saber-Tooth sample and complete facts. 
Rod Hanger Type * 


—” 2 Name.. 


Firm.... 
Tie Wire Type & 


4 
x THE PRESIDENT of the Niagara Falls, 
N.Y. Indoor Comfort Bureau, Ray- 
* mond Marsh (right), receives the bu- 
F reau’s operating license from Carl 
Millsom, representing the National 
“ Warm Air Heating & Air Conditioning 
8 Assn. Bureau members install Silver 
% Shield heating and cooling systems. 


Address.. 
Try the Saber-Tooth for yourself, at .4 
our expense, on your toughest masonry 
anchoring job...send the coupon for me a3 


free sample and fui! information. tt on Pe) ee ae ee ‘wai a vie -_ 
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ministered by the eight-man board 
of trustees comprised of four con- 
tractors and four union officials. 


Kohler Offers Display 
Stand for Fittings 

Kou er, Wis.—As part of its ex- 
panded program of dealer and dis- 
tributor display and merchandising 
aids, Kohler Co. has announced a 
new display board for its line of 
all-brass fittings. 

Designed for floor-level use, the 
display is equipped with seven 
complete fittings in the firm’s 
Galaxy and Constellation series 
mounted on a white background. 

The display board is free with the 
purchase of the fittings and is 
available from Kohler distributors. 


Slant/Fin Wins Award 
for Mail Ad Campaign 

RicumMonp Hii, N.Y.—An award 
for “an outstanding mail advertising 
campaign in the past year” has 
been presented to Slant/Fin Radia- 
tor Corp. by the Direct Mail Ad- 
vertising Assn. 

The award was presented by 
Richard Messner, chairman of this 
year’s Direct Mail Leaders Contest. 
Fifty-nine winners were named. 

“This is a challenge to continue 
to present outstanding advertising 
as an integral part of Slant/Fin’s 
merchandising program,” said Al 
Buschel, sales manager, when he 
accepted the award. 


Reed-Cromex Moves to 
New, Larger Plant 


CLEvELAND—Reed-Cromex Corp., 
manufacturer of lavatory legs and 
plumbing specialties, has moved to 
a new plant twice as large as the 
old one, the firm announced. 

Sylvan Grotte, president, said the 
firm had to move to larger quarters 
because of steadily rising volume. 
“The move enables the firm to give 
faster, more efficient service to cus- 
tomers,” he said. 


New Welders Upgrade 
Lima Training Program 


Lima, O.—The apprentice plum- 
ber training program here was up- 
graded recently when four new 
welding machines were delivered to 
the vocational school. 

Manufacturer and union repre- 
sentatives uncrated and set up the 

(Please turn to page 138) 
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40-GAL. “SHORT” GLASS-LINED 
GAS WATER HEATER DOES IT! 


Woke) aiare) elamo Mn Zehicis aVtehiclaniom LM ALi®) low places? New BRADFORD 40 
gallon Short, Series “B Glass-lined Gas Water Heater fits the bill to a 
“T’. This completes the most well-rounded line of glass-lined and ga! 
vanized gas and electric water heaters round and table-top models 


to be found anywhere! 


Sold Exclusively Through The Plumbing Trade 
Ask Your Wholesaler For Complete Information 
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(Continued from page 137) 
two combination AC, DC, and 
inert-gas-shielded arc welders and 
two DC are welders made by Ho- 
bart Bros. Co., Troy, O. Mineweld 
Co. supplied the combination units 
and Hobart the others. 

Money to buy the equipment 
came from a national union-man- 
agement fund which finances ap- 
prentice training programs. 


Dailas Heating Show Attracts 
Nation-Wide Attention 


Dattas—Manufacturers from all 
parts of the country will display 
their newest products at the Sec- 
ond Southwest Heating & Air Con- 
ditioning Exposition to be held here 
February 1-4, 1960. 

“The exposition will disclose 
many equipment innovations that 
have never been exhibited before,” 
the exposition management said. 

The show is sponsored by the 
American Society of Heating, Re- 
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frigerating & Air Conditioning En- 
gineers and will be held in con- 
junction with its semi-annual 
meeting. Arthur Hess, president of 
the society, is general chairman of 
the society’s exposition advisory 
committee. 


Save Contractor's Profit Is 
Aim of Day & Night School 

La Puente, Catir. — Traveling 
teams of instructors and regular 
three-day school sessions that 
change to meet various air condi- 
tioning problems are being held by 
Day & Night Manufacturing Co. to 
save the contractor’s profits. 

“Proper installation prevents un- 
necessary service expense — and 
service know-how keeps the cost 
of necessary service to an econom- 
ical minimum. 

“Both of these factors protect the 
dealer’s profit and, just as impor- 
tant, nurture good-will among sat- 
isfied customers as an important 


ingredient of future sales,” said 
A. J. Horn, head of the company’s 
heating and air conditioning equip- 
ment operation. 

“That’s why we feel an important 
part of our job as a manufacturer 
is to provide technical training,” 
he added. 

The curriculum at the specially 
equipped school facilities here 
changes to cover new products, 
training personnel or refresher 
courses. However, all sessions cov- 
er operation and basic engineering, 
routine service, trouble shooting, 
part changeout and testing. 


Armstrong Sales, Home 
Staffs Attend Meeting 

LANCASTER, Pa.—The entire field 
sales force and general home office 
staff of Armstrong Cork Co.’s In- 
sulation Division attended a three- 
day meeting at Granville, O. last 
month, the firm announced. 

A highlight of the meeting was a 
visit to the Owens-Corning plant 
at Newark, O. The plant produces 
Fiberglas insulation, a leading 





General Electric’s Jet Pump Motor will do the 
job for you year-in and year-out 
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product handled by Armstrong in 
conjunction with its manufactured 
line of insulating products. 

A. E. Pearce, general sales manag- 
er of the division, was coordinator 
of a program of reports by execu- 
tives, panel discussions and selling 
clinics. About 65 persons attended 
the meeting. 


Medalist Introduces 
New Line of Tanks 

Cuicaco—A built-in air seal and 
a new coating are features of a line 
of water system pressure tanks in- 
troduced by the Medalist Tank Di- 
vision of Metal Coating Corp. 

Joe Zerega, sales manager, said 
the “Perma-Pressure air seal is de- 
signed to eliminate water logging 
and loss of air pressure.” 

The new Everglaze coating “com- 
bines attractive finish, resistance to 
corrosion and cathodic protection,” 
said Paul Dougherty, president. 

A line of advertising and mer- 
chandising aids for wholesalers and 
contractors also was introduced at 
the meeting. 


. so | said look, Jenkins, you’re not the only plumber 


in this town—then 


Electrical Manufacturers 
Meet to Weigh Revamp Plans 
New York Crtry—The National 
Electrical Manufacturers Assn. will 
consider “reorganization” plans at 
its annual meeting, November 9- 
12, it was announced here recently. 





found out he was!” 


Joseph Miller, NEMA managing 
director, said the presentation of 
the reorganization plan will be 
made at a business meeting with 
all the association’s sections. Hith- 
erto, the various sections of the as- 

(Please turn to page 140) 
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(Continued from page 139) 
sociation had held their meetings 
separately. 

Other business features of the 
meeting will nomination 
and election of members of the 
board of governors, a presentation 
of the 1960 budget and a review of 
the section and committee activity 
highlights for 1959. 


include 


Mueller of Climatrol Is 
Elected Gas Co. Director 
MILWAUKEE 
Harold Mueller 
Sr., president and 
general manager 
of Mueller Clima- 
trol Division of 
Worthin g- 
ton Corp., has 
been elected to 
the board of di- 
rectors of the Milwaukee Gas Light 
Co., it was announced recently. 


H. R. Mueller 
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“His experience in the heating 
industry will be invaluable in the 
direction of Milwaukee Gas Light’s 
growth in this field,” said S. Lloyd 
Nemeyer, president of the gas firm 

Mueller, grandson of the founder 
of the L. J. Mueller Furnace Co., 
became president and treasurer of 
Mueller Climatrol in 1931. He be- 
came a director of Worthington 
when that firm acquired Mueller. 

Mueller is active in the Gas Ap- 
pliance Manufacturers Assn. and 
the American Society of Heating, 
Refrigeration & Air Conditioning 
Engineers. He was president of the 
National Warm Air Heating & Air 
Conditioning Assn. 


Remodeled Home Featured 
in Life Magazine Series 

New York Crry—American- 
Standard is helping remodel homes 
that will be featured in Life mag- 
azine to show how beauty and con- 


venience can be built into old 
residences. 

Half of the homes in the country 
are more than 35 years old and 
most have outdated plumbing and 
heating, the company said. 

Two homes, remodeled room by 
room, are open in Fairfield, Conn. 
and Mount Clemens, Mich. 
modernization, the six- 
room Fairfield home had one an- 
tiquated bathroom. American- 
Standard installed a Contour tub 
and matching 
water closet and lavatory in the 


= Before 


in Corallin pink 


master bathroom and converted a 
pantry into a powder room with 
colored fixtures. A packaged oil- 
fired boiler and baseboard radiation 
solved the heating problem. 

The same colored fixtures were 
installed in the Mount Clemens 
master bathroom and two powder 
rooms were added, one on the 
ground floor and the other on the 
second floor. 

Visitors are 


given § individual 
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room modernization costs, and var- 
ious types of financing are offered 
by the remodelers. 

The showcases for modernizing 
opportunities have generated jobs 
ranging from one room to several 
“and proved that the answer to the 
complaints of an old house is not 
necessarily a new one but a new 
look for the old structure,” Amer- 
ican-Standard said. 


Display Home Goes Home 
After Wisconsin Fair 

MILwavuKEE—Break a house in 
two and what do you have? Ac- 
cording to Jack LaBonte, president 
of Rite Realty, you have two king- 
size moving jobs instead of one. 

LaBonte should know. He moved 
his $30,000 Idea Home from its 
Wisconsin State Fair location, south 
of here, across town to its perma- 
nent location. 

Actually, the three-bedroom 
house was built on steel beams in 
two sections to expedite the move. 

In addition to its movability fea- 
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KEEPING UP-TO-DATE on gas air conditioning at the service training school 
maintained by Day & Night Manufacturing Co. at La Puente, Calif. are (from 
left) Jay Northrop, sales representative; Ron Culver, service man; Phil Hep- 
worth, Southwest Gas Corp., Las Vegas, Nev.; Barron Haley, class instructor; 


ture, the Idea Home featured air- 
conditioning, stereophonic hi-fi, an 
intercom system, drapes drawn by 
electric motors, and gold-plated 
fittings in the bathrooms. 


Al Smith, Southwest Gas Corp.; and Mareno Lorenzini, a student 


“As a matter of fact,” said La- 
Bonte, “the plumbing installation 
attracted more than its share of at- 
tention. We had all Kohler Co 


(Please turn to page 142) 
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A*CHROME 
ART 


TOWEL 
BARS 


LAVATORY 
LEGS 


Labor Saving 


Privazoning 
Installations 


PRICED ESPECIALLY FOR 
A COMPETITIVE MARKET 


Ranging in scope from the smart 
Royalty Line of two-piece, heavy 
gauge brass legs and towel bars 
to the extremely low cost Econ- 
omy Line of chrome plated steel 
legs and towel bars, CHROME 
ART offers the widest choice pos- 
sible in these particular appoint- 
ments for your “privazoning” 
projects. 

The Uniloc Escutcheon and Uni- 
versal Adaptor features have 
helped make CHROME ART Legs 
popular among the trade. These 
adjustments contribute versatil- 
ity and dependability to the 
CHROME ART Line of Lavatory 
Legs and Towel Bars. 


: UNILOC 
; J ESCUTCHEON 


@ Positive Locking 
action 
@ 3” Vertical adjust- 
ment 
No installation tool 
required 
Contemporary design 


Elbow towel bar 
lavatory to wall 














Slip-over towel bar 
lavatory leg to wall 


CHROME ART 


Division of Clinton Franklin Co. 


3007 CLINTON AVENUE 
CLEVELAND 13, OHIO 
MAIN |-8175 
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(Continued from page 141) 
tures in the home, including their 
new Dynametric bath and enameled 
cast iron round Radiant lavatory. 
We featured two Radiants built into 
a ceramic counter-top in the bath- 
room and one Radiant in tile in the 
washroom. We also had a Kohler 
sink and a Kohler laundry tray.” 
Plumbing contractor was Zien 
Plumbing & Heating Co., here. 


Beneke Names Bill Brown 
Marketing Vice President 

Cotumsus, Miss. 
—A long-time 
employee of the 
Crane Co., W. O. 
(Bill) Brown, has 
joined the market- 
ing staff of Beneke 
Corp. here as vice 
president. Beneke 
is a leading manu- 
facturer of toilet seats. 

The announcement was made by 
Edward Beneke, president of the 
firm. Brown’s appointment to the 
newly created position was part of 
the firm’s program of new product 
development and_ diversification, 
Beneke said. 

Brown spent 30 years with Crane, 


W. O. Brown 


where he served as vice president 
of sales for all products including 
plumbing, heating, valves and fit- 
tings. He worked 16 years in Wash- 
ington, D.C. for Crane, handling the 
company’s government specified 
business in land-based and marine 
contracts. 

He also has served with the Na- 
tional Assn. of Home Builders, 
American Institute of Architects, 
Plumbing Fixture Manufacturers 
Assn., Mobile Homes Assn., indus- 
trial supply and plumbing and heat- 
ing supply associations. 


Janitrol Dealers and Reps 
Gather for Annual Meeting 

Cotumsus, O.—More than 1,000 
dealers and sales representatives of 
the Janitrol Division of Surface 
Combustion Corp. met here last 
month for the firm’s second annual 
get-together and the presentation 
of its new product lines. 

Leading off the three-day affair 
was a reception hosted by R. A. 
Bell, president of Janitrol and ex- 
ecutive vice president of Surface 
Combustion. 

Sessions were held at Veteran’s 
Memorial Auditorium where the 
introduction of a newly engineered 
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series of central air conditioners 
main feature. (A complete report 
will appear in next month’s issue.) 


Names in the News 


Albert Andrews has been ap- 
pointed president of the Industrial 


Division, American-Standard, De- OVALE: falays ohw aid 


troit. 


Andrew Ward has been appointed 
vice president of marketing for 
Warren Webster & Co., Camden, 


ms | every 15 seconds! 


A. O’B. Andrews A. Ward 


American-Standard Warren Webster 


H. M. Carnahan has been named 
vice president and director of sales, 
and George Myers has been named . 
vice president of manufacturing for IF IT HAS A THUMB 


CONTROL, THESE 
Penn Controls Inc., Goshen, Ind. REPLACEMENTS 


RINSE-QUIK 
Standard replacement. 
Lighter, stronger, 
easier-to-use spray 
for rinsing. 


H. M. Carnahan G. S. Myers 


Penn Controls Penn Controls WS, 


Kirk Usher has been appointed 
manager of tubular product sales DISH-QUIK REPLACEMENT HOSES 


. ° e Deluxe replacement. For New, lighter, stronger. 
for Aluminum Co. of America ’ dishwashing and all- Vinyl and nylon 


Tv ‘ purpose use. Suds, reinforced with 
Pittsburgh. scrubs and universal con- 
rinses! nections. 


Robert Kell has been named ad- 
vertising and sales promotion man- Marketed uniformly. by the manufacturers of 
ager of R. D. Werner Co., Green- automatic spray-equipped kitchen faucets: 
ville, Pa. 


Morris Stillinger has been ap- 
pointed sales manager of Deutsch 
Controls Corp., Los Angeles. 


Thomas Chace has been named to 
the newly created post of execu- 
(Please turn to page 144) 
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PIPE-WRAP 
TAPE 


Positive Protection 
for Buried Pipe 


Here’s protection by the roll for buried 
pipe. Arno’s new Pipe-Wrap Tape 
effectively protects all underground 
pipe from rust or corrosion — 
even in coastal areas! 

It’s tough, stretchy polyethylene 
tape with a tacky, pressure- 
sensitive adhesive that enables it 
to provide a continuous film, 
covering all irregularities and 
fittings. This protection guards 
against the attacks of rust, acids, 
salts, alkalies or other contaminants. 
Pipes, conduits and slab ducts last 
longer...you also guard your reputation 
for dependable installations. 

Try it... write for free sample of 
Arno C-350 Pipe-Wrap Tape. 


PROTECTS FROM 
RUST AND CORROSION 


Unprotected 
pipe heavily rusted 
after only 2 months 

in ground. 


Section of 
same pipe protected 
by Arno Pipe-Wrap Q 
still bright and 
rust-free. 


SEND FOR 
FREE SAMPLE 


Anno ADHESIVE TAPES, INC. 


Dr. Scholl’s Adhesive Tape Division 


4160 Ohio St., Michigan City, Indiana 


Warehouses in New York, Detroit, Atlanta, 
Minneapolis, Fort Worth and Los Angeles. 
Sales offices in principal cities. 
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(Continued from page 143) 
tive vice president of Dole Valve 
Co., Morton Grove, II. 


John Vilven has been named 
general sales manager for the 
Massey-Ferguson Industrial Di- 
vision, Wichita, Kans. 


Andrew Marchuk has been 
named director of marketing for 
Sherman Products Inc., Royal Oak, 
Mich. 


J. Vilven 
Massey-Ferguson 


A. T. Marchuk 
Sherman 


Log Pipes from 1840's 
Discovered in Chicago 


Cuicaco—Log pipes with wooden 
fittings that were laid almost 120 
years ago by a private water firm 
were dug up here recently. 

Workmen, remodeling a down- 
town building, discovered two 


Edward McCole has been ap- 
pointed national sales manager of 
Keystone Shower Door Co., South- 
ampton, Pa. 


R. E. Axthelm has been named 
supervisor of application engineer- 
ing for the Electric Motor Division, 
A. O. Smith Corp., Tipp City, O. 


Daniel Spillane has been ap- 
pointed sales manager of Kensico 


Tube Co., Mt. Kisco, N. Y. 


R. E. Axthelm 
A. O. Smith 


E. F. McCole 
Keystone 


eight-foot sections of wooden pipe 
buried about 12 feet down. 

The white pine logs, with some 
bark still intact, were 11 inches in 
diameter with four-inch inside 
diameters. Running alongside the 
logs was a square wooden pipe, 
probably an early sewer line. 

An engineer in the city’s water 

(Please turn to page 146) 


A LOG PIPE more than 110 years old is brought to the surface in Chicago by 
workmen who found two eight-foot sections 12 feet under ground. The pine 
log pipes were joined by wooden cylinders that fitted into four-inch holes. 


Domestic ENGINEERING, NOVEMBER 1959 





and ALWAYS cut true 
threads for. tight joints. 


REMOVABLE HEAD 
RATCHET THREADER 


with Self-Feeding, Chip-Ejecting Dies 


These light, easy-to-use ratchet threaders feature 
separate, quick-change heads for each pipe size. 
Heads lock positively and cannot drop out. 


Because of the exclusive double-threaded throat, 
Reed dies start without pushing. The patented chip- 
ejecting chasers turn the chips out and away from the 
work where they cannot clog the die or tear the thread. 








Reed Removable Head Ratchet Sets cover the 
As a result, cutting is easier, dies last longer, and full range from Ve" to 1'%4". A convenient metal 
EVERY thread makes a tight joint, carrier is supplied with sets of three or more heads. 


Whenever you want to work with pipe, Ask for a REED Pipe Tool. 








PROTECT YOUR PROFITS AY WEATHER LIKE 
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NO EFFECT 
ON see 


with REX WATER HEATERS’ WAC <\ Se 


@ Rex protects your reputation for 
quality and reliability 


@ Rex is best by service test for over 
50 years. 


ue 6FROST-PROOF 
THE INDUSTRY’S MOST COMPLETE, SEAT-ACTION 


BEST ENGINEERED LINE Perfectly 
. WATER ies a 
Liberal Warranties 


’ Mens tenth or tatibie CLOSET 


Gas or electric 
Nationally advertised SEND FOR CIRCULAR V-107 


Write for your copy of the 
new Rex Domestic and 


Commercial Catalogs today! MANUFACTURED BY 
THE CLEVELAND HEATER CO. JOSEPH A. VOGEL COMPANY 


2310 Superior © Cleveland 14, Ohio aes WILMINGTON, DELAWARE 
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GLENVALE 
BALL COCKS 
Last Longer 


NeW, SIMPLe 
HMuUIBT ARTICN 
Heelan 


@ Fawer Warbitie Parte 

@ aan” Lever Arm 
Adjustment 

@ Valve Chatter 
Eliminated 

@ Nylon Valve Seat 

@ Lifetime Rubber 
Diaphragm 

@ Pressure Cast 
Non-Corrosive Brass 








Your customers will like 
the silent, long-lasting 
service of Glenvale ball 
cocks each perform 
ance tested against leaks 

completely packaged 
ready to install. Fit prac- 
tically all tanks 


ORDER FROM YOUR 
JOBBER — TODAY! 


Gienvar€ 


PRODUCTS DIVISION 
Hoover Ball & Bearing Co. 
MALVERN, ARKANSAS 
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(Continued from page 144) 
and sewer department said the log 
pipes were still in good enough 
condition to distribute water today. 
The pine pipes and fittings were 
given to the Chicago Historical 
Society. Archie Jones, assistant di- 


rector, said the pipes probably were | 
laid in the 1840's by the extinct Chi- | 


cago Hydraulic Co. 


es Jones said the company laid al- 
most 10 miles of wooden pipe be- 
tween 1842 and 1851 to service 
about one-sixth of the city. The 
rest of Chicago obtained water from 
wells or water carts. 

The company erected its first re- 
servoir in 1842. It was a 25 by 8 
foot water tower perched some 80 
feet above the ground. A 25-horse- 
power engine pumped water from 
Lake Michigan into the tower, and 
gravity pressure distributed the 
water ta cansumers 
e ‘The campany breke dawn in 
1841 simply heeause the water cis 
twihutian jah was taa hia far it 
Janes said Ringe the eanpany 
aeyviped anly @& amall part af hy 
Hevited tw 


page, The ely fabhere 


TANI A TEM PEPPER Fe bebe 
HV Fhe bey 
The Belly WAY Wave teed aii 
Wheel pipes ATH TE deelapeed 
i} Weill Heb dies eal, “Reaiien 
the Peeently uhesvered pipe had 
carved wodeden Allie, th le quit 
safe te say that this te one of the 
earlier pipes,” he added 
Wooden evlinders that Atted inte 
the holes joined the lows, and wood 
en cones were driven into the logs 


to tap water into buildings 


Outstanding Young Sales 
Engineers to Be Honored 
LOUISVILLE, Ky An 
award to 


annual 
recognize outstanding 
young sales engineers has been an- 
nounced by American Air Filter 
Co. The Robert W. Nelson memori- 
al award is in honor of the firm’s 
late vice president and is being in- 
stituted by his family. 

W. G. Frank, president, said the 
award “will be presented each year 
to the young sales engineer who is 
adjudged as having best combined 
initiative, product knowledge and 

(Please turn to page 165) 





WELSBACH 


NEW AUTOMATIC 
RESEATING TEMPERATURE 
AND 
PRESSURE RELIEF VALVE 


MEETS: A.S.A. 221.22-1958 
CONSTRUCTION STANDARDS 
F.H.A. M.P.S. #300 SECTION 1005 
REQUIREMENTS A.G.A. LISTED 


No, 7575 

FEATURES: 

@ Dependable aperatian assyres 
the disehare af the prapel 
AWOAHHE OF Water @laential ta 


the PRAHA af aafe ean 
Hitinie 


hidelity af Patented There 
atatie PleieHt feetibee etapt af 
valve openihe at BOO Pane 
full Valve opening at BLOT 


Tube doee hot reetriet Faw in 
hot water outlet line 


Straight Extension Tube is of 
uniform 4,” diameter its entire 
length 


Comes equipped with built-in 
Test Lever 


A.G.A, Emergency Steam 
Rating up to 50,000 B.T.U, 
per hour Capacity Heater 


Send for your copy of the 
WELSBACH catalog, which contains 
illustrations, specifications and de- 
tails of the New No, 7575 Avto- 
matic Temperature and Pressure 
Relief Valve. 


( WELSBACH) 


THE WELSBACH CORPORATION 


Lae. 4 K 
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DomesrTIC 
ENGINEERING And the Journal of Mechanical Contracting 


SERVICE 
SECTION 


16 pages of products, literature, tools, methods, ideas 


A TRENCHER THAT CUTS to 5-foot depths and to 12-inch widths is 
available from Charles Machine Works Inc., Perry, Okla. Called the 
Ditch Witch, it is used for foundation footings, sewer laterals, drain 
fields (double cut trench), water lines to 5-foot cover and other ap- 


Products of the Month plications. Circle No. 1 on the reply card, page 163, for details. 


A NEW MODEL OF ITS OIL-FIRED FLOOR FURNACE has been an- 
nounced by General Automatic Products Corp., Baltimore. The 30-inch 
high unit, having an output of 85,000 Btu, provides ease of access for 
top service to the burner (see photo). For information, circle No. 2. 
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Make this section your 








in this section. 





How to use this special section: 


AT THE END OF THIS SPECIAL SECTION of new products, 
trade literature and free DE publications on management, 
selling and technical subjects, you will find a postage-paid 
reply card, numbered according to the items appearing 


® For more data on any of the products or literature—or 
to obtain any of DE’s free publications—merely circle the 
appropriate number on the reply card and mail it. Do- 
MESTIC ENGINEERING’S Readers Service Department will 
rush the requested information back to you. 








Gas Light 

A gas light named the Imperial 
has been added to its line of gas- 
lighting equipment by Arkla Air 
Conditioning Corp., Little Rock, 
Ark. It features a gold-colored 
eagle crest, tapering glass area 
_ and a hurricane-style chimney. A- 
vailable with an 8-ft, 3-in. dia- 
meter post, it measures 14% ins. 
in height and 13% ins. in width. 

Circle No. 4 on reply card. 


Air Conditioner 

A remote-type, air-cooled, gas- 
fired air conditioner has been in- 
troduced by Day & Night.Manufac- 
turing Co., La Puente, Calif. The 
cooling unit, installed outdoors, 
supplies chilled water to an indvor- 
installed cooling coil of a furnace 
for a year-round system or to a 
ceiling-hung, fan-coil blower unit 
for cooling alone. 

Circle No. 5 on reply card. 


Ledge-Back Lavatory 

A vitreous china, ledge-back la- 
vatory called the Blair has been 
announced by the Eljer Division of 
the Murray Corp. of America, Pitts- 
burgh. The model, whose smaller 
sizes can be installed with or with- 
out legs, comes in three sizes: 17 
by 19, 18 by 20, and 20 by 24 ins. 
and is available in white and six 
colors and in the firm’s recently 
announced Fiesta finish. The over- 
flow is concealed under a front rim, 
and integral supporting brackets 
are punched for anchoring screws. 

Circle No. 3 on reply card. 


Fractional-Horsepower Motor 
A fractional-horsepower motor 
for use in heating, air conditioning, 
ventilating and refrigeration prod- 
ucts and in appliances has been 
developed by Redmond Co., Owos- 
so, Mich. Available in 4 and 6-pole 
design in a % through 1/50-hp 
range, the 4%-in. diameter motor 
comes with internal fans and is 
ventilated or totally enclosed. 
Circle No. 6 on reply card. 
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Asbestos Paper Tape 

An asbestos paper tape for strip- 
ping metal and insulation joints 
has been announced by Grant Wil- 
son Inc., Chicago. Called Gum- 
Bestos, the fireproof tape is pre- 
gummed, requiring only a dipping 
in water before application. After 
stripping, it can be shifted slightly 
to correct for misalignment to 
smooth out wrinkles and to conform 
to seams, beads and joints. The as- 
bestos paper tape is available in 
rolls of 60 lineal yds in widths of 
2 or 3 ins. 

Circle No. 7 on reply card. 


| 


Gas-Fired Boilers 

A 50,000-Btu/hr input model has 
been added to its line of gas-fired 
hot water boilers by Hydrotherm 
Inc., Northvale, N.J. Measuring 17 
ins. high, 26 ins. deep and 13 ins. 
wide, the cast iron unit is designed 
for heating individual apartments, 
motel cabins and applications re- 
quiring no more that 200 sq ft of 
installed radiation. 

Circle No. 10 on reply card. 
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Spiral Pipe Reamer 

A spiral reamer for smoothing 
the inside edges of 3% to 4-in. 
pipe and conduit has been an- 
nounced by Ridge Tool Co., Elyria, 
O. The unit features a ratchet han- 
dle designed for work in tight 
quarters. Its hand grip has a large 
pressure plate for application of 
body pressure when necessary. The 
unit, of hollow reamer construc- 
tion to reduce weight for handling 
and carrying, has a hardened tool- 
steel cone which is removable for 
sharpening. 

Circle No. 8 on reply card. 


American-Standard Offers 
Washerless Faucet 


A washerless, dripless faucet has 
been announced by American- 
Standard’s Plumbing & Heating Di- 
vision, New York City. Its “heart” 
is a valve known as Aquaseal which 
utilizes a diaphragm principle of 
water control (see illustration at 
right). The non-rotating valve does 
not have a seat washer; it compres- 
ses against the seat for water clo- 
sure; and all moving parts are out- 
side the flow area. The chrome 
fittings of the new faucet come in 
two styles—the Colony (illustrated) 
and the Heritage. 

Circle No. 11 on reply card. 


Damper Actuators 

A line of low-voltage, motorized 
Zone-A-Trol damper actuators for 
application on new or existing air 
conditioning or warm air heating 
systems is available from Econo 
Products Co., Division of Viking In- 
struments Inc., East Haddam, Conn. 
Installed on the air supply ducts 
to each room or zone, a corres- 
ponding thermostat controls each 
damper actuator. The units are 
designed for installation in any po- 
sition, shape or size duct work up 
to 22-in. 

Circle No. 9 on reply card. 


Use handy reply card on page 163... 
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Consult your 


wholesaler for local availability 





Trane Announces Hermetic Absorption Cold Generator 


A hermetic absorption cold gen- 
erator which is powered by low- 
pressure steam and uses water as 
the refrigerant with lithium bromide 
as the absorbent has been introduc- 
ed by Trane Co., La Crosse, Wis. 
The unit has capacities from 100 to 
350 tons and is suited for both 
single and multiple-unit installa- 
tions. Its single-shell construction 
permits its installation in areas 


with low ceilings. A vacuum-bot- 
tle principle of the external shell 
design makes insulation unneces- 
sary for most installations. The unit 
can be placed with one end against 
a wall as it is designed and fabri- 
cated for maintainence and acces- 
sibility from either end. It is com- 
pletely piped and wired and in- 
cludes controls. 
Circle No. 12 on reply card. 


Boiler Lines Announced 
By Roberts-Gordon 


A line of gas-fired and also a line 
of oil-fired, factory-assembled hot 
water boilers have been introduced 
by Roberts-Gordon Appliance 
Corp., Buffalo. Each of the Fac-Pak 
lines offers units in four sizes: The 
gas-fired come in capacities rang- 
ing from 150,000 to 200,000-Btu/hr 
input, and the oil-fired range from 
111,000 to 180,000-Btu/hr output. 
Features of the units are honey- 
comb, self-cleaning cast iron water 
tubes, integral cast fins, wet base 
construction and built-in tankless 
hot water heating coils. The pack- 
aged hot water boilers are finished 
in green enamel. 

Circle No. 14 on reply card. 


Food Waste Disposer 

A competitively priced food waste 
disposer has been added to its line 
of kitchen cabinets and equipment 
by American-Standard’s Youngs- 
town Kitchens Division, Warren, O. 
Features of the unit include con- 
tinuous feed, controlled grinding, 
shock mounting for quiet operation, 
reversible steel cutting 
teeth, die-cast aluminum grinding 
chamber, overload protector and 
dishwasher drain connection. 

Circle No. 13 on reply card. 


stainless 


Lavatory Legs, Towel Bars 

Three lines of chrome-plated 
brass lavatory legs and towel bars 
for both cast iron and vitreous 
china fixtures are available from 
Chrome Art, a Division of Clinton 
Franklin Co., Cleveland. The legs 
and bars are furnished in both in- 
dividual and combination styles. 
Illustrated is an elbow towel bar 
in a lavatory to lavatory installa- 
tion. The firm also makes other 
bathroom accessories. 

Circle No. 15 on reply card. 


Domestic ENGINEERING, NovEMBER 1959 





of products; send reply card for free reference file data 





Cutting Oils 

Two types of cutting oils for use 
with its line of pipe machines have 
been introduced by Toledo Pipe 
Threading Machine Co., Toledo, O. 
The dark and clear oils, being 
marketed under the Thread-Ezy 
label, have been found by the firm 
to have qualities for prolonging die 
life, to have coolant properties and 
to permit sharp threads without 
excess smoke. Their plastic-spouted 
containers come in several sizes. 

Circle No. 16 on reply card. 


Sink Wastes 

A line of lever-operated and ro- 
tary-operated sink wastes has been 
announced by Atlantic Brass Works 
Inc., Chicago. Available with re- 
movable basket strainer, the units 
are offered with stainless steel 
flanges and stainless steel handles. 
Rounding out its line of wastes in 
many types and styles for the 
standard 3-in. sink opening is a 
line of rotary wastes designed for a 
342-in. opening. 

Circle No. 19 on reply card. 
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200-Lb Bronze Vaives 

Two lines of 200-lb bronze valves, 
one a globe valve and the other a 
lift check valve, have been intro- 
duced by Crane Co., Chicago. Slat- 
ed to replace the firm’s 212 C and 
218 C models, the new valves range 
in size from % through 2 ins. and 
have integral body seats with a 
semi-crown face. The disc holder 
on the globe valve (illustrated) is 
of the slip-on type. Both valves 
come with No. 4 Cranite discs. 

Circle No. 17 on reply card. 


Pipe Thread Tape 

A thread tape designed to pro- 
vide leakproof threaded pipe joints 
for UPVC, alumi- 
num and other corrosion-resistant 
piping is available from Tube Turns 
Plastics Inc., Louisville, Ky. Made 
of Du Pont’s chemically inert Tef- 
lon, the tape is self-lubricating and 
helps prevent pipe freezing. Desig- 
nated by the company as TTP, the 


1g-in 


stainless steel, 


thread tape is packaged in 
rolls of 520 ins 
Circle No. 18 on reply card. 





This 16-page booklet 
describes the principles 
behind heat pump op- 
eration, presents dia- 
grams of the four prin- 
cipal types of heat pumps, 
shows how to solve the 
problems of application 
and installation and de- 
scribes a representative 
job. Entitled “Where Does 
the Heat Pump Stand 
Now?” the booklet will 
provide answers to your 
questions. 





Booklet describes heat pump operation 


Circle “Heat Pump Booklet’ 





on reply card. 











The very latest new and 


improved product 





Steam-Water Faucet 


A steam and water mixing faucet 
for laboratory use has been engi- 
neered by T & S Brass & Bronze 
Works Inc., Westbury, L. I., N. Y. 
The unit regulates flow and tem- 
perature by means of heat-resist- 
ant, wheel-type handles. It has 
floating stainless steel cones and 
seats in both valves, with %-in. ips 
female inlets on 6%-in. centers. 

Circle No. 20 on reply card. 


Water Shock Suppressor 


A water shock suppressor in sizes 
for domestic and commercial appli- 
cations has been announced by 
American Tube Products Inc., West 
Warwick, R. I. The control employs 
a hydropneumatic principle where- 
by water shock is absorbed by a 
freely moving piston which works 


against a cushion of compressed air 


within a cylinder. 
Circle No. 21 on reply card. 


Auburn's Tool Cuts 
Inch-Wide Trench 


A trenching tool designed to cut 
a narrow trench of approximately 
1 in. in width to variable shallow 
depths for the laying of tubing, 
conduit and small pipe for gas, 
electrical, water and telephone 
service has been introduced by Au- 
burn Machine Works Inc., Auburn, 
Nebr. The TrenchSaw is powered 
by a portable, high-speed, 2-cycle 
chain saw engine (which can be 
detached and used for a chain saw). 
The digging chain is driven from 
the engine through a step-down 
drive to obtain the proper speed for 
trenching. The boom is adjustable 
to obtain desired digging depths. 
The unit, including the engine, 
weighs less than 70 Ibs. 

Circle No. 23 on reply card. 


Tile Drying Rack 

A drying rack to facilitate ap- 
plication of its wall tile has been 
designed by Formica Corp., a Sub- 
sidiary of American Cyanamid Co., 
Cincinnati. The rack utilizes %& by 
6-in. tempered masonite shelves to 
store the 10-in. tiles after adhesive 
has been applied, providing a com- 
pact storage area for the 30-min. 
drying period. 

Circle No. 22 on reply card. 


Single-Inlet Blower 

A series of single-inlet blowers 
in 9, 11 and 13-in. sizes has been 
developed by Viking Air Products 
Division, National-U. S. Radiator 
Corp., Cleveland. They are for use 
on inlet ducts, against blower cab- 
inet wall panels, in industrial or 
chemical application for confining 
and/or increasing air or gas flow in 
ducted systems. 

Circle No. 24 on reply card. 
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developments are presented monthly in this 


section 





Booster Water Heater 

An instantaneous booster heater 
has been added to its line of com- 
mercial water heaters by Day & 
Night Manufacturing Co., La Puente, 
Calif. Measuring 46 ins. in height 
and 20% ins. in diameter, the 23- 
gal. storage unit provides an 80-gph 
recovery rate at 100F rise. The wa- 
ter heater’s tank is coated with the 
firm’s Jetglas lining. 

Circle No. 25 on reply card. 


Oster Markets New 
4-Inch Pipe Machine 


A 4-in. pipe machine with tan- 
gential-type die heads and chasers 
is being marketed by Oster Manu- 
facturing Co., Wickliffe, O. The 
floor-type machine, with a standard 
range of 1 to 4 ins. and an extra 
range of % and % ins., has overall 
dimensions of 52 ins. in height, 69 
ins. in length and 36 ins. in width. 
The large die head is mounted per- 
manently on the machine, while the 
second head, used for smaller dia- 
meters, is mounted directly on the 
face of the large head. The unit is 
equipped with a front chuck which 
enables a spin of the hand wheel 
to move the gripping jaws through 
the entire pipe-size range. The 
rear centering chuck of the ma- 
chine is non-binding. 

Circle No. 28 on reply card. 
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Basin Wrench 

A basin wrench for reaching fas- 
teners in confined areas is available 
from Schaul Manufacturing Co., 
Cleveland. Its pivoted head posi- 
tions and grips at any angle for 
either right or left-hand turning. 
The lifetime-guaranteed tool comes 
with a regular-size jaw on an 11 
or 15-in. handle and an extra-large 
jaw on a 15-in. handle. 

Circle No. 26 on reply card. 


Drinking Water Filter 

A filter for removing water- 
borne bacteria has been developed 
by Filtros Inc., East Rochester, N.Y. 
Called the Steri-Pore, it is of the 
in-line type. Water enters one side 
of the top casting, passes through 
the filter element and goes out on 
the other side of the casting. The 
13-in. unit, whose outer shell is 
plastic, has a 3%-in. diameter. 

Circle No. 27 on reply card. 





Looking for technical, management, selling 





Atemizing Humidifier 

An electrically driven, atomizing 
humidifier for installation in warm 
air furnaces has been announced by 
Flair Manufacturing Corp., Brook- 
lyn. It features heavy copper con- 
struction and an adjustable water 
level control. A motor-driven sling- 
er ring revolving at 3,000 rpm picks 
up water and discharges an atom- 
ized spray into the plenum. It oper- 
ates when the air blower is on. 

Circle No. 29 on reply card. 


Permanent Air Filter 

A permanent, washable air filter 
for warm air heating, air condi- 
tioning and ventilating systems has 
been introduced by Skuttle Manu- 
facturing Co., Milford, Mich. The 
competitively priced DusT-Ban 
Filter, needing only a cold-water 
rinse for cleaning, comes in four 
standard sizes: 16 by 20, 16 by 25, 
20 by 20, and 20 by 25 ins., all 1 in. 
wide. It is a dry-type filter. 

Circle No. 30 on reply card. 





Useful technical tips 


...dn DE’s Technical 
Tips booklet which con- 
tains informative articles 
on specific applications in 
the plumbing-heating 
field such as the article 
covering copper drainage 
systems. For your copy, 
free to DE subscribers, 
please turn to the reply 
card at the end of this 


section, and... 





Circle “Technical Tips Booklet” on reply card. 


are to be found... 





























Condensate Pump 

An automatic condensate pump 
for the removal of condensation 
from air conditioning, refrigeration 
and dehumidification installations 
is available from Kam Products 
Corp., Brooklyn. The cast alumi- 
num, self-contained pump and res- 
ervoir system comes in two sizes— 
with 10 and 20-ft heads—and oper- 
ates on 115 or 220 v. It has a %-in. 
female pipe outlet. 

Circle No. 31 on reply card. 


Silver, Gold-Plated Fittings 

A contemporary-styled lavatory 
spout set crafted of solid brass and 
plated with silver or 24-karat gold 
is being offered by Marion Wieder, 
New York City. The new set illus- 
trated here has been designated as 
the Classic line. Available, also, 
from the firm are both lavatory and 
bath sets which are designed in 
traditional motifs. 

Circle No. 32 on reply card. 
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aids? Use the handy reply card to get them free from DE 





Power Pipe Machine 

A power pipe machine for thread- 
ing, cutting and reaming all sizes of 
pipe through 2 ins. and for thread- 
ing % to 1%-in. bolts has been in- 
troduced by Toledo Pipe Threading 
Machine Co., Toledo, O. The die 
head, cutoff tool and reamer may 
be used as close as % of an in. from 
the chuck. Either cam-type or 
quick-opening die heads are sup- 
plied with the unit. 

Circle No. 33 on reply card. 


Screw Anchor Kit 


A kit of heavy-duty plastic screw 
anchors for permanent mounting in 
concrete, brick, stone, tile and cin- 
der block is available from Holub 
Industries Inc., Sycamore, IIl. It 
contains 50 No. 16 by 1-in. and 10 
No. 16 by 1%-in. screw anchors; 
50 No. 14 sheet-metal-type screws; 
10 %-in. lag screws; and a «-in. 
masonry drill. 

Circle No. 35 on reply card. 
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Valve Balances, Purges Two-Circuit Water System 


A valve for 2-circuit water sys- 
tems has been developed by Bell & 
Gossett Co., Morton Grove, Il. 


= The unit, called the Duo-Flo, both 
balances and purges. Balancing is 
accomplished by an adjustment 
which diverts water into one circuit 
while simultaneously decreasing 
the flow through the other circuit. 


Sunnyday 60 Boiler 
Redesigned by Crane 


Its Sunnyday 60 boiler for com- 
mercial installations has been re- 
designed to provide higher ratings, 
Crane Co., Chicago, has announced. 
The gas-fired unit, for steam or hot 
water applications, is available in 
36 sizes with ratings up to 5,800,000 
-Btu/hr inputs. Featured in the 
units are ribbon-type burners 
which are designed for quiet op- 
eration and patented, “staggered” 
heat-transfer flue elements. 

Circle No. 36 on reply card. 


Use handy reply card 


Purging of each circuit is attained 
by a turn of the valve’s handle, 
which closes one circuit. When the 
drain valve on that circuit is open- 
ed, trapped air is forced out. The 
other circuit is then purged in the 
same manner. Only a few minutes 
are required to purge the entire 
2-circuit system. 
Circle No. 34 on reply card. 


on page 163... 
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The reply card at the end of this section will 





Weather Station Controls 


One of the many new products 
being issued by Minneapolis-Honey- 
well Regulator Co., Minneapolis, 
to mark its 75th anniversary cele- 
bration is this weather station con- 
trol panel for electrically heated 
homes. One selects temperature in 
any zone by turning the respective 
dial to positions marked “off,” “day,” 


Electrically Heated Homes 


“automatic” and “nite.” In addition, 
the panel contains indicators for 
indoor temperature and humidity, 
outdoor temperature, barometric 
pressure and a clock for automatic 
night setback of temperatures and 
morning pickup. (See item 41 below 
for more Honeywell introductions.) 
Circle No. 37 on reply card. 


Minneapolis-Honeywell Introduces New Controls 


Two units have been added to its 
line of electric indoor-outdoor res- 
idential temperature controls by 
Minneapolis-Honeywell. The indoor 
thermostats include an automatic 
heating-cooling changeover model 
(above left) and a semi-automatic 


156 


day-night switch-back (below left) 
which are used in conjunction with 
an outdoor thermostat (center). 
From top at right are firm’s con- 
ventional round, heating-cooling 
round and clock-thermostat. 

Circle No. 41 on reply card. 


Home Dental Lavatory 

A dental lavatory designed for 
home use has been announced by 
Kohler Co., Kohler, Wis. The 14- 
in. square unit of vitreous china 
has a flushing rim. Hot or cold 
water flows from the mixer faucet 
and also from the rim around the 
front and sides of the basin. It has 
an integral shelf for tooth paste, 
brushes and tumblers. 

Circle No. 38 on reply card. 


Copper Water Line Test Ball 
A test ball to test copper water 
lines has been announced by Wade 
Manufacturing Co., Elgin, Ill. It is 
inserted into copper tubing, inflated, 
deflated by pump disconnection and 
removed from the tubing by an 
attached metal chain. 
Circle No. 42 on reply card. 


Oil-Fired Furnac.es 

Two oil-fired Conditionair fur- 
naces have been added to its line 
of residential heating units by the 
Delco Appliance Division of Gen- 
eral Motors Corp., Rochester, N. Y. 
The cabinet-type models are de- 
signed for use in lower heat loss 
homes or in multiple-unit, zone 
heating systems. One (OBC 70-HR) 
is a counterflow design for perim- 
eter heat distribution systems, while 
the other (OBC 70-H) is designed 
for overhead duct systems. 

Circle No. 43 on reply card. 
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Ledge Installation Faucet 

A combination lavatory faucet 
designed for installation on marble 
top ledge and drop bow! lavatories 
has been introduced by Sterling 
Faucet Co., Morgantown, W. Va. It 
is made so that it can adjust from 8 
to 12 ins. In addition, the faucet, 
which comes with or without pop- 
up fittings, adjusts vertically from 
0 to 1% ins. 

Circle No. 39 on reply card. 


Shank Extender Kit 

A kit containing components nec- 
essary to increase by an inch the 
134-in. length of standard ballcocks 
is being marketed by Mansfield 
Sanitary Inc., Perrysville, O. In- 
cluded are six shank extenders with 
rubber cone washers, brass friction 
ring washers and polyethylene 
coupling nut washers. 

Circle No. 44 on reply card. 


Soil Pipe Test Ball 

A test ball for soil pipe has been 
added to its line of Cherne Test 
Balls by Wade Manufacturing Co., 
Elgin, Ill. Available in sizes rang- 
ing from 2 to 10 ins., the ball is a 
neoprene cylinder which is inflated 
through an air valve. A heavy-duty 
test pump is supplied with a quick- 
coupler and a pressure gauge. A 
24-in. extension hose is available, 
as is a long test ball. 

Circle No. 45 on reply card. 
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Case Makes Extra-Long Lift Arms for Terraload 'rs 


Extra-long lift arms that provide 
clearance for dumping into high- 
sided trucks, railroad cars and tall 
hoppers are available as optional 
equipment on its W-9 and W-10 
Terraload’rs from the J. I. Case Co., 
Racine, Wis. The arms give both 
unit loaders a clear dump height of 
11 ft 6 ins. with bucket retracted 


Peerless Announces New 
Series of Boilers 


A series of oil-fired; cast iron 
boilers designed for conversion to 
gas firing has been introduced by 
Peerless Heater Co., Boyertown, 
Pa. The series O boilers are rated 
from 93,000 to 234,006-Btu output 
and come with deluxe, flush or de- 
luxe extended jackets. (A conver- 
sion kit containing all of the neces- 
sary change-over equipment, con- 
trols, etc. is available through the 
firm’s distributors). 

Circle No. 46 on reply card. 


and 10 ft 2 ins. with bucket fully 
dumped. Forward reach at 7-ft lift 
height is 89 ins. Bucket sizes for the 
high-lift models are 1% and 1% cu 
yds for the W-9 and W-10 respec- 
tively. Light-materials buckets, 15% 
and 2 cu yd capacities respectively, 
are available also. 
Circle No. 40 on reply card. 


Use handy reply card on page 163... 
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Use the handy reply card to receive 





The Clareton 


The LaCrosse 


Richmond Makes Additions to Water Closet Line 


Two models have been added re- 
cently to its line of water closets 
by Rheem Manufacturing Co’s. 
Richmond Plumbing Fixtures Divi- 
sion, Metuchen, N. J. One isaclose- 
coupled, reverse trap closet com- 
bination (at left) termed the Clare- 
ton, which features a newly de- 
‘signed round front bowl and con- 
cave tank with plain cover. It re- 
quires 14-in. roughing-in. The other 


is a close-coupled, wash-down clos- 
et combination designated the La- 
Crosse, which requires 12-in. 
roughing. Both styles are avail- 
able in white and seven colors. (The 
LaCrosse was described in DE’s 
July Service Section, but, inad- 
vertently, a picture of the Clareton 
was used incorrectly to illustrate 
the item). 
Circle No. 47 on reply card. 


Commercial Water Heater 
Features Nickel Lining 


A line of gas-fired water heaters 
for industrial and commercial ap- 
plications has been announced by 
Commercial Heater Co., Fort Worth, 
Tex. Featured in the heater is a 
Kanigen-Processed lining, which 
is a chemically deposited nickel al- 
loy coating. Available in both oil 
and gas-fired models, the heaters 
range in capacities from 190,000 to 
1,800,000-Btu/hr input. Some fea- 
tures of the Comco unit are its 
water leg design which allows sed- 
iment in water to drop below crit- 
ical heating surfaces and its burner 
component which is an atmospheric 
type especially designed for the 
firm’s heaters. 

Circle No. 49 on reply card. 


Cellar Drainer Motors 

Three heavy-duty motors in rat- 
ings of %, % and 1-hp, capacitor 
start, induction run types are being 
produced to supplement its %4-hp 
domestic cellar drainer Submatic 
model by Franklin Electric Co., 
Bluffton, Ind. The motors are sealed 
in a bronze case serving asaswitch- 
actuating float to operate in and 
under water, the level of which de- 
termines the on-off position of the 
contained swifch. 

Circle No. 48 on reply card. 


Pipeline Strainer 

An addition has been made to its 
line of self-cleaning pipeline strain- 
ers in sizes from % through 3 ins. 
by Sarco Co., New York City. Fea- 
tures of the new strainer (type 
BT) are bronze body construction; 
long, tapered screen socket; built- 
in sediment collection chamber in- 
tegral with cap; and a 45-deg. blow- 
down connection angle. 

Circle No. 50 on reply card. 
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further information on these new product developments 





Five-Ton Heat Pump 

An air-to-air, 5-ton heat pump 
has been announced by Westing- 
house Electric Corp.’s Air Condi- 
tioning Division, Staunton, Va. Its 
control system senses the outdoor 
temperature and regulates the in- 
door temperature accordingly. A 
split-system pump, it has separate 
indoor and outdoor sections and is 
adaptable to domestic and com- 
mercial applications. Supplementa- 
ry duct heaters are available. 

Circle No. 51 on reply card. 


Branch Connection 


Fitting Announced 


A high-pressure branch connec- 
tion fitting available in sizes from 
¥% through 1% ins. to fit run pipes 
to 36 ins. has been introduced by 
W-S Fittings Works, Forge and 
Fittings Division, H. K. Porter Co., 
Roselle, N.J. 


=The fitting, whose contoured end 
has been designed so that it can fit 
more than one size of pipe, comes in 
butt weld, socket weld or screwed 
ends. Called the W-S TeeLet, the 
completely machined fitting is made 
from forged, solid steel bars. 


®#The photos at right illustrate its 
3-step installation—mark, cut, weld. 
Circle No. 54 on reply card. 
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Gas Stop Line Addition 

A lock wing model has been add- 
ed to its recently introduced line 
of 500-lb ductile iron Luboseal gzs 
stops by Mueller Co., Decatur, II. 
The new product, available in % 
and l-in. sizes, is designed for 
working pressures to 500 psi. The 
body and key of each stop are in- 
dividually ground and lapped for 
gas-tight closures. False ports, cast 
into the unit’s sides, keep sealing 
surfaces clean. 


Circle No. 52 on reply card. 


Compact Sink-Cabinet Unit 

A sink-and-cabinet unit for use 
in resorts, cabins, hotels and mo- 
tels, factories, apartment houses 
and similar applications requiring 
space economy is available from 
Admiral Metal Products Inc., Chi- 
cago. Width and height are both 
36 ins.; depth is 25 ins. Drainboard 
top is gray mother of pearl For- 
mica. The ledge-type sink mea- 
sures 16 by 21 ins. A 30-in. wide 
model is available also. 

Circle No. 53 on reply card. 





Scan the following page of DE's trade 





Medium, High-Tonnage Trucks Introduced by Dodge 


Its 1960 series of medium and 
high-tonnage gasoline and Diesel 
trucks featuring swing-out fenders 
designed to ensure convenient en- 
gine accessibility has been intro- 
duced by Dodge Truck Division, 
Chrysler Corp., Detroit. Offered in 
the new line are 140 basic models, 
including conventional, cab-for- 
ward, 4-wheel-drive, forward-con- 
trol, school bus chassis and tan- 


dem units. Eleven gasoline engines 
will be available with a horsepower 
range from 113 to 228 plus four 
Diesel engines rated from 175 to 
220 hp. Besides the new fender de- 
sign the Dodge trucks feature what 
the firm terms its new cab-forward 
cab style. Gross vehicle weights 
of this medium and high-tonnage 
line range to 53,000 Ibs. 
Circle No. 55 on reply card. 


Goulds Adds Stages 


to Submersible Pumps 


Additional stages have been add- 
ed to its series UE Silent Flow sub- 
mersible pumps by Goulds Pumps 
Inc., Seneca Falls, N.Y. Two stages 
have been added to the 4 and %- 
hp units, and one stage has been 
added to the %-hp unit. The addi- 
tion of the stages enables the 4-hp 
unit to pump from 100 ft, the 4%-hp 
unit from 140 ft and the %-hp unit 
from 220 ft at 40 psi. The pump has 
Byrite plastic impellers, guide 
vanes, cover plates and stainless 
steel bowls. A heavy-duty stainless 
steel hex shaft provides a positive 
drive. Extra-wide impellers prevent 
mineral and algae deposit buildup. 

Circle No. 57 on reply card. 


Air Recirculators 

Units for recirculating ceiling- 
accumulated warm air has been 
added to its line by L. J. Wing 
Manufacturing Co., Linden, N-J. 
The units consist of fan, plenum 
chamber with air guides and re- 
volving or fixed discharge. Revolv- 
ing discharge is used to change 
constantly the direction of down- 
ward flow, to prevent hot spots and 
the blocking of flow by machines 
and other obstacles. 

Circle No. 56 on reply card. 


Pipe Adapter 

A pipe adapter designed to in- 
crease the capacity of pipe-holding 
devices with a 2-in. maximum ca- 
pacity has been announced by 
Wheeler Manufacturing Corp., 
Ashtabula, O. It can be used with 
a power drive to cut 2% through 
4-in. pipe and will handle 4-in. 
diameter pipe for manual cutting. 

Circle No. 58 on reply card. 
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literature listing for items of interest to your operation 





Hydronic Zone Valve 

A zone valve for residential hy- 
dronic heating and cooling systems 
has been introduced by Minneapo- 
lis-Honeywell Regulator Co., Min- 
neapolis. The valve assembly in- 
cludes a line voltage end switch 
with snap-on terminals. Other fea- 
tures of the 2-wire valve include 
a rust and corrosion-free stainless 
steel butterfly vane and sealed-in 
synchronous low voltage motor. 
(Also see items 37 and 41.) 

Circle No. 59 on reply card. 


Crose Markets Pipe 
Repair Equipment 


A method of repairing small leaks 
in fluid or gas lines is available 
through the Industrial Sales Divi- 
sion of M. J. Crose Manufacturing 
Co., Tulsa, Okla. The Pipe Patch, 
individually contoured to fit each 
size of pipe and furnished with a 
bonded neoprene gasket, is placed 
directly over a leak, then held in 
place by the Tool (clamp). When 
sufficient pressure is applied to the 
Patch by the Tool, the leak is 
sealed off. When it is sealed, one 
can weld the patch on the pipe for 
a permanent repair; the Tools can 
be reused indefinitely. 

Circle No. 61 on reply card. 
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Compounds for Reconditioning Boilers Introduced 


Two compounds for recondition- 
ing heating systems—one removing 
accumulated boiler rust and sludge, 
the other sealing leaks without 
shutdowns—have been announced 
by J. A. Sexauer Manufacturing 
Co., New York City. Called Heat- 
Pep Cleaner and Heat-Pep Sealing 
Compound, the products are avail- 
able in liquid and powder forms. 
The cleaner’s action is physical. It 


coats boiler walls as it removes 
dirt. It vaporizes as it cleans, thus 
reaching the entire heating system 
as well as the boiler. The sealing 
compound mixes with boiler water. 
Boiler pressure causes the com- 
pound to form a permanent bond 
that becomes a part of the boiler, 
says the firm, and it is not affected 
by expansion and contraction. 
Circle No. 60 on reply card. 





COOLING EQUIPMENT COMPONENTS 

are described in a catalog from Ac- 

me Industries Inc., Jackson, Mich. 
Circle No. 63 on reply card. 


WATER FILTERS are the subject of a 
brochure from Neptune Filter Co., 
Cranston, R.I. 

Circle No. 64 on reply card. 


TRACTOR SHOVELS, torque conver- 
ter drive, are covered in a catalog 
from Allis-Chalmers Manufactur- 
ing Co., Milwaukee, Wis. 

Circle No. 65 on reply card, 


PLASTIC PIPE for residential water 

lines is described in a sheet from 

Republic Steel Corp., Cleveland. 
Circle No. 66 on reply card. 


ITS FISHMOUTH BRANCH connection 
fitting is presented in a booklet 
from W-S Fittings Works, Forge 
and Fittings Division, H. K. Porter 
Co., Roselle, N. J. 

Circle No. 67 on reply card. 


PLUMBING FIXTURES, FITTINGS are 

illustrated in a catalog from Briggs 

Manufacturing Co., Warren, Mich. 
Circle No. 68 on reply card. 


SELF-CLEANING PIPELINE STRAINERS 
are described in a bulletin from 
Sarco Co., New York City. 

Circle No. 69 on reply card. 


ITS HEATING EQUIPMENT is listed in 
two net trade price books from 
Crane Co., Chicago. 

Circle No. 70 on reply card. 


ELECTRIC CONTROLS for hot water, 
steam, gas-fired and electric unit 
ventilators are detailed in a litera- 
ture release from Barber-Colman 
Co., Rockford, Il. 

Circle No. 7! on reply card. 


NYLON HINGES for its Comfy toilet 
seat line are illustrated in a bro- 
chure from Bemis Manufacturing 
Co., Sheboygan Falls, Wis. 

Circle No. 72 on reply card. 





Folder Covers Franklin Submersible Integral Motors 


A two-color folder which illus- 
trates and describes its submersi- 
ble motors for 4-in. and larger well 
pumps has been released by Frank- 
lin Electric Co., Bluffton, Ind. One 
feature brought out by the folder is 
that the modular design of the sub- 
mersible motors for 6-in. well 
pumps permits their stacking to 
provide tandem units in ratings 
which range through 40 hp. To 
receive your copy of “Facts about 
Integral Submersibles” . . . 

Circle No. 62 on reply card. 











A COPPER TUBE FITTING CATALOG 

has been published by Chase Brass 

& Copper Co., Waterbury, Conn. 
Circle No. 73 on reply card. 


ITS EXPANDED TUB ENCLOSURE LINE 
is displayed in a catalog from the 
Bathe-Rite Division, Milwaukee 
Stamping C»., Milwaukee, Wis. 
Circle No. 74 on reply card. 


ITS GAS-FIRED BOILERSare describ- 
ed in a folder from Hydro-Therm 
Inc., Montclair, N. J. 

Circle No. 75 on reply card 


DIRECT-DRIVE BLOWER UNIT speci- 
fications are set up in two bulletins 
from Air Impeller Division of the 
Torrington Manufacturing Co., Tor- 
rington, Conn. 

Circle No. 76 on reply card. 


CONTROL SYSTEMS forsteam boilers 
are presented in a brochure from 
Sparkler-Filtrion Corp., North Chi- 
cago, Ill. 

Circle No. 77 on reply card. 


ELBOW FANS for ventilation and for 
ovens, furnaces and dryers are de- 
tailed in a bulletin from L. J. Wing 
Manufacturing Co., Linden, N. J. 
Circle No. 78 on reply card. 


A WATER TREATMENT CATALOG has 
been published by Calgon Co., a 
Division of Hagan Chemicals & 
Controls Inc., Pittsburgh. 

Circle No. 79 on reply card. 


SALAMANDERS, BLOWER HEATERS 
and infra-red heaters are described 
and illustrated in a catalog from 
Insto-Gas Corp., Detroit. 

Circle No. 80 on reply card. 


IMMERSION STEAM BOILERS, low- 
pressure models, are the subject 
of a bulletin from Sellers Engineer- 
ing Co.; Chicago. 

Circle No. 81 on reply card. 


VENTILATING EQUIPMENT for kit- 
chen, bath and laundry are covered 
in a catalog from the Miami Cab- 
inet Division of the Philip Carey 
Manufacturing Co., Middletown, O. 
Circle No. 82 on reply card. 


ITS ABSORPTION COLD GENERATOR 
is the subject of a catalog from 
Trane Co., LaCrosse, Wis. 

Circle No. 83 on reply card. 


ITS LINE OF BALLCOCKS is the sub- 
ject of a folder from Mansfield 
Sanitary Inc., Perrysville, O. 

Circle No. 84 on reply card. 
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Your service section for FREE information 


™@ The no-postage reader service card below will bring you information on any 
new product or piece of equipment listed in this section or advertised this month, 
plus new literature for your files and free management, technical and selling aids. 


™@ Review the New Products described in this issue starting on page 147. Circle num- 
bers en the reply card below corresponding to the items listed. 


@ Read the Trade Literature reviews on the preceding page. To obtain your free cop- 
ies, use the handy reply card and circle the appropriate numbers. 


@ Read advertisements and note the page number. Enter this number and the mann- 
facturer’s name on the card for complete details. 


Save time, use this handy, postage-paid reply card 


Circle numbers for free information on items in this issue 


‘ x on advertised products, 
November 1959 Issue This card void after February 1, 1960 oie date ‘ 
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FREE MANAGEMENT, TECHNICAL AND SELLING AIDS 
Please circle: Heat Pump Booklet Technical Tips Booklet 


Contractor Brochure (p. 102) Heating Sales Aids (p. 106) 
Push-Button Plumbing (p. 104) 














Title. 
































Quick Guide to New Products in this Month’s Service Section 


(Descriptions start on page 147) 


Sunnyday 60 Boiler 

Electric-Heat Panel 

Home Dental Lavatory ... 

Ledge-Installation Faucet. 
Arms ... 
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(Continued from page 146) 
sound selling practices in pro- 
moting the sale and acceptance of 
AAF products to the maximum 
benefit of the customers and the 
company.” 

Field sales engineers who have 
not reached their 32nd birthday 
during the fiscal year will be elig- 
ible for the award. The winner will 
be selected by the director of 
marketing, manager of field sales 
administration, and product divi- 
sion managers. The winner will re- 
ceive a plaque and 10 shares of 
AAF common stock. 

The company manufactures heat- 
ing and air conditioning equipment. 


Five Millionth Permaglas 
Water Heater Is Completed 

KANKAKEE, Itut.—Another mile- 
stone in the appliance industry was 
reached last month as the five mil- 
lionth glass-lined Permaglas water 
heater came off the assembly line 
at the A. O. Smith Corp.’s Perma- 
glas Division plant here. 


a Although A. O. Smith was man- 
ufacturing automatic storage water 
heaters in Milwaukee as early as 
1940, real production of Permaglas 
glass-lined water heaters didn’t 
start “in earnest” until it opened 
the postwar plant here in the fall 
of 1947. The plant then contained 
435,000 square feet at an invest- 
ment cost of $5,000,000. 

Today, the plant has grown to 
714,000 square feet and at a physical 
investment of $14 million. 


risen 
greatly here, a company spokesman 
told DE. The original plant was 
designed for a production of 20,000 
to 25,000 water heaters per month 
which included galvanized and 
glass-lined. Today, production at 
Kankakee exceeds 50,000 water 
heaters a month with 10,000 addi- 
tional units from a new Permaglas 
plant on the west coast. 

At its Kankakee plant A. O. 
Smith also manufactures a full line 
of Burkay water heaters for com- 
mercial and industrial applications, 
residential heating and air condi- 
tioning systems and water condi- 
tioning equipment. END 


s Production quotas have 
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HERES WHAT YOU 


PRACTICAL PLUMBING contains 409 
pages—it is divided into 6 parts which 
are subdivided into 27 chapters. It is 
well illustrated throughout and has 
many special tables . . . a large num- 
ber of standard tables . . . complete 
set of plumbing symbols . . . all com- 
pletely indexed. Size 5%4x8% 
bound in semi-flexible cloth cover .. . 
a worthwhile addition to any business 
library. 
TABLE OF CONTENTS 

Second (Revised) Edition 
Part |—The Drainage System 
Part Il—Hot and Cold Water Supply 
Part Ill—Miscellaneous Services 
Part 1V—Special Installations 
Part V—Electricity in Plumbing Work 
Part Vi—Plumbing Fixtures and Mate- 

rials. 


KNOW 
THE 


FACTS 
Avoid 
Costly 

Mistakes 


GET IN THIS BOOK 


PRACTICAL PLUMBING is a book which 
helps you to eliminate guesswork and 
the element of chance from your plumb- 
ing installations. It permits you to 
know the facts before you undertake 
any kind of plumbing job. With its aid 
you avoid costly, dangerous mistakes. 
PRACTICAL PLUMBING takes you direct- 
ly to the point on every subject it 
covers. You'll find this book as interest- 
ing as it is convenient to refer to. 
Interspersed in its 409 pages of meaty, 
authentic information, you'll find a 
large number of diagrams, charts, 
tables and illustrations to simplify the 
use of this book. The alphabetical, 
ready reference index in the back 
makes for even greater convenience 
when working out a plumbing con- 
tract. 


Once you have your copy of PRACTICAL PLUMBING (Price $3.50) you'll 


consider it an important business asset . . 


afford to be without... 


. a book you can scarcely 


an attractive addition to your trade library. 


We suggest that you order your copy today. Use coupon below: 


in check money order 


DOMESTIC ENGINEERING CO., Book Dept., 1801 Prairie Ave., Chicago 146, Ill. 
Send me my copy of PRACTICAL PLUMBING by return mail, postpaid. | am enclosing $3.50 


to cover the cost of this book. 





LINE-UP FOR PROFIT WITH U. S. This Is About You! 


(Continued from page 114) 
Take q second look at heating, but they indicated interest when it 
a line that wi was explained to them. They agree that the 
° ° RO heating requirements of different rooms in 
is still eee G the home vary—the baby’s room or a room 


where children play on the floor should be 
warmer than an adult’s sleeping room, for 
example. 

The delegates—both men and women— 
tend to the view that zoned heating would 
be extremely complicated to install and, 
therefore, unduly expensive. In brief, they 
like zoned heating but think it would cost 
more than they can afford. 

The moral: Industry members who want 
to promote zoned heating should emphasize 
the comfort factors and minimize the cost as 
compared to benefits received. 


What do the delegates think of electric 
heating? 


The few who had experience with it like it 
very much. They emphasized that it’s “even 
and extremely clean.” Most of the delegates, 
however, said the cost would be beyond their 
reach in their own localities. 





How good is the homeowner market po- 
tential for air conditioning? 





In hot and humid areas, air conditioning is 

very high on the list of most-wanted items. 

Half of the adult delegates said they would 

install air conditioning if it could be included 

at the time a home was built and its cost 
(Please turn to page 168) 
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...and remember! Nothing, but nothing, builds a line like demand. 
ANY WAY YOU LOOK AT IT, U.S. IS THE HEATING LINE TO GROW WITH! 


The Broader The Line, The Better The Profit Potential for All Concerned! 


TAKE ANOTHER LOOK — 


At the additional savings possible, by order- 
ing combined shipments of heating and 
plumbing fixtures. Write today! 


UNITED STATES 


PLUMBING FIXTURE . 
HEATING AND COOLING CORP. “The minute | start having a little 


1130 CITY PARK AVE., COLUMBUS, OHIO trouble, you get panicky and want 
to call a plumber!” 
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engineered .na designed 
with the Craftsman in mind... 


KENNEDY 


MECHANIC KITS 


A MUST for every mechanic, Kennedy 
Mechanic Kits are a compact, con- 

venient method for carrying and storing 
tools and parts. Features hip-roof and 
four smooth-action trays. Durable, 
reinforced steel with dark brown, ripple 
baked enamel finish and contrasting 


green trays. 


Se eed 


Model 1017. 17” x 8” x 10” 
Model 1018 18” x 10” x 12%" 





seeee my 
Kennedy Mfg. Co., Van Wert 1, Ohio 
Please send name and oddress of nearest 
Kennedy deoler. Dept. DM-11 


Name 


Address___ 
City, Zone. 
and State 


S8teenueeees eoq 


KENNEDY MANUFACTURING COMPANY, VAN WERT, OHIO 











PLUMBERS’ 
STOP LEAKS omer 


Self-Forming 





125 
BRASS on VALVES 


| : Iron Pipe Size 
SAVE TIME! 
SAVE MONEY! Non-Rising Stem—Wedge Gate 


ONE SIZE 1S ALL YOU NEEC . Size—%” to 2” inclusive 


Just Wind—Compress—leak is 


Sealed! PLUMBERS’ SPECIAL . No. 125 C 


works like magic! Forms itself 
into a solid, lead-like, self- , 

lubricating washer on any size BRASS GATE VALVES 
mixing faucet, spigot, radiator 

valve, etc. Speeds work. Cuts Copper x Copper 

washer stock. Gives you big- Non-Rising Stem— Wedge Gate 


ger profit! TRY PLUMBERS’ - . %" ” 
SPECIAL! Available at Plumb- Sizes—'2” to 2 


ing Supply houses. 
Write for FREE SAMPLE. 


Get IL THIS COUPON No. 250 
FREE SAMPLE | SWING CHECK VALVE 


Mail Coupon | 3642 Cuthbert ot te Philo, 1, Pa. Iron Pipe Size. For steam and water line at pressure up 
to 125 Ibs. Sizes /2” to 2” inclusive. 


\ Please send me Folder and FREE Same of 
Copper x Copper 2” to 2”. 


QUEEN CITY VALVES, INC. 


obligation. 
1203 Findlay St., CINCINNATI 14, OHIO 





LUMBERS’ Name = 
P . Company 
racks | Address 
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Why pass up even a 
part of the profit 
the COMPLETE 


job gives you 
job....with these 


Grant Wilson) 
PRODUCTS 


.. All types for all services, 
all temperatures, hot and cold. 


— 
ASBESTOS INSULATING 
4 CEMENTS 
... Five types for temperatures 
to 1300°F. 


ASBESTOS AIR-CELL 
SHEETS AND BLOCKS * 
..2, 3 and 4 ply and up for 

temperatures to 350°F. 


2 and 3 inch widths, 500 to 1500 
foot packages, packed in cartons— 
easy to stock and use, no waste. 


ih ASBESTOS TAPE 





JET-LINE COMBUSTION 
CHAMBERS 

.- (6/10 gal. to 12 gal.) A 
complete, easily installed 
‘‘package’’—maximum 
efficiency and the 
perfect chamber 
for conversion or 
replacement work. 
Pont WWilsor 
Ashe s7c S 


ASBESTOS PAPER 

.. A full range of thicknesses and 
weights, from 8 to 64 pounds per 100 
square feet 18", 24” and 36” wide. 5 lb., 
10 Ib., 25 Ib., 50 lb. and 100 Ib. rolls. 





ASBESTOS and INSULATING MATERIALS 


141 WEST JACKSON BLVD. + CHICAGO 4, ILLINOIS 





(Continued from page 166) 
covered fully by the original mortgage. 

A number of women said that their hus- 
bands work in air conditioned places while 
their wives swelter at home—and they feel 
the home should be air conditioned too. Hus- 
bands added that after being in air condi- 
tioned places all day at work, they find the 
heat at home, even in the “cool of the eve- 
ning,” very hard to take. 

The teenager panel also endorsed air con- 
ditioning. In fact they consider it more 
important than the adults, who tended to 
think of air conditioning as a “necessary lux- 
ury.” The youngsters said air conditioning 
is important to health as well as comfort. 


How much does the average homeowner 
know about residential, central-type air 
conditioning? 


It appears they’d like to know a great deal 
more than they do—and they’re critical of 
the industry for “not making this informa- 
tion available.” They want to know how 
much air conditioning would cost, whether 
the noise level can be kept down and just 
how it would be installed. They want to 
know whether air conditioning can be adapt- 
ed to their present heating systems or wheth- 
er it would mean a complicated and expen- 
sive installation. How much physical space 
central air conditioning would require was 
another question raised. 


How popular are colored plumbing fix- 
tures with today’s buyer? 


Most of the women delegates are enthusias- 
tic about colored fixtures. The men like 


“First. Do I get my JENSEN 
STAINLESS STEEL SINK?” 
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them too, but are more restrained in their 
expressions of interest. However, both men 
and women showed what they regarded as a 
“practical” turn of mind and said they’d 
probably settle for the less expensive white 
fixtures and use the extra money for a more 
pressing need. 

The chief objection raised against colored 
fixtures was that one may tire of a color long 
before it can be replaced. On the other hand, 
many women said they’d like their second 
bath or lavatory to be in color. 


How do women feel about wall-hung 
water closets as compared to the floor- 
mounted type? 


Some 65 percent of the delegates said they 
prefer the wall-hung type. The remainder 
continue to prefer the floor-mounted. Of the 
ladies who like wallshung closets, two-thirds 
would be willing to pay from $30 to $50 more 
for them. They like any idea that makes it 
easier for them to keep the bathroom clean, 
they said. 

However, many of the women wanted to 
know how the closets stay “hung” and were 
afraid it would pull off the wall, indicating 
a need for an educational program that 
would convince the homemaker that a wall- 
hung closet, if properly installed, is durable. 


What does the consumer think of bath- 
room and kitchen advertisements in con- 
sumer publications? 


The women at the conference said most of 
the plans shown are much too elaborate for 
the average home and hence are completely 
impractical. They had the same criticism 
against bathroom or kitchen-planning arti- 
cles, particularly those on remodeling. 

The men added that these elaborate ads 
and articles tend to make their wives expect 
too much—much more than is practical. 


Do homeowners pay any attention to the 
brand of fixtures or the heating system 
when buying a new home? How about 
when they’re thinking of remodeling? 


All delegates indicated that brand names 
are important to them whether they’re buy- 
ing a new home or remodeling an old one. 


The most complete line of 


EAN A a 


To prevent pollution of water 
supply, more and more codes 
are calling for integral vacuum 
breakers on faucets where pos- 
sibility of back syphonage 
exists. You'll find your most 
complete selection at Chicago 
Faucet—for slop sinks, bed pan 
flushers, laboratory sinks, 
shampoo fixtures, etc.—with in- 
terchangeable spouts and sup- 
plies to meet every need. The 
vacuum breaker proper is sim- 
ple and positive in operation, 
compact in size, and meets every 
code we know of. The faucet 
mechanism is the famed Chicago 
Faucet interchangeable unit that 
permits minor repair or com- 
plete replacement in a matter 
of minutes. 








Bed Pan Fiusher No. 904, with 
integral vacuum breaker, tem- 
pering and control valves, 
integral cut-off and check valves, 
and rubber hose with rose spray. 


Slop sink faucet No. 897, 
with integral vacuum breaker, 
adjustable wall brace, pail hook, 
adjustable supply arms with 
integral stops. 





The Chicago Faucet Co. 


About half said they had a chance to select 
their plumbing fixtures in their new homes. 
The remainder complained that they did not. 
Their complaints were generally leveled 
against the builder. 

When dealing directly with a plumbing or 
heating contractor, as in the case of remod- 
eling, the homeowners were given a choice 


Chicago 39, Ill. Chicago Faucets 
are distributed 
through the 
plumbing trade 


exclusively 








(Please turn to page 171) 
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ONLY THE 
FINEST 


WATER 
HEATERS ARE 

PERFORMANCE 
RATED. 


—— 
_—| 


[ 


..-AND THEY’RE MADE BY 
AMERICAN-STANDARD 


FINEST NAME IN PLUMBING 
AND HEATING 


e@ With Performance Rating you easily 
match your customer’s needs to the 
right size “‘rated’’ water heater. 

@ Performance Rating quickly makes 

you the water-heater expert; gives 
you quality and service to sell. 

e@ Performance Rating means your 

customers won't run out of hot water. 


@ Gas, electric; glass-lined, galvanized; 
20-82 gallons; full price range. 












































American-Standard & Standard® are wrademarks of 
Ameatican Radiator & Standard Sanitary Corporation 


American-Standard 


PLUMBING AND HEATING DIVISION 











trvmali 
[TNO 
Gu 


ENDS DRAFT PROBLEMS 


in gas, oil and solid-fuel installations * 


“| don’t fret with uncertain draft since 


THE INSIDE STORY OF Walker brought out this low-priced in- 
SHUR-FLO EFFICIENCY ducer-regulator. Now | install Walker 
© Hi-Volume Self-Feathering Fan inducers on all my jobs and have 
© Self-Cleaning Blades (No Soot good draft right from the start!" 


gy ESE) "Most Efficient 
‘sgue"| Draft System 


Mountings rn 
© Extra Heavy 

crew | Ever Made 

struction Say Heating Contractors, 
Architects, Home Owners 











Draft problems end with Walker Shur-Flo (Pats. 
Pend.), SUREST DRAFT SYSTEM ever devised for 
oil, coal or gas-fired installations from older homes to 
modern, low-roofed houses. Install it, forget it! What 
could be better? 


* Fue! “HOW TO CURE SICK CHIMNEYS” 


"* Now, the first ready-reference guide col- 
lecting all the information on Power In- 
ducer Venting you’ll need to solve your 
draft problems. You'll find it indispens- 
able! Get your handy copy now! Abso- 

lutely no obligation. 
WRITE TO US AT ADDRESS BELOW 














Fan-operated draft-inducer draws only flue gases— 
not outside air. Quiet. Costs less to operate. Needs little 
power. Installs quickly at any angle. Virtually elim- 
inates costly callbacks and corrections. 


Ree s a Walker Draft Control for every draft problem regardless of 
. 29,000,000 in use! The industry's standard of performance. 


BALANCED 34 4 TYPE BB 
for larger commercial and 
special industrial 
central heating control 


y @ 
ROYAL PURPLE JUNIOR LINE DOUBLE VENTURI 
for smaller central heating SWING for CAP for 


central budget gas-fired 


heating and 
heating plants control equipment 9 ‘ 


ventilating 


See your supplier or write direct to 


WALKER MFG.& SALES CORP. 1780 Penn St., St. Joseph, Mo. 
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(Continued from page 169) 
of brands. However, they indicated that they 
allowed themselves to be strongly influenced 
by the judgment of the contractor. 

In general, homeowners know the brands 
of their major kitchen appliances. They know 
less about their bathroom fixtures. Their 
interest in brands when questions were put 
to them and their willingness to listen to 
their p-h contractor indicate that the con- 
tractor can upgrade a remodeling job—and 
make price less of a factor—by offering ex- 
pert advice to his customers as to the quality, 
longevity, etc. of a choice of brands. 


How interested are homeowners in such 
“extras” as dishwashers, food waste dis- 
posers, freezers, etc? 


The dishwasher proved to be the top-wanted 
appliance on the adult list, placing well 
ahead of such things as an extra oven or a 
rotisserie. Food waste disposers and freezers 
were second and third choices. 

Teenager delegates reversed the order of 
._preference. They put freezers (well-stocked) 
first, food waste disposers second and dish- 
washers third. 


Does the man of the house know where to 
turn off the water and gas in case of an 
emergency? Does his wife? 


The delegates to the conference were an un- 
usual group in that all the men and most of 


for every type of in 


Use VENT 
VENTING VA 


with complete 


Cum-Apart design promotes 
customer satisfaction 


Vent-Rite’s exclusive Cum-Apart design is a big plus 
feature in promoting customer satisfaction and good will. 

Dirt accumulation, the major factor in vent failure, is 
eliminated, for Cum-Apart Vent-Rites can be taken apart, 
cleaned, and returned to perfect working condition. This 
means the vents will last practically indefinitely, and it also 
means they always assure instantaneous, automatic venting. 

Your reputation for good work is safe with Vent-Rites 
Their scientific design, together with quality manufacture, 
assures automatic, noiseless venting, quick, uniform heat 
distribution, and long, trouble-free service. 


stallation --- 


LV ES 


the women knew where to turn off both. 


One of the “little things” that a man on a There's a Vent-Rite Venting Valve 
for every type job. Order from your 


wholesaler. 


(Please turn to page 172) 


coo 


= F Special Cum-Apart Tool for taking 


aay, oe 


- vents apart is available. 


Adjustable Steam Vents 
No. 1 for non-vacuum 
No. 2 for vacuum 


| VENT- RITE 


VENTING VALVES 


Best because scientifically designed — 
by the pioneers in vent control 


“Aha! Just in the nick o’time. Drop it 
and turn around slow!” 








“SUMPTROL 


FLOAT OR 
WEIGHT OPERATED 


Quality that Helps Sell the Pump 


e Easy to install and inspect e Two-pole construction 
for safer operation e Visible, vertical-action contacts 
e Attractive, rugged metal enclosure 


ALWAYS SPECIFY SQUARE D 


Write for Sumptrol Bulletin. Address Square D Company, 
4041 North Richards Street, Milwavkee 12, Wisconsin 


SQUARE J) COMPANY 





ESTIMATING 
BUYING 
SELLING 
BILLING 


and CHECKING INVOICES 


It's the Quick, Easy Answer 
to Your PRICING PROBLEMS! 


You will corteiety find, in your reference to the Bradford 
Price Book, a quick, easy answer to your pricing problems. 
Whether it is a question in plumbing, heating or sheet metal 
work, you'll find price data showing prevailing material 
costs .... lists, net and suggested selling price. Contents: 
450 ges in 24 sections. You'll find BRADFORD PRICE 
BOOK a most valuable item of equipment in maintaining a 
successful and profitable business. 


Subscribers use this valuable book to make sure 
that they are being allowed the latest market dis- 
counts and prices. 


Write for Full Information Today 


The 
BRADFORD PRICE BOOK 


QUINCY 69, MASSACHUSETTS 








(Continued from page 171) 

service call can do, to leave a good impres- 
sion on behalf of his employer, it was pointed 
out, is to make sure the housewife knows 
where to turn off the water and gas in case 
of an emergency. He should do this regard- 
less of the reason for the call—even if water 
or gas shutoff are totally unrelated to the 
call. Even when the housewife already 
knows how, this show of interest in her 
household’s welfare is appreciated—and re- 
membered. 


What did the delegates to the conference 
think of Privazoning? 


Delegates asked lots of questions about this 
new concept in bathroom-bedroom-dressing 
room design, thereby indicating a great deal 
of interest. Reaction to the new idea was 
generally favorable, but not always for the 
same reason. Some gave No. 1 importance 
to the additional toilet facilities, others to the 
privacy it affords, particularly with respect 
to the new bedroom design’s offering a pri- 
vate place of retreat for each member of the 
family. 

Women particularly like the extra storage 
idea and its proximity to the bathing facili- 
ties, although some expressed concern that 
the storage area might be too damp because 
of this proximity. (This possible problem 
would be resolved by the use of an exhaust 
fan, it was pointed out.) 


= Something over half of the delegates said 
they’d be willing to pay $300 to $500 more 
for a house offering Privazoning for the mas- 
ter bedroom. Some delegates are skeptical 
of this price differential, however, saying 
they think it’s too low. 

Teenagers at the conference all like Priva- 
zoning. They like the idea of having their 
own bathing and grooming facilities, and 
they especially like the idea of converting 
the bedroom into a sitting room where they 
can do their homework, take their friends 
and listen to records that are unpopular with 
other members of the household. 


What does the average homeowner know 
about underground lawn sprinkling? 


The mechanical lawn sprinkler is an item 
that must be actively promoted by the 
plumbing contractor interested in building 
up this type of business. Most of the dele- 
gates to the conference knew little, if any- 
thing, about the existence of lawn sprinkling 
systems and nothing at all about how such a 
system would be installed. They showed in- 
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terest in the idea to the degree that, when 
asked whether they would like to discuss it 


. 
with a plumbing contractor, more than half Qualit IN EVERY 
said they would. 


What does the average homeowner know DETAIL OF CONSTRUCTION! 
about - melting systems? Is he in- @ NEAT, ATTRACTIVE DESIGN! 
terested? . ‘ 
@ SILENT, AUTOMATIC OPERATION! 
The delegates knew little about snow melt- 


ing systems, but those from northern areas Ewing VERTICAL HEAVY-DUTY 


were definitely interested. Many men said 


they would be willing to pay an additional 
20 percent if the snow melting system were H OT W AT E R FAT E R S$ 
put in at the same time as a new heating 


system—and if they could convince their Provide a Constant, Abundant Supply of 
wives of the importance of eliminating the 


back-breaking snow-shoveling job. —_ LOW COST 
What further service would the new home- ~ HOT WATER 


owner like to receive from the p-h con- 
tractor who installed her kitchen, bath- 
room and heating system? es 5-YEAR GUARANTEE — 1-Year Un- 
: 2 conditional; 4 additional years pro- 
Here’s what the ideal plumbing contractor = rated. 
would do, as revealed by the delegates’ com- bats 
ments: He’d call on the family a couple of Ns ; * Automatic self-generating con- 
: . trols; no electrical hook-up is re- 
weeks after they move in and find out quired. 
whether everything is working satisfactorily. « 
He’d show them where their emergency wa- Pm Comes COMPLETELY set up with 
ter and gas shutoff are “ burner and all controls already 
’ mo woo ‘ installed on Heater. 
He’d review the particular convenience, 
beauty and economic benefits of the bath- ' Dennenent babeden ened Gi: 
room and kitchen, to heighten the home- : ish in attractive red and black 
maker’s appreciation of these important ee crinkle finish. 
. + 
rooms in the home and underscore her own 
ai tool ool h saihesial f fixt NO Galvanized surfaces! All in- 
good judgment on her selection of fixtures torler surfaces treated by epeciel 
and appliances. metal protectives. 
He’d make sure the homeowners under- USES ANY TYPE GAS 
stand how to operate the heating system. 


ny save hi - ——- . . OFFERED IN 3 CONVENIENT MODELS 
And he’d leave his a card, so they aneatin. Mert.  what.ant 
, sft j . r} j > i , 50 gals. stor. cap. 85 gals. stor. cap. 145 gals. stor. cap. 
can get in touch with him should it prove 33's tole 77" Sa hetght ar fe teiant 
necessary. 20” in diameter 25” in diameter 31” in diameter 
’ 190,000 BTU Input 315,000 BTU Input 520,000 BTU Input 
Recovery figures based on 100 degrees F. temperature rise. 








= The result: the new homeowners are im- 
pressed by the p-h contractor’s expert COMPETE with t , 4 ; 

a f si re with temperature and pressure gauges, tem- 
knowledge of his field. They ve become bet- perature and pressure relief valve, gas flow regulator, 
ter acquainted with him. They now feel drain valve; draft diverter, dielectric fittings; magne- 
that they have their own p-h contractor if sium rod installed and included in each unit. 

anything goes wrong. And the contractor ALL EWING HEATERS MORE THAN MEET ASME requirements; 
has a permanent customer. %-inch heads, Y%-inch steel shells, 11-gauge tubes; heavy flue 

The ideal p-h contractor does these things Snes SSE Se eee eee 

whether the customer’s original contacts Install a EWING WATER HEATER and SEE FOR YOUR- 
were with him or mainly with the builder. SELF how it will out-perform any other water heating 


Oe equipment. Complete details, prices, name of nearest 
Many p-h contractors who made the origi- distributor upon request. Backed by 35 years of nation- 


nal installations in the delegates’ homes evi- wide, successful manufacturing of heating equipment. 
dently established such a rapport. Two- 
thirds of the delegates knew who did their 
original plumbing and heating, and 50 per- 
cent still had the same contractor for servic- 
ing and replacement work. END 





MANUFACTURING CO. 
2545°NW 10 P. O. BOX 875 


OKLAHOMA Ccavy. OKLA 
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26 Stainless Steel Sinks 


that Fit Your Mankat 


Polay Ware doesn't make every sink size you can 
think ef, bul Palay does think aggressively about 
every sige thal moves in velume, That's 80% af the 
market, And here, with Polar Ware, you ean sell in 
competition Wilh anyhedy witheut eulling the pratt 
margin yeu heed 

Polar, the leading manufaetirer Of stainless ateel 
elinieal Ware, Makes alainless sinka to the same 
high standards of eraflamanahip demanded by hea 
pitals provides you with a heavy gauge produet 
of 902 stainless that is second to hone in quality and 
features, And Polar sinks are priced to protect yout 
interest in quoting jobs and making money on them, 

It will pay you, as it has so many others, to inves 
tigate Polar Ware. Write for the name of the Polar 
distributor in your area, and for full information on 
this hard-hitting line of stainless steel sinks, 


Polar Ware Company 


4900 LAKE 


SHORE ROAD, SHEBOYGAN, WIS 


54..Room 14 








Can You Break the Winter 
Barrier to Pump Sales? 


(Continued from page 115) 
feeling that dealers are not supposed to sell 
pumps in the wintertime,” Myers said. He 
cited these as the reasons most often given: 

(1) Wells can’t be drilled in frozen ground. 
“The fact remains that many well drillers 
are drilling year round. Frozen ground is no 
more difficult to drill than solid rock.” 

(2) Dealers are busy selling other prod- 
ucts. “Some pump dealers may be busy dur- 
ing the Christmas rush selling other prod- 
ucts, but, generally speaking, pump dealers 
are not as busy during the winter months 
as they are during the spring, summer and 
fall periods. Further, is there any reason 
why pumps can’t be sold as Christmas dura- 
bles?” 

(3) New house construction falls off. “New 
house construction today is on almost a con- 
tinuing basis with less winter slack than in 
the past. Concrete can be poured in the win- 
ter as easily as in the summer. Home build- 
ers have found that it just doesn’t pay to quit 
selling during the winter months. They must 
make a living the year-round. So must pump 
dealers.” 

(4) Dealers take vacations. “It’s true that 
some dealers take vacations in the winter 
but they do in summer, fall and spring, too 
Lost sales time, as a enell of a vacation, is 
reason why a dealer should sell 
hard to take up the income slack.” 

(4) Psychological barrier that it can't he 
(lane, it's cald outside 


even more 


This is prabably the 


(Please turn ta nage 177) 


‘| got the idea from the boys’ bunk beds!”’ 
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15/16” Adjustment 


Centerset 
Lavatory Fitting 


Diverter Bath Fitting 





lustrating new FIT-ALI 


Tee Available with ALI 
Drains Autovert Bath Fitting 


“Wade by the Bost Hands 
in the Business” 


) 


THE CENTRAL BRASS 


MANUFACTURING CO. 
2950 E. 55th Street ° Cleveland 27, Ohio 
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PENBERTHY builds better 
sump 

















pene-enive neon 48 
NEW FEATURES 


improve performance and profits 

MODEL 46 
The new line of Penberthy 
sump pumps is packed with new 
advances in design, construction 
and performance. Here are 
some of the features that make 
Penberthy your best value! 
NEW IMPELLERS 
Advanced design and construction, 
with greatly improved abrasion and 
Corrosion resistance, provide 
more effective service — longer 
NEW FLOAT ROOS 
(Pea-Pride, lran-Guard, Mers-a-Matic) 
Carrasion-resisting palyethylene 
rods are practically iadestructible 
Assembled as wait with displacement 
weight type Moats — ready tor 
@asy actiustment aad installation 





NEW FLOATS 
(Model 48 aad 46) 

Palyerhylene faate look like but 
WERE aie EEE FH Pattee Fy pee 
NEW BNE BeLt 

(Pea Peide, Model 48, fron tine 
Liaitieed deaian af walvereal end! 

bell provictes sreater Protection fay 
awitch; aida fy eficheney of 
inatantanhedus Positive ewitch action 
SPMA APPROVAL 


All Penberthy pumps surpass Z| 
@xacting requirements of SPMA 

a further warranty to Penberthy's 

reputation for unmatched quality 


MERS-A-MATIC 


MODEL M 


Write for new catalog 


PENBERTHY MANUFACTURING COMPANY 


Divisson of Buffalo-Eclipse Corporation 
DEPT. DE PROPHETSTOWN, ILLINOIS 
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Public Buildings, Office Buildings and Factories require sump pumps that 


will provide years of dependable, trouble-free service. 


When first consideration must be given to long life, low maintenance cost, 
simplified servicing and enduring dependability The Electric Waterboy 
should be specified. This pump is engineered and manufactured to the 


standards of heavy duty industrial drainage pumps. 
Permanently lubricated extra heavy ball bearings, 
heavy duty shaft, a rugged float switch insure a 
long trouble-free life. All wearing parts may be 
replaced on the job providing an extra economy. 
The Electric Waterboy Pumps are supplied with 
motors of 1/4, 1/3 and 1/2 HP. Totally enclosed or 
explosion-proof motors and controls can be supplied 
when required. 
Specify and install THE ELECTRIC WATERBOY. 


PERFORMANCE (1/4 HP 1750 RPM) 


Disch. Head (ft) 6 13 #=7 «4221 22 «23 
Capacity GPM 5.0400 0s —‘1S”sé 

















weil pump comMPANY 


1512 No. Fremont St., 





SPECIFY 


UPERSPUN’ 


PRECISION 
CAST IRON SOIL PIPE AND FITTINGS 


“INSTALLED EVERYWHERE” 


“ . .. but | was only checking yellow hubs to 
see if you installed Superspun” 


UPERSPUN’ 


CAST IRON SOIL PIPE. AND FITTINGS 
COMBUSTION ENGINEERING, INC. 


SOIL PIPE DIVISION © CHATTANOOGA, TENNESSEE 


Minimum recommended 
sump 18" diameter. Stand- 
ard pump lengths: 2, 3, 5, 
6 and 8 feet. 


Chicago 





Case Non-Overflow 
One-Piece* Water Closet 
With Whispering Flush 





KITTEN 
QUIET 





® Non-Overfliow Safety Feature 
e Time-Tested Healthful Height 
e Comfortable Body Contour Seat 


e Produced in 49 Decorator Colors 
plus sparkling black and white 





® 


CASE MANUFACTURING CORPORATION 
247 DELAWARE AVENUE, BUFFALO 2, N. Y. 





@ PATENTED 


Domestic ENGINEERING, NovEMBER 1959 





(Continued from page 174) 
most outstanding alibi for not selling pumps 
in the wintertime. Selling pumps in the win- 
ter is no colder a job than duck hunting, and 
it gives a much better return.” 


(6) Too much service work. “Here is one 
of the best reasons why pumps can be sold 
in the wintertime. The dealer has the oppor- 
tunity to examine an old pump and talk with 
the customer about its condition. This is the 
most logical time to approach the customer 
on replacing his old pump. Replacement is 
one of the best-markets a dealer has for in- 
creased pump sales.” 


s William Lassiter, product manager of wa- 
ter systems, outlined the following market 
points that will work in favor of the dealer 
who increases his sales activity in winter. 

(A) “At the present time it is estimated 
that 2,648,000 pump units have been in serv- 
ice for 10 years or more. Pump service calls 
are accelerated during the winter. There is 
no better time for a water system dealer to 
sell a new pump than when he makes a 
service call.” 

(B) “Thousands of customers living be- 
yond city water mains have purchased mod- 
ern water-using appliances since their once 
properly designed water supply system was 
installed. These now-undersized pumps are 
ripe for replacement.” 

(C) “Many modern farms have two, three 
or even more pumps to supply their water 
requirements. With today’s trend to larger 
farms, the market is here for an enterprising 
pump dealer to sell.” 

(D) “A trip through most any rural com- 
munity will disclose hand pumps and pump 
jacks still in operation. These pumps were 
never intended for pressure water systems 
and certainly need to be replaced.” 


s In concluding the conference, F. E. Myers 
II said: “How much we as a pump industry 
can do in capturing this tremendous creative 
market depends upon two key questions. 
First, do we have the ability and desire to go 
after the replacement market? The second 
question i# Can the industry create more 
sales through sound merchandising and ad- 
vertising at all trade levels, thus competing 
with other products for the consumer pur- 
chasing dollar? 

“We say here very sincerely that the pump 
industry can achieve this creative market. 
The potential is there. The only limiting fac- 
tor is the amount of effort all of us are will- 
ing to put forth in the big ’60’s.” END 
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Crerlers 


PERFORMANCE 


GAS FIRED CONSOLE HEATERS 


Radiant and Closed Models 14,000-65,000 B.T.U. 
With Counter Flow (Optional) 


Enjoy more profitable heater sales with Peerless 
Console Heaters. Here’s how Peerless outperforms 
other gas consoles .. . 


DIRECTIONAL TOP LOUVERS are individual vanes 
—not stamped slots. 


SINGLE CAST IRON BURNER eliminates adjusting 
problems, annoying noises. 


SEAM-WELDED HEAT EXCHANGER is positively 
gas-tight leak-proof. 


OPTIONAL VENTING—horizontal or vertical—is 
available without additional expense. 


Isn’t it time you moved up to Peer- 
less? Write today for detailed litera- 
ture and specifications. 


Perters MANUFACTURING DIV. 


OF DOVER CORPORATION 
LOUISVILLE 1, KENTUCKY 





Here's a New Argument for 
Contracting-Out Industrial Work 


(Continued from page 102) 

brochure points out that the contractor 
a is a “man of many skills—conversant with 
TANK AND LID excavation work, pipe insulation and the rig- 
ging of temperature controls and electrical 

equipment.” 
Other pages (well illustrated) cover the 
extent of the contractor’s experience in all 
“Ts Gunemens” phases of mechanical work, the capabilities 
of his staff of estimators, supervisors, engi- 
neering detailers, etc., the range of special- 
ized tools and equipment he uses on the job, 
the price advantages he enjoys through vol- 
ume purchasing, the wide experience he has 
had in complex installations of all types, etc. 


New packaged submer- 





sible ejector for drains 
and basins below sewer 
line. Cap. up to 10,000 
gph. Write Piqua Ma- 
chine & Mfg. Company, » Summarizing a survey conducted by a 
Piqua, Ohio Wall Street financial source, the brochure 

points out that of some 687 companies’ net 


profits, more than 67 percent was expended 
dy 55 for maintenance and repair work on the 
plant. “Assuming,” the brochure says, “that 
the mechanical contractor did only 10 per- 
cent of the work, and assuming that he could 


save only 10 percent over in-plant labor 


ty a Ra pee e& er Sy 7 eB L &: & costs, it follows that the company could add 


elmost 1 percent to its net profits.” 
Aiming its concluding remarks directly at 
FOR TEMPORARY HEAT | plant management, the brochure says: “Here 
ON ALL WINTER WORK...INSIDE-OUTSIDE... USE (Please turn to page 180) 





SALAMANDERS 


LP GAS 4 MODELS 


FEATURES 
@ PORTABLE @ NO FUMES 
@ CLEAN @ NO SMOKE 
@ ECONOMICAL ® NO SOOT 


BLOWER HEATERS 


LP GAS 2 MODELS 





TYPICAL USES: DRYING PAINT AND 
PLASTER .. . CURING CONCRETE .. . WORK- 
ER’S COMFORT . . . HEATING WAREHOUSES, 
SHANTIES, SHEDS AND MATERIALS. 


. INFRA-RED HEATERS 

LP GAS 3 MODELS 
( THE MOST COMPLETE LINE OF PORTABLE 
HEATERS WITH CAPACITIES UP TO 150,000 
BTU PER HOUR, BOTH MANUAL AND AUTO- 


MATIC OPERATION. PRICES $19.50 AND UP 
* WRITE OR WIRE FOR COMPLETE INFORMATION a 


INSTO-GAS CORPORATION 


994 E. WOODBRIDGE e DETROIT 7, MICHIGAN 














“The piece of direct mail the mailman 
just handed you will explain 
why | am here, sir.” 
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ALL YOUR STAINLESS STEEL 
SINK REQUIREMENTS FROM || 
ONE SOURCE... 


book | 


STEEL 
EQUIPMENT 





CABINETEER 
SINKS AND 
COUNTER TOPS 


LEDGE BACK 
BOWLS 


FLANGE SINK 
BOWLS 


SACRARIUM 
SINKS - SCHOOL, HOSPITAL 
AND INSTITUTIONAL 
EQUIPMENT 


ALSO CUSTOM 
STAINLESS STEEL 
EQUIPMENT 


Write for Bulletin J-105 
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CAST IRON, whirled into form that's 
in texture at every inch. Each k 
Spun as a cé ee unit! 


unt 
nagth 


rm } 


st 


om 


@ Straight, seamless and 
smoot inside and out 
@ NO fins, lumps, sand hole 
, Splits, thick or 


caulk, han 
aving you work, 
wry, time and money! 


End of the 
APCO hub 
iS painted 
ORANGE. 


distinctive 
ring gives 
added strength 
to the 
hub. 


APCO soll pipe 
& fittings comply 
with Commercial 


MACHINE-MADE 


APCO Fittings, 


A co mmplete line of APCO and MEMBE 
“Stringer” Fittings. There's 

a type and size for every job 

and every code 


NOVI VEL 


Sales Offices 
GENERAL OFFICES 


in Principal Cities 
ANNISTON, ALABAMA 








(Continued from page 178) 


HANDYLECTRIC SNAKENTAINER —_ is how the mechanical contractor can add up 


Designed with PROFITABLE | savings for you:” 


1. Specialization: “Just as your company 
Sewer & Drain Cleaning in mind! specializes in manufacturing or processing a 


T | specific kind of product, the mechanical con- 
tractor specializes ir his field.” 

































































geared to ‘peak and valley’ operations—can 
use as many or as few skilled tradesmen as 
a job requires. Conversely, he enables you 
to keep in-plant maintenance crews small— 
to assure those crews who are on your pay- 
roll of continued, steady employment.” 














; ie Bs 2. Manpower: “Mechanical contractors are 
f | 
| 































































































4 att 3. Safety: “The mechanical contractor’s 
Ait men are accustomed to working under ad- 
COMPACT, TIME-TESTED, verse conditions—from tunnel and sewer 
SMALL LINE SPECIALIST! work to working at unusual heights. In a 
A popular money-making tool for 1%” to 3” good many cases, too, your own present in- 


waste and water lines, AC/DC Universal Motor Se . 
with Reverse Switch; Jacobs chuck; doubles as surance policies and your own safety engl- 


a o-. nsee the details now . . an how your 
small- ofits... " , j in- * 
safely, enally. Of course, it’s built by the leader! neers may deter you from using in-plant per 
sonnel on certain assignments. The mechan- 
The Snake that makes the difference —»> ical contractor’s men are covered by a wide 
REDUCED BREAKAGE—LONG LIFE range of insurances, including public liabil- 
Patented Flexicore Wiropecenter Snakes, ity and property damage, product liability, 
in all sizes, are made exclusively by : health and accident and others.” 
GENERAL WIRE SPRING COMPAN 4. Specialized equipment: “The mechan- 
906 S$. SARAH STREET * PITTSBURGH 3, PA. ical contractor uses a wide variety of special 
Write today for details on our full line! : : ” 
equipment to further save costs and time. 




















5. Supervisory and technical personnel: 


OU CAN “Usually impractical for companies to retain 


on a year-round basis, supervisory and tech- 


nical personnel are part and parcel of the 
| mechanical contractor’s price.” 
6. Efficiency: “The mechanical contractor, 


by utilizing specially trained men and spe- 
cialized equipment, can focus his attention 


on the particular job to be done for you. Re- 

sult: Less ‘down time’ and less ‘cost time’.” 
® ® 7. Stability: “Your in-plant maintenance 

| erew can be smaller. They will welcome the 

| mechanical contractor’s men when they real- 


ize that the contractor’s men work on a day- 
iS GOOD — BECAUSE to-day basis, while they are able to enjoy 
, stabilized year-round employment.” 

SULFLO NO. 2 ‘i 

mw if Rog ao Use 8. Guarantees: “Mechanical contractors 
Ver Wend Theeed- | MELILLEMED —Lighter in den- | must meet your schedules, specifications and 


r ae sity than No. | hs 
ing, Tapping and YP / onthe, \ zeal guarantee requirements. Guarantees are 
— 
Brush On Jobs. (|:| ais 
a 


SULFLO NO. 1 


ties as No. 1. | non-existent when work is performed by 


tot / Has same proper- 
plant crews.” 


SULFLO Machine-Kut 9. Competition: “Mechanical contractors 
For Pipe Threading Machines and for the machining of high alloy | provide a cost control that’s missing when 


‘ ine-Kut is a sulphurized fluid tting oil, t t : Si aii 
a ee ee work is done internally. Competitive bidding 


. . ”° 
Sulflo Products Are Sold By Selective Distributors | keeps your costs in line. ; 
(If you don’t know who your local SULFLO Distributor is, write us— In addition to the brochure’s strong pitch 
we'll be glad to send you literature and put you in touch with him.) | . . . 
for maintenance and repair, it also stresses 


| | the importance of the contractor in remodel- 
SULFLO, INC, evizasetH 4,N. J. sie ied see Gaenabiiain. 


END 
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Your Industry’s 
NUMBER ONE 


News Source 


covering 


* Plumbing 


°e Heating 


° Air Conditioning 


°e Appliances 














Going Places 


fre 


Who 


Viagazine 
For Contractors 


7 
~ 
— 
= 


BUSINESS REPLY CARD 


NO POSTAGE STAMP NECESSARY IF MAILED IN THE UNITED STATES 


Postage Will Be Paid By— 


DOMESTIC ENGINEERING 


1801 PRAIRIE AVENUE 
CHICAGO 16, ILLINOIS 


FIRST CLASS 
PERMIT NO. 71 
CHICAGO, ILL. 











- 
COVER PLATES 


hf 


OVERFLOW PLATES 


ee 


DECK COVERS SOAP TRAYS 


eee eee eee ee eeee Fee eeeeeeeeee 


““SURE-GRIP” FLANGES 


Fy 


STRAINERS & GRIDS 


1000 SCRUBBINGS A YEAR? 
Don’t Worry...it’s Metallon stainless steel trim! 


The most important part of your sale is what happens after the sale is made — 
and your customer scrubs her fixture trim an average of 1000 times a year! 
That’s why more and more fixture manufacturers are changing to *D*R-S® Detergent 
Resistant Stainless steel Trim. *D*eR*S steel Trim and today’s powerful detergents METALLON 
will live beautifully together in their new home through years and years of con- 


stant scrubbing. STAMPING PLANT 


*DeReS steel Trim offers your customers the same beauty, strength and durability 
they have learned to expect of stainless steel. It offers you the pre-sold perform- 
ance acceptance of stainless as a sales advantage. 


Manufacturers: Metallon manufactures to your specifications. Send us your print, 


or write for our catalog of *D*ReS steel deck covers, soap trays, overflow plates, 
strainers and grids, cover plates and “Sure-Grip” flanges. ian Sie eek tee 


*Detergent Resistant Stainless Steel CANFIELD 1, OHIO 








Cc U T 4 °o L hat S SS YOUR SERVICE PROBLEM DUE TO 
MODERN DETERGENT FUEL OILS - 


a 


| 3 A Hydrovalve's Hew NEOPRENE-BINDER 
US 


cx GASKETS 


STARBUCK 
ROTARY 4 | 
PIPE-HOLE SAWS. .. |i 


costly call backs 
on your Oil Burner Servicing. 
Modern fuel oils attack 
ordinary Gasket material... 


Hydrovalve's 
WITH NEW levy NEOPRENE-BINDER 


completely saturates the fibres 
g TARBUGK of the Gasket material 
) positive yaction and makes them detergent resistant... 


for long-lasting 
seepage-free sealing. 











LAST LONGER 
Siielasl'ia. 


2 Con ¢t 


and Extensior 


ON DISPLAY AT R. M. STARBUCK & SONS, INC. : _ 


YOUR WHOLESALER Deot.DE, P.O. Box 1316, —— 5, Come. Hydrovalve Co. 
ASK FOR IT! LET-US KNOW —WE wil 1319 Utica Ave., Brooklyn 3, W. Y., BUckminster 4-1330 
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SINGLE HANDLE 
BALL FAUCET 


available in new ‘“‘DISPENSER” 


for hand cream or detergents 


models 


ab 


ONLY 
ONE 
MOVING 
PART 


; 


The national trend is toward single 
handle faucets ... and the single 
handle trend is for DELTA... the 
ONLY FAUCET with ONLY ONE 
MOVING PART. 


DELTA is competitively priced... 
simply installed (actually easier 
than old fashioned faucets)... 
and literally DEPENDABLE. 


IN CANADA: 
EMCO LIMITED 
16 Branches across Canada 


Literature available upon request. 


Delkta FAUCET CORPORATION 


GREENSBURG, INDIANA 





THERES Money 
f) FROZEN WATER Pipes! 


Trindl 


EVERY PLUMBER 
NEEDS THIS MACHINE. 
Thousands sold 
Coast to Coast. 
Order yours TODAY! 








THERM-O-TRON 


PIPE THAWER 


The greatest time and money saver for homes, 
factories, farms, ete. Piugs into any 110V elec- 
tric outlet. Also available for 220V service when 
specified. Thaws out frozen pipes in a few min- 
utes. NO FLAME. 

Piumbers make extra profits by faster handling 
of emergency freeze-up calls. Also ideal for 
sweating copper tubes and pipes. Use it year 
‘round for soldering and brazing . . . bending 
copper pipes. Eliminates use of numerous fit- 
tir-- and -wheenuent threading time. 


Thaw ouf 


FROZEN 
WATER 
PIPES 


Electronically 


Ss to p breoking 


through walls 








to P digging into 
frozen ground 


to P fire hazard 


of blow torch 


Shipped complete with 40 ft. of 

cable. (Additional cable avail- 

able for greater lfengths of pipe) 

pipe ofamen ond gamete 

operating instructions. 

Nothing else to buy. Fully guaran- 
teed tor | year 


TRINDL PRODUCTS, LTD. 


184 


FOB Chicago 


Dept. P-7-M 
1807 So. Clark St. 
Chicago 16, Ill. 





Right You Arey 
Wr FLOATS 


AN 4 = ©) 8) 5 
BUSINESS 


Yes, for 50 years, Plumbing Contrac- 
tors have recognized the value of 
Ayling G Reichert’s quality and ex- 
perience in the manufacture of toilet 
floats. Since we have met all com 
mercial demards in float require- 
ments, time has proven our products 
are long-lasting, efficient and de 
pendable. 


xs’ NO-SOL* 
TOILET FLOAT 


Riveted Spud Attachment Casket 
Securely Seamed Between Halves 


Assures Dependable Service! 
SPECIAL FLOATS 
Ayling and Reichert manufactures a 
QUALITY wide variety of types and sizes of 
WITH brass and copper floats for liquid 
level control—covering such applica- 
ECONOMY tions as carburetors, humidifiers, 
4"x5” sump pumps, water closets, etc. These 
x are made to customer's specifica- 
TYPE “A” _ tions. We invite your inquiries. 
*Trade Mark Registered 


THE AYLING & REICHERT CO. 
3047 NORTH ERIE...TOLEDO H, OHIO 


Newly Revised... DOMESTIC 


ENGINEERING’s 
Most Popular Reprint 


¢e COMMERCIAL 
e RESIDENTIAL 
e INDUSTRIAL 


20 Chapters — 120 pages 


a complete handbook, your guide to ideas, methods and 
data in this principle source of automatic heating .. . easy 
to use on the job, quick reference in the shop. 


Fully illustrated and written by a top-flight independent 
advisor to the Industry and D.E., this book gives you an 
expert analyses of the many devices and methods of repair- 
ing and improving combustion components. 

FREE With Your New or Extension Subscription to DOMESTIC ENGINEERING 


Simply clip, fill in and return the coupon below for your copy 


Please send me the New Edition of your reprint book, “A 
Short Course in Oi] Heating and Oil Burner icing,” 
with m new [] extension subscription to DC Cy 
ENGi RING pr sassy Two Yearsfor$8.00*,__ 
*Saves 20% off the Regular Rate of $5.00 /yr. + 


Name___ 


Address— 


City Zone State 


Remittance Enclosed — Bill {[-] Me }] My Company 


DOMESTIC ENGINEERING +. 1801 Prairie Ave. + Chicago 16, Ill 
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Get Set to Make the 75th Year 
of Automatic Heat Its Biggest 


(Continued from page 109) 
fought depression, competition and public 
apathy with inspired determination. 

The company traces back to 1885 when Al 
Butz, a tinkerer with imagination, invented 
a gadget to operate the dampers of a coal- 
fired furnace or boiler in response to the 
demands of a room thermostat. 

Butz was more at home on a work bench 
than in a business office, however, and in 
1894 a young investor and salesman, W. R. 
Sweatt, reorganized the firm as the Electric 
Heat Regulator Co. 

Under his guidance, the firm moved pro- 
duction facilities to an old Minneapolis roller 
skating rink so delapidated that timber sup- 
ports propped it up against stiff northern 
winds. W. R. Sweatt pressed his whole fam- 
ily into action. They spent hours addressing 
envelopes for new circulars and catalogs, 
while those too young to write licked stamps. 


s Sweatt himself, when not buttonholing 
bankers, was selling his product door-to- 
door. His intense merchandising and prod- 
uct-belief were the key to the firm’s eventual 
survival and success and is still a corner- 
stone of its growth. 

In 1912 the firm moved to a new, modern 
fireproof building which is still part of its 
vast Minneapolis factory. And the operation 

(Please turn to page 186) 
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(A. seal. 
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“Is it warm in here, honey, 
or is it just me?” 
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kintrim 


lastalle Like lightning! 


1. Built-in Corner Supports! 


No extra parts — one tool —a screw 
driver. Just tap in the corner tabs — it's 
locked tight. 


2. Ridged Corners for Strength! 


Speeds installation — stops warp and wobble. 


3. Installs Fast — Sells Fast! 


On the line, on the job or in the store. Builds profit — 
cuts time. 


One man, one minute, one screw driver .. . that’s 
all it takes for safe, sure sink frame support with 
KINTRIM! 


Contact your wholesaler or write. 


1. Wide flange — 





3. Special anchor secure fastening 
lug assures 
proper bolt 
positioning. 


MINLGINDEEN, BIN IDOE las 


5860 N. Pulaski Road, Chicago 46, Illinois 





102nd Street, Los Angeles 45, California 








Sir’ Patrick PEERLESS says 


“Buy PEERLESS!” 


— 
we 
) | 


QUALITY 
VITREOUS 
CHINA CLOSETS 
& LAVATORIES! 





Steel tubs are 
available to match 
Peerless “Lifetime” 

Vitreous China. 





No. 5200 Combination 


No. 30 Lavatory al- Close-coupled reverse trap combination 
so available in white in pure white vitreous china for life-long 
or matching colors. cleanliness. Has the exclusive Peerless 4- 
bolt tank connection and extra large trap- 
way. 











Write, wire or phone for further information! 


Peerless des apes Tue. 


Quality Vitreous China Since 1902 Evansville 12, Ind. 

















KEK-CLEANED BOILERS 
LAST LONGER 
GIVE EVEN HEAT 

WITH LESS FUEL 


STEAM ee AVOID 
FASTER AiR LOCK 


LABORATORY 
MADISON NEW JERSEY 








CHECK THESE IMPORTANT FEATURES 
¢ Polished Chrome on Brass Hinges * Seam- 
less, one piece construction © Guaranteed 
against defects ¢ Oversized plastic bump- 
ers ® Porcelain-like finish for sanitation 
¢ Outlasts all competition © Match all pot- 
tery Colors. « 


Also make Plastic Industrial - Pearl - Open front 
and elongated seats. 


ALON MANUFACTURING C0. 


1123 Hamilton Street 
Philadelphia 23, Pa. 


(Continued from page 185) 
got a new name—from its public. Customers 
kept addressing orders to Minneapolis Heat 
Regulator Co., so Sweatt decided that was a 
“selling” name and made it official. 

Another turning point came in 1920 when 
controls for automatic oil and gas heating 
were put into production to supplement 
those for coal-fired equipment. By this time 
more than 300,000 damper flappers from the 
Butz patents had been sold. 

Meanwhile, another Sweatt was contribut- 
ing to the company’s growth. H. W. Sweatt 
joined the firm in 1913 and worked in both 
the factory and office as well as in door-to- 
door sales. He rose to vice president, then 
president, and today is still active as chair- 
man of the board. 


=» During the 19 years H. W. Sweatt was 
president (1934 to 1953) the company’s an- 
nual sales grew from $5.4 million to $214 
million. Since 1953, with H. W. Sweatt serv- 
ing as chief executive officer and Paul B. 
Wishart as president and chief operating offi- 
cer, sales have climbed to $328 million. 
Charles Sweatt, younger son of W. R., en- 
tered the organization in 1919, first working 


Statement of Ownership and Management of “Do- 


mestic Engineering Magazine” for October 1, 1959. 
The following is a statement required by the Act of Con- 
gress of August 24, 1912, as amended by the Acts of March 
3, 1933, and July 2, 1946 (Title 39, United States Code, Sec- 
tion 233) showing the ownership, management and circu- 
lation of DOMESTIC ENGINEERING Magazine, published 
monthly at Chicago, Illinois, for October 1, 1959. 

1. The names and addresses of the publisher, editor, 
managing editor and business manager are: 

Publisher, O. T. Carson, Chicago, Ill. 

Editor, J. E. Purnell, Chicago, Il. 

Managing Editor, J. E. Purnell, Chicago, II. 

Business Manager, J. A. Foxworthy, Chicago, Il. 

2. That the owner is: (If owned by a corporation, its 
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in factory, shipping room and office. He was 
a leader in developing Honeywell’s modern 
approach to advertising and promotion and 
became operating vice president. 

In 1927, Minneapolis Heat Regulator 
joined hands with its most aggressive com- 
petitor, Honeywell Heating Specialties of 
Wabash, Ind. Mark Honeywell became com- 
pany president and W. R. Sweatt, chairman 
of the board. The new operation ceased sell- 
ing heat regulators door-to-door and concen- 
trated selling efforts on the manufacturer, 
since control equipment was now being fur- 
nished with the burner. 

Today’s M-H operation employs 32,000 
persons, has factories in 10 American cities 
and five foreign countries, 167 sales and 
service offices throughout the world, subsid- 
iaries in 12 foreign countries and distrib- 
utors in 47 others. END 





tool. Can pay for itself 
one application! 


operation! 








CLEARS CLOGGED DRAINS in Seconds! 


The ideal plumbing service 


Smashes through the most 
stubborn blockages, then 
flushes clean — all in one 


Comes equipped with self-con- 
tained manual compressor 


(can charge Ram to 100 Ibs. 
in 30 seconds!) and drain 


adaptors in 6 sizes! 


HYDRAULIC 
WATER RAM 


Anyone con operate itl Thousands 
already in use, have saved millions of 
dollars in industry and institutions. Why 
lose time, suffer inconvenience, waste 
dollars needlessly on either completely 
blocked or slow-moving sewers, drains, 
fixtures? The HYDRAULIC WATER RAM 
clears severest stoppages with SPLIT- 
SECOND HYDROSTATIC IMPACT! . . . 


Shatters blockage, then flushes clean. No 
snakes, chemicals, cables. No pushing 
through. Works perfectly, vent or no 
vent! Nothing to wear out. You risk 
nothing on our 30 day free trial offer, 
at our expense. Write for details. 


Works perfectly with all 
clogged fixtures, toilets, 
sinks, wrinals, ete. 
Equipped with 4” rubber 
cone, ideal for toilets, 
plus set of 5 tapered 
adaptor plugs for other 
drains of sewers. 


Write for Information, Prices, Free Trial Offer — Today! 


HYDRAULIC MANUFACTURING CO. 


228 INDUSTRIAL HEIGHTS @ KIEL, WISCONSIN 


eveco aDjJUST-ODRAFT 


DRAFT CONTROL 


What Happened in Dubuque? 


(Continued from page 122) 
tractors applied what they learned at the 
school is that of Richard Myer in Dyersville. 

As mentioned in his case history (page 
122), he decided to concentrate on the prin- 
ciple of upgrading a sale by stressing the 
comfort and convenience benefits of quality 
merchandise and quality workmanship. 

In the case described, he was able to 
upgrade a kitchen job from $550 to $1,960 and 
also installed a new boiler for $440. 

The housewife, a school teacher, already 
had prices on the kitchen from three others— 

(Please turn to page 193) 


Fully adjustable for precise accurate setting 
and instant response to draft variations: 
ADJUST-O-DRAFT is quality constructed. A 
cast aluminum ring with built in stops, con- 
cealed solid brass bearings, and other 
features, insure lasting dependability ond 
maximum efficiency when you INSTALL 
ADJUST-O-DRAFT. 





Available in sizes from 
5 thru 12 inches. 


MANUFACTURING Co. 
45-16 ~- 162nd Street, 
Flushing, L. t.. N. Y. 


PROTECTUB 


FOR THE FINEST BATHTUB PROTECTION 





——ub BT Topis@ael-3 deluxe cover— thick 


* corrugated with water repel lent 
top liner. Custom made to fit. 
GUM-A-TUB-low cost Kraft liner 
(3) piece preshaped.Wet to apply, 
COATATUB.-Liquid viny! plastic coat 
applied with brush, dries to strong 
flexible film, peels off 

Note: one gal. can covers 4-5 tubs 


ae about our porcelain enamel repair kit and touchup 
. « for permanent repair above and below water line 


if not available at your wholesaler, write Dept. E-I. 
PROTECTUB INC., 93 Seigel St., Brooklyn 6, N. Y. 


“If there are plumbing repairs to be made, I'll 
do ‘em, and you can’t talk me out of it!”’ 
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SITUATIONS OPEN 





OPPORTUNITY IN OHIO 


We offer an unlimited opportunity 
with a high earning potential to an ag- 
gressive full-time salesman who wants 
to join up with a leader in the fastest 
growing business in the Heating and 
Cooling Industry. 


Our Company is the leader in the 
development and manufacture of Low 
Voltage, Thermostat Operated Zone 
Controls which are today revolutioniz- 
ing the Heating and Air Conditioning 
business. 


We manufacture Zone-A-Trol which 
is the only complete line of Zoning 
Valves and Damper Actuators on the 
market, and now make it easy and in- 
expensive to Zone Control any new or 
existing Warm Air Heating, Hot Water 
Heating, or Air Conditioning System. 
This complete Zone-A-Trol line, plus a 
number of other heating products we 
manufacture now make every home and 
building a prospect for the sale of our 
products, and our business is booming. 


Our business offers plenty to sell, as 
we sell “More Comfort with Lower Fuel 
Cost”, and this is what everyone wants 
when they buy any heating or cooling 
system. 


We are seeking a man who has the 
enthusiasm and ability to promote the 
sale of Zone Controlled Comfort, and 
our products to Wholesalers, Contrac- 
tors, and Builders, etc. 


To the man who qualifies, we offer a 
rewarding, profitable career opportunity 
with a dynamic growing company that 
offers you plenty to sell and sell with, 
in a fascinating new and virtually un- 


limited field. 


If what we offer interests you, write 
fully outlining your background and 
qualifications to Mr. John F. Glump, 
Vice-President in charge of sales, 
ECONO PRODUCTS COMPANY, 
INC., Division of Viking Instruments, 
Inc., East Haddam, Connecticut. 


LEADING PUMP 
MANUFACTURER 


In the Chicago area has an opening in 
the Engineering Sales Department for a 
young engineer possessing sales and 
executive ability. This position offers 
outstanding opportunities for advance- 
ment. Replies kept strictly confidential. 
Address Key 999-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 
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Advertising Department, 


ceding publication date. 





RATES FOR CLASSIFIED ADVERTISEMENTS 
Light face advertisements, fifteen cents per word, including head- 
ing and address. For keyed address count seven words. Minimum 
advertisements $3.00 per insertion. Rates for bold face adver- 
tisements, $6.00 per inch. Address all advertisements to Classified 
DOMESTIC ENGINEERING, 
Prairie Ave., Chicago 16, Illinois. All Classified Advertisements 
are payable in advance! Closing date: Fifteenth of month pre- 


ALL COPY IS SUBJECT TO THE APPROVAL OF THE PUBLISHERS 


1801 











SITUATIONS OPEN 





SITUATIONS OPEN 





SALES MANAGER 
For Nationally Known 


STEEL BOILER 
MANUFACTURER 


Graduate Engineer or equivalent with 
steel boiler sales experience. Mail Re- 
sume. CHARLES HOUSMAN MAN- 
AGEMENT SERVICES, 115 Broad- 
way, New York 6, N.Y. 


FIELD SALES MANAGER 


Plumbing Cast Brass Goods 

We are seeking a young man with sales 
ability to assist our salesmen in their 
territory. Should be well acquainted 
with plumbing wholesalers. Excellent 
opportunity. Address Key 115-E, “DOM- 
ESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


PLUMBING—HEATING SHOP WISHES 

experienced, earnest, aggressive esti 
mator. Good opportunity with growing 
business Address Key 100-E, “DOM- 
ESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois 


PLUMBING MAN 


For quotation and purchasing. State 
experience. Address Key 108-E, “DOM- 
ESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


PLANT MANAGER 


For Sanitary Ware, with experience to 
manage modern pottery. Manager sud- 
denly deceased. P. O. Box 1050, Colum- 
bus, Ohio 











KITCHEN SALESMAN 


For national concern to direct and proc- 
ess business and layout. Good oppor- 
tunity with future. Address Key 107-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





SITUATIONS WANTED 





AVAILABLE JAN. 1ST 


aggressive young salesman with experi- 
ence calling on plumbing and hardware 
jobbers wants territory with manufac- 
turer or Manufacturers’ agent traveling 
South Central States. For complete re- 
sume Address Key 102-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


DETROIT BASED MANUFACTURERS 
representative would like sub-agent 
to sell five nationally prominent plumb 
ing lines in Western Michigan territory 
Excellent commission arrangement 
Send complete resume to Address Key 
114-E, “DOMESTIC ENGINEERING,’ 
1801 Prairie Ave., Chicago 16, Illinois 





REPRESENTATIVES WANTED 





COMPLETE LINE OF COPPER WATER 

tubing, automotive and refrigeration 
tubing, together with fittings available 
to aggressive manufacturers’ repre 
sentatives. Some choice territories open 
Write your qualifications, territory de 
sired and lines now handled, Address 
Key 110-E, “DOMESTIC ENGINEER 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois 


CALLING ON PLUMBERS? SELL LIFE- 

long’s brass, toilet seats, specialties, 
heaters, tubing and fittings. Good com. 
mission. Protected territories. Replies 
confidential. LIFELONG COMPANY, 
1150 Fairfield Avenue, Indianapolis, In- 
diana. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 190 AND 192 
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aoe 50) 


> (ality 7 


OAKUM and 
TWISTED JUTE 
PACKING 4 


—— 


4 


JACKSON 


MANUFACTURERS + &Y SE SINCE 1829 


THE THOMAS JACKSON & SON CO., READING, PA. 





NON-FREEZING 


HYDRANTS 


Order from your jobber. _ 


— == f———_ SEND For 
= oe =s BULLETIN 
ts 


~ NO. 701. 
STRATAFLO PRODUCTS, INC. 
FORT WAYNE, INDIANA 


Smoothly Bends Any Pipe or Tubing 
¥%" to 1%" O.D.... 


e Just a twist of 
the wrist assures 
perfect even bends 
—right angle, any 
angle, U and off- 
set. Save enough 
on ONE job to 
pay for your 
HANDY TUBE 
BENDER. 


HOLSCLAW BROS., INC. 


436 N. WILLOW ROAD @ EVANSVILLE, INDIANA 


write 
tree Sender 
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ALTAR OFFERS A : 
PRICED-PACKAGED MULTI-ZONE 
CONTROLLED BOILER 


Olt OR GAS FIRED 


problem of even 
of heat, Gibraltar can no 


you the new moderr rone 


Depending upon the size of 
your home; be it split-level, 
ranch or multiple dwellings, 
Gibroltor con now give perfect 
comfort. Your recreation room, 
bedroom, or any individual 
room con be heated to your 
desired temperoture. 


ibraltar 


CORPORATION OF AMERICA, INC. 





#24 223 NORTH 9th STREET» BROOKLYN 11, N.Y. 
EVergreen 4-7297 


It stands for 
QUALITY & CHARACTER 
& 


America’s Finest Endorsement 


Use and Display Limited to Members 


MEMBERSHIP 


BY INVITATION ONLY 
RICE LEADERS OF THE WORLD ASS'N. 


29 N. Street, N. W 
Washington, 0. C 


Established 1912 








Kohler Fixtures 


deserve 
Kohler All-brass 
Fittings 
Distinguished new designs. 
Positive action. 


Finger-tip control. 


KOHLER CO. Established 1873 KOHLER, WIS. 


KOHLER or KOHLER 
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REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


LINES WANTED 





WANTED 


Manufacturers’ representative—all areas 
—by a fast growing and aggressive 
manufacturer of a very competitive line 
of domestic oil-gas steel heating boilers 
and baseboard radiation. High commis- 
sion. Address Key 998-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


COMPL E TE L INE OF STEEL BOILERS 

are available to aggressive active 
manufacturers’ representative—high 
commission—some choice territories 
open—write your qualifications—terri- 
tory desired and lines now handled. 
Address Key 933-D, “DOMESTIC ENGI- 
NEERING,” 1 Prairie Ave., Chicago 
16, Illinois. 





EXCLUSIVE PROTECTED TE RRITO- 
ries open for nationally distributed 
unique washer replacement plumbing 
specialty item packaged for sale to 
plumbing supply houses, hardware dis- 
tributors and retailers. Unique demon- 
stration sells 8 out of 10 on first call. 
Address Key 980-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 
AGGRESS IVE REPRES SENTATIVE 
calling on the plumbing Poh bod 
wanted by specialty manufacturer. 
High commission, good volume, Texas, 
Louisiana, Mississippi, Alabama, Okla- 
homa, Tennessee, Kentucky, West Vir- 
ginia and Virginia open. Address Key 
949-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 
MANUFACTURER OF QUALITY LINE 
of sewage ejectors and sump pumps 
requires aggressive factory representa- 
tives for Missouri, Southern Illinois, 
Iowa, Wisconsin, Michigan and Ohio 
Liberal commission—present accounts 
will be considered as part of terri- 
tory represented. Address Key 973-D, 
‘DC MESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 


MANUFACTURER OF QUALITY LINE 
of die-cast slip nuts and lock nuts, 
plated and unplated, along with die-cast 


specialties is looking for aggressive 
sales representatives selling to tubular 
brass manufacturers, specialty trap 
manufacturers and rough and chrome 
brass manufacturers Protected terri- 
tories. State qualifications, territory 
covered and lines now handled. Address 
Key 111-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 
REP RESE SENT ATIVI £ WANTED TO 
call on plumbing supply jobbers with 
complete, quality plumbing specialty 
line. Many exclusive items. 6% commis- 
sion. Protected territories. Write full 
details first letter. Address Key 997-D, 
“DOMESTIC ENGINEERING,” 1801 
Ave., Chicago 16, Illinois. 
Ww ANTED: MANUFACTURERS’ AGENT 
to represent America’s leading manu- 
facturer of pipe cleaning tools. Cover 
Utah, Colorado and Wyoming Apply 
Address Key 101-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi 
cago 16, Illinois. 
SENS SA TION AL NEW GLASS AND 
Aluminum bathtub enclosure (Patents 
Pending) can be installed by anyone in 
15 minutes without use of screws, ad- 
hesives, or caulking. Agents wanted for 
most territories. RANDALL MANUFAC- 
TURING CO., INC., 9 Greenwood Lake 
St., Newark 4, N. J. 


190 








EXCELLE NT TER RITORIES OPEN 

South and Southwest. We have a 
number of key South and Southwest 
Territories which now offer an excellent 
sales potential for a Manufacturers’ 
Agent who is in a position to handle a 
leading, major line in the fastest grow- 
ing business in the Heating and Cooling 
Industry. 


Our Company is the leader in the de- 
velopment and manufacture of Low 
Voltage, Thermostat Operated Zone 
Controls which are today revolutioniz- 
ing the Heating and Air Conditioning 
business. 


We manufacture Zone-A-Trol which 
is the only complete line of Zoning 
Valves and Damper Actuators on the 
market, and now make it easy and in- 
expensive to Zone Control any new or 
existing Air Conditioning, Warm Air 
Heating, or Hot Water Heating and 
Cooling System. This complete line 
makes every home and building a pros- 
pect for Zone Control and the sale of 
our products. 


We have recently added the Zone-A 
Trol Damper Actuator to our line, which 
while designed for Warm Air Heating 
and Air Conditioning Systems they have 
shown us that there is a bigger than 
anticipated market for this product in 
Air Heating and Cooling in the South 
This new product is proving to be the 
perfect answer for installing Low Cost, 
High Comfort Cooling Systems and 
cutting Air Conditioning cost just as in 
heating it provides more comfort with 
lower fuel cost. 


With the large sales potential that 
these new products offer in the South- 
ern market where we were not previ- 
ously represented, we are now appoint- 
ing representatives in a number of key 
Southern and Southwest Territories. We 
are seeking capable, qualified repre- 
sentatives who will promote and sell 
Zone Controlled Comfort and our prod 
ucts to Wholesalers, Contractors and 
Builders in these territories 


To the Sales Agents appointed, we 
offer a line which in other territories 
has proven to be most successful and 
profitable, and we offer you the backing 
of a dynamic growing Company with 
products that give you plenty to sell and 
sell with, and a big, virtually unlimited 
market. If you are in a position to take 
on a major line in your territory, we in- 
vite you to write, giving full details to 
Mr. John F. Glump, General Sales Man- 
ager, ECONO PRODUCTS COMPANY 
INC., Division of Viking Instruments, 
Inc., East Haddam, Connecticut. 





LINES WANTED 





SEEKING ADDITIONAL LINES 


Chicago manufacturer’s representative 
agency with complete warehousing 
facilities seeking manufacturers who 
want large movement of their products. 
Concentrating on plumbing supply 
h in Illinois, Indiana, Wisconsin 
and Eastern Missouri. If you want the 
job done properly with young aggres- 
sive organization, Address Key 830-D, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 








LINES WANTED 


If you are contemplating a change or 
haven’t any representation for Illinois, 
Wisconsin, or northern Indiana, now is 
your opportunity to affiliate yourself 
with a well established sales organiza- 
tion. Give full details. Address Key 
117-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


WESTERN PENNSYLV ANIA 

West Virgina—New representative 
desires lines, Over six year's following 
of plumbing, heating and hardware 
wholesalers. Experienced in selling 
copper fittings and valves, porcelain and 
stainless steel sink bowls, plastic pipe 
baseboard and boilers, oakum, shower 
cabinets, closet seats and copper tubing 
Address Key 105-E, “DOMESTIC E Gs 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


CHICAGO AREA 


Manufacturers’ representative desires 
line from prime manufacturer who 
wants personal, high-grade representa- 
tion. Presently selling leading plumbing 
and heating wholesalers here. 14 years 
experience. Address Key 974-D, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 





AND 





TOP FLIGHT REPRESENTATIV E OR- 
ganization offering five man qualified 
sales force, warehousing facilities 
financial stability, 400 active distribu- 
tor accounts, seeks additional lines de 
siring distribution in plumbing, heat- 
ing, and air conditioning industries 
Concentrated west coast coverage; Cali- 
fornia, Arizona, Nevada. Address Key 
952-D, “DOMESTIC ENGINEERING,’ 
1801 Prairie Ave., Chicago 16, Illinois 


INDIANAPOLIS, INDIANA 


Home base of manufacturers’ repre- 
sentative who can handle one additional 
line covering entire state excluding 
Lake Porter county. Concentrating on 
plumbing and heating wholesalers. Ad- 
dress Key 832-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


NEW YOU NG AGGRESSIVE COMP ANY 

seeks additional lines in Missouri 
Southern Illinois and Iowa Address 
Key 106-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16 
tllinois. 


YOUNG—AGGRESSIVE 


Organization representing four top lines 
desires additional line to round out 
coverage. Northern California Plumb- 
ing & Hardware Jobbers serviced ex- 
clusively. Address Key 104-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 188 AND 192 
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Fluxtder 


1. Apply Filuxoider by brush 2. Assemble tubes and 
to tube and fitting. fittings. 


DOES 3 JOBS IN 1 OPERATION 
FLUXOLDER SOLDER PAINT is a uniform mixture con- 
taining cleaner, activated flux and powdered solder—all 
in one can. 


heating. 


Order from 
Your Wholesaler. 


FLUXOLDER 
PRODUCTS CO. 


438 E. Woodbridge, 
Detroit 26, Mich. 





The Original SOLDER PAINT 


for Sweat Soldering 
and Tinning! 


ee iT SOldep, 


Fiad 


iL 
fa: ALL IN ONE! 
[ 


3. Heat, touch ends of 
joints with wire sol- 
der to check correct 
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‘ The Plumber's 
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To Profit 
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for the finest in 


LAVATORY 
LEGS and towel bars 


the name to remember is 


Hl 


manufacturers of quality 
plumbing specialities, including: 


* bathroom accessories! 

* bosket strainers! 

* pipe straps! 

* bross nipples! 

* chrome-plated brass 
fittings! 


* vanities! 

* replacement baskets! 

* floor & ceiling plates! 

* chrome-plated nipples! 

* chrome-plated 
Sure-Grip flanges! 


Sold thru the wholesaler + Write for Catalog 


REED-CROMEX CORPORATION 
15757 Euclid Ave. « Cleveland 12, Ohio 
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LINES WANTED 


LINES WANTED 


LINES WANTED 





THE SCHUTZE SALES CO. 


1999 North Snelling Ave., 
St. Paul 13, Minn. 


Manufacturers Agency Selling 
Important Mid-Northwestern Jobbers 


CUBA 


Manufacturers’ agent over twenty years 
experience in the plumbing field, selling 
to wholesalers. Representing major 
manufacturers. Seeking additional lines. 
Address Key 768-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


\GGRESSIVE’ REP! 
organization cc 
ynly Can 


tESENTATIVE 
»vering wholesale trade 
offer own warehouse facili- 
ties. Looking for one additional line for 
Eastern Pennsylvania, South Jersey 
Delaware, Maryland territory Address 
Key 103-E, “DOMESTIC ENGINEER 
ING,” 1801 Prairis Ave Chicago 16 
Illinois 


SELECTIVE COVERAGE 


of Wholesalers, North East Ohio; 
Western New York; Erie, Pennsylvan- 
ia. ALAN D. RUBIN, 2527 Ashurst, 
University Heights 18, Ohio. 


BOSTON 


Manufacturers’ representative with long 
successful experience selling to New 
England plumbing and heating supply 
jobbers, can give personal aggressive 
representation to additional quality line. 
Address Key 112-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


WESTERN PENNSYLVANIA AND AD 
jacent areas, 5 years selling leading 


jobbers, carrying few lines, will devote 


time to good line Address Key 906-D, 
DOMESTIC ENGINEERING,” 1801 
Prairie Ave, Chicago 16, Illinois 


WILLIAM G. FRANK 


7900 Old York Road, 212A 
Elkins Park 17, Pa. 


Eastern Pennsylvania 
and surrounding area 


ST. LOUIS AREA 


Plumbing wholesalers contacted twice 
monthly by aggressive representative 
agency. Can handle two additional 
quality lines. Address Key 840-D, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16,. Illinois. 
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NEW ENGLAND 


Manufacturers’ agent with Boston office 
and warehouse. 20 years experience sell- 
ing to plumbing and heating wholesale 
distributors has opening for one or two 
quality lines. Our organization is tops in 
its fiedldd)5 NORMAN LEWIS AND 
COMPANY, 88 Broad Street, Boston 
10, Massachusetts. 


MANUFACTURERS’ REPRESENTA 

tive covering southern California 
Arizona, Las Vegas. Wholesale plumb- 
ing only DORSEY SALES COMPANY 
819 Venice Blvd., Los Angeles, Cali- 
fornia 


IOWA 


Now contacting plumbing wholesaler 
jobbers in lowa only. Doing an effective 
job. Will give concentrated coverage. 
Address Key 836-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cage 16, Illinois. 


MANUFACTURER'S AGENT 


Well-known and aggressive, specializing 
in plumbing and heating is looking for 
additional lines. Extensive and well-or- 
ganized coverage of Eastern Canada. 
TRANS-CANADA PLUMBING 
AGENCIES (1956) LTD., 5717 Monk- 
land Ave., Montreal 28, P. Q., Canada. 
Tel HUnter 9-6221. 


DO YOU HAVE A GOOD PRODUCT 
priced right but stil have trouble 
ompeting with the big boy Consulta 

tion invited. Southern Illinois, Missouri 

East Kansas Address Key $92-D 

“DOMESTIC ENGINEERING,” 1801 

Prairie Ave., Chicago 16, Illinois 


CALIFORNIA—ARIZONA 
NEVADA 


Manufacturers’ representative desires 
one or two major competitive lines. 
Ample coverage. Warehouse facilities. 
Address Key 981-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


NEW YORK AND NEW JERSEY 


Well organized manufacturers’ repre- 
sentative sales organization seeking 
additional lines for representation 
through plumbing supply wholesalers in 
New York and New Jersey. Warehouse 
available. Address Key 982-D, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


NORTHERN OHIO WELL ESTAB- 
lished, limited number lines, selling 
leading wholesalers, aggressive, intel- 
ligent coverage Address Key 9$07-D, 
“DOMESTIC ENGINEERING, 1801 
Prairie Ave., Chicago 16, Illinois 








DoMESTIC ENGINEERING 


ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


3494 Lee Road 
Shaker Heights 20, Ohio 


Serving the plumbing wholesaler 


WISCONSIN 


Manufacturers’ representative selling 
plumbing supply jobbers desires addi- 
tional allied lines. Address Key 834-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


IOWA, NEBRASKA AND SOUTH DA 
kota Now selling qualified heating 

oe 2 »bbers JAC K CHARLES 
ASSOCIATI Lyons, Nebraska 


CLARKE SALES COMPANY 
12 years service 


VIRGINIA & WEST VA. 
OHIO RIVER CITIES 


407 Beech Ave., Charleston, W. Va. 


WESTERN NEW YORK STATE 


Excellent following among best rural 
and suburban plumbing contractors. 
Will devote time for results with right 
line. Address Key 116-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicage 16, Illinois. 


YOUNG AGGRESSIVE SALES REPRE 
sentative with following wholesals 
plumbing, electrical & hardware ac 
ounts desires quality lines Easte 
Penna., southern New Jersey, Dela 
& Maryland. Address Key 118-E 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois 





WANTED TO BUY 





WANTED MANUFACTURING 
PLANT 


Interested in buying manufacturing 
operation of Plumbing or Heating 
Products. Confidential. Address Key 
109-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





MISCELLANEOUS 





BUSINESS CARDS. FINE RAISED 
printing. Free cuts. 1,000—$4.50 post 
paid. Samples. POLART BU — SS 
CARDS, 20115 Goulburn Road, Detroi 

Michigan 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 188 AND 190 
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What Happened in Dubuque? 


(Continued from page 187) 
a kitchen specialist, Sears and another 
plumbing contractor. 

“All of them wanted to sell me just what I 
wanted and I was just about ready to buy 
when I decided to go one more place—the 
Home Appliance Co. Mr. Meyer was willing 
to sell me the sink and cabinets I wanted, but 
he also showed me some nicer ones and a 
complete kitchen plan that he could put in 
for me. 

“T didn’t think I had room for anything 
that elaborate, but he said he’d come out and 
see. He did, and drew up complete plans. 
He even suggested putting in a wider window 
so there would be more light. No one else 
even mentioned anything like that.” 

The housewife still wasn’t quite ready to 
buy, however, but Meyer kept following up 
the lead and after eight visits to her home 
finally made the sale. 

“This sort of personal attention impressed 
me,” says the housewife, “because I felt Mr. 
Meyer was really interested in seeing that I 
got a nice kitchen.” 


s DE found numerous other examples of the 
manner in which contractors in the Dubuque 
area applied the knowledge learned at the 
school and how the public responded, but 
those mentioned serve to illustrate the point. 

As everyone who’s been following the 
events at Dubuque knows, the course was 
more than a local affair. It was the test run 
of a contractor training formula that, if suc- 
cessful, was to be “packaged” and used na- 
tionally. 

The course was based on the findings of 
a market research agency that studied 
current p-h selling practices in the Dubuque 
area. How do p-h contractors advertise? How 
do they get their leads? Do they offer time 
payments? These were among the questions 
asked. The research group also examined 
customer buying habits and attitudes toward 
the p-h industry. “Do you have your own 
plumbing and heating contractor” was a 
typical question. 


s With this information on the areas in which 
contractors could improve their customer ap- 
proach, James Lichty, supervisor of the Busi- 
ness Institute at the University of Wisconsin, 
was retained to coordinate and operate the 
pilot program. Instructors included three 
members of the PHCIB Sales Training Coun- 
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cil—Robert Custer, supervisor of retailer de- 
velopment for American-Standard; E. M. 
Campbell, manager of sales training for 
American-Standard; and Durwood Humes, 
assistant secretary of the Central Supply 
Assn. Howard Mold, manager of sales per- 
sonnel for Minneapolis-Honeywell, and Cleo 
O’Donnell, advertising manager of Rheem 
Manufacturing Co., also were instructors. 


» Dubuque was chosen as the pilot city be- 

cause it’s typical of many cities that offer an 

excellent modernization potential—and the 

aim of the course is not only to help contrac- 

tors improve their merchandising but also 
(Please turn to page 194) 


The wholesaler’s role at the PHCIB 


sales training school... 


SCHOOL’S ‘‘UT, but Fred Kretschmer (right) of 
Kretschmer-: redway Co., Dubuque wholesaler, and 
contractor George McCarten put in some post grad- 
vate work as they discuss ways and means of in- 
creasing selling effectiveness at the consumer level 


HOMEWORK: Wholesaler representatives worked 
closely in helping contractor “students” put the 
things learned in the training school to work in 
actual sales situations. Shown here going over 
some of the points emphasized at the school are 
Clem Hogan (right) of the A.Y. McDonald Manu- 
facturing Co. and contractor Harold Straub. 





What Happened in Dubuque? 


(Continued from page 193) 
help them get in on the profits to be made in 
remodeling. 

The training formula that was adopted at 
Dubuque and which will be repeated else- 
where whenever feasible involves close co- 
operation between contractors and whole- 
salers. In Dubuque, wholesalers Kretsch- 
mer-Tredway Co. and A. Y. McDonald Man- 
ufacturing Co. were active participants. 

Two of the wholesalers’ representatives at- 
tended each class. Then they held meetings 
for their entire sales staffs, treating the sub- 
ject material from the point of view of how 
the wholesaler salesman could help the con- 
tractor put what he learned into practice. 

Since the classes met every other week, 
this allowed two weeks in which contractors 
could put the lesson learned on Friday night 
into practical use. “Home work” of the course 
was to apply what was learned at the Friday 
night session in an actual work situation. 

What was contractor reaction to the idea 
of “going back to school” in general and to 
the course material in particular? 


s The participating contractors are uniform 
in their enthusiasm for the course. Best 
testimonial is the fact that 18 of the original 
21 graduated and attendance at the courses 
was something like 85 percent. The three 
who dropped out did so because of the 
traveling required—more than 100 miles in 
one instance. 

Robert Steichen’s comment is typical. He’s 
owner of Ace Plumbing and Heating Co. in 
Dubuque and president of the Dubuque con- 
tractors association. 

“We liked the course because it had direct 
application to our local situation. We didn’t 
get pep talks about ‘get out there and sell.’ 
We were given specific ideas on how to sell. 
For example, the connection between mak- 
ing time payments available to a customer 
and the size of your sale was emphasized. A 
customer who wants his boiler repaired may 
decide to have it replaced if he knows he can 
afford it on time. I tried this—and I sold a 
replacement boiler.” 


s How lasting will the benefits of the sales 
training course be? 

Said wholesaler Fred Kretschmer: “We 
think that no contractor who started out with 
a request for a water closet repair and ended 
up selling a new bathroom just because he 


had the nerve to suggest it, explain its lasting 
benefits and offer time payments is going to 
forget that the same sales technique can 
work a second time. 

“We do think that continued wholesaler 
followup is a good idea,” he added. “Whole- 
salers should encourage their contractor-cus- 
tomers to talk up a sale, to advertise, to teach 
their journeymen that they not only must do 
a competent job professionally but that they 
must personally be good representatives of 
the company—and so on. They should sug- 
gest specific ways in which to do this.” 


s Executive director Norman Wicks sums up 
the PHCIB’s evaluation of the Dubuque pilot 
course as follows: 

“The enthusiasm displayed by the partic- 
ipating contractors—and the tangible, mone- 
tary results already shown—have convinced 
us that we’re on the right track. The course 
will be packaged and used nationally.” 

The next step, according to PHCIB presi- 
dent Howard Spindler (American-Stand- 
ard), is a “train the trainer” program. 

“We want to form a corps of qualified in- 
structors who will offer the same course in 
various localities,’ Spindler said, “with 
specific application to the local situation.” 

The “packaged” course will be essentially 
an instruction guide for teachers, Wicks said. 
It'll be put together in four sections. Each 
one will give a complete outline on how the 
instructor should conduct his classes. The 
categories include: 

(1) how to sell quality and benefits; how 
to upgrade the sale; (2) how to get leads; (3) 
how to achieve contractor identification with 
the customer—by newspaper advertising, 
direct mail, etc.; and (4) selling in the home. 


s “Exactly how the course will be offered in 
various localities depends upon the local situ- 
ation,” said Wicks. “In some areas, the for- 
mula used in Dubuque can be adopted. In 
others, it may be better to have contractors 
meet every week. Or the entire course may 
be packed into a seminar running several 
consecutive days.” 

The first train the trainer course will be 
offered at Chicago’s Del Prado Hotel from 
Dec. 7 through 11, Spindler said. Members of 
PHCIB are invited to send a representative. 

“Our industry made history with this sales 
training program in Dubuque,” Spindler con- 
cluded. “And we’re confident history soon 
will be repeating itself for contractors all 
over the country.” END 
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Specify Republic Steel Pipe for maximum 


economy in waste line service 


Never underestimate woman-power where satisfac- 
tion with a home is concerned. To provide greater 
family happiness in the final analysis, discerning 
building contractors concentrate on modern con- 
veniences that have automatic appeal for the ladies. 
And they make this possible by insisting on sound 
economies in the selection of basic materials. 

One of these economies is the choice of Republic 
Steel Pipe for waste lines. The low initial cost of 
steel pipe provides extra funds that can be diverted 
to woman-pleasing, family-pleasing features. In ad- 
dition to its low initial cost, steel pipe is always 
readily available . . . at prices that are little subject 
to fluctuation. 

Material shortages, with consequent work stop- 


pages, are avoided—as are unforeseen price rises, 
that can cut into profits. Moreover, a single grade of 
steel meets all requirements, saving inventory costs 
and eliminating the risk of installing the wrong 
grade. 

Further savings accrue because steel pipe provides 
excellent workability. Reputable plumbing contrac- 
tors everywhere know how to make fast, econom- 
ical installations, good for the life of the building. 

These factors, added together, enable you to 
provide greater buyer-satisfaction at lower cost 
through Republic Steel Pipe. Get further details 
now by consulting your Republic Pipe Distributor. 
Or write Republic Steel Corporation, Dept. DE -7391, 
1441 Republic Building, Cleveland 1, Ohio. 


REPUBLIC STEEL @&» 
Worlas Widest Rempe of Sttwalard, Stols andl Ste Proclied 
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Dave Presents a... 


NEW, BIGGER 
ROOMIER 
STEEL BATHTUB 





56 Inches of Sitting Space in a 5 Ft. Tub! 


Model 6059 RO Model 6060 LO More room to relax—more sales advantages to pay 
CRE ene Seen) = Chet Mane Sesla) off in profits! Big 56” x 26” bathing area gives this 
@ 60° x 30” x 16” @ Approx. 135 Ibs. brand new deep-drawn steel tub a selling edge over 
@ Deep-drawn steel @ Acid-resistantenamel regular 5 ft. tubs. Sturdy CORALWARE construction. 
@ Sturdy steel cradle CORALSHEEN colors to match all manufacturers’ 
@ White or CORALSHEEN colors to match standard colors. A “natural” with potent appeal 

standard colors of any manufacturer to the mass market. Contact me today for details. 


DAVE KLING 


9 S. Clinton St., Chicago 6, Illinois 


Dear Dave: Please rush complete details on your new 
5 foot ‘“‘Relaxer’’ porcelain enamel steel tub. 


) CORALWARE MANUFACTURING CO., Dept. DeE-11 


gprs taeeter ay Mog CORALWARE. 
Chicago 6, IIlinois MANUFACTURING CO. 


Telephone - ANdover 3-4970 2401 S. Kolin Ave. 
Chicago 23, Ill. 
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BRASS — 


Machined for perfect 
soldering joint. 


FIBER INSULATION — 


Extra hard fiber insulating collar 
separates brass from galvanized nut. 





RUBBER INSULATION — 


Special treated rubber washer 
forms a water-tight seal and 
prevents brass from contact 
with galvanized female. 


METAL-TO-METAL THREADS — 


The extra strength of metal 
makes tight joints possible. 


TAPER TAPPED — 


Assure leakproof connections. 


ZINC PLATED — 
Zinc plated inside 
and outside. 
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MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 
COLUMBUS, OHIO 





NéW DATA 


This new book shows how McDonnell float-operated 
switches and valves, and flow switches, can be used 
to provide dependable, economical control for a wide 
variety of applications. 

On hydro-pneumatic tanks, for example, or water 
chillers; with stand-by pumps and surge tanks; in 
water supply and proportioning systems. All in all 
there are 21 case studies in this book . . . and each 


MCDONNELL & MILLER, Inc. 


3500 N. Spaulding Ave., Chicago 18, Ill. 
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on operating and safety 
controls for jobs involving 
liquid level or liquid flow 


one can suggest dozens of other specific applications. 

These are the standard time-tested McDonnell 
products that heating men know so well, starring 
here in roles that may not be so familiar to you. To 
bring yourself up-to-date — to learn a lot of answers 
to a lot of frequently-encountered liquid level and 
flow control problems — get your free copy of this 
new Bulletin ERS-A. 


Send me a copy of your new Bulletin ERS-A: 
“Special Applications of McDonnell Products” 


COMPANY____ 


Us 

e * 

this coupon 
© get your Copy of this 


“Page engineering 
reference bulletin 


ADDRESS___ 


CITY, ZONE, STATE_____ 


_—_ ee ee 


Mail to: McDonnell & Miller, Inc., 3500 N. Spaulding Ave., Chicago 18, Ill. 





